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Sparks 


State of the Nation’s Economy; 
Up 

Business INpex — Activity for 
week ended Feb. 14 rose to ‘186 
from 184.3 in the preceding week, 
according to New York Times. 
Figure for eer week in 
1952 was 176.5. ~ 

Evectricity—Output during. the 
week ended Feb. 14 rose t@ 8,- 
147,461,000 kilowatt’hours from 
8,129,038,000 the previous eek. 
The 1952 figure was 7,430,767\000. 


Store Sates—Up 3 percent Auring 
week ended Feb. 14, according to 
Federal Reserve Board, in compari- 
son with sales a year ago. 


Copper — Products shipped from 
mills and foundries during January 
contained 136,647 tons of new re- 
fined copper, compared with 117,307 
tons in December. 


VEHICLE Output — Totaled 156,223 
units during week ended Feb. 28, 
against 152,305 the previous week. 

Banxruptcies—Dropped to 176 
in the week ended Feb. 19 against 
200 the week before and 177 a 
year ago. 

Stee. Output — Amounted to 2,- 
235,000 tons in week ended Feb. 21, 
compared with 2,097,000 tons the 
previous week. 

ak * a 


Down 
FRreiGgHT Loapincs—Totaled 681,750 
ears during the week ended Feb. 14, 
or 8,994 cars fewer than preceding 
week. Loadings during the same 
period in 1952 totaled 737,776. 
Heavy Construction — Awards 
for week ended Feb. 14 amounted 
to $114,052,000 against $267,788,000 
the preceding week. 





income is estimated at $2 billion, or 
about the same as in February, 
1952. January income was $2.7 bil- 
lion. 

+ * of 


General 


MEN’s SHirts—A record output of 
dress and sports shirts was set in 
1952 with 18,282,500 dozen, compared 
with 16,564,300 dozen in 1951 and 
18,099,300 dozen in 1950. 


Production 


Automotive News Estimates 
U. 8. Cars, Trucks 


156,228 
z 152,305 


Last Prev. 1952 
Week Week Week 


For complete production totals 
by makes, see table, page 55. 
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The Newspaper of the Industry 


‘New-Car Sales 





Moving Strong 
In Most Areas 


Records Chalked Up 
In Some Sections; 


U.C. Demand Rising 


By Sam Sampson 
Staff Writer 

_ the exception of two areas, 

all reports received by AvurTo- 
MOTIVE News last week noted that 
new-car sales are high and, in some 
areas, new sales records were set 
during January periods. 


Later reports showed that the 
bumper sales are continuing into 
February, with Cleveland show- 
ing a new high of 1,522 cars for 
the week ended Feb, 21, and 
Memphis reporting expectations 
of February being a better month 
than January. 


But some dealers contend that 
sales volume is still “nothing to get 
excited about,” in that the propor- 
tional rise in sales as yet has not 
met the increased production rates 
of the makers. 

ea * * 


Be at cars are not moving as 
fast as they should, dealers say, 
but several reports last week indi- 
cated that there was some strength- 
ening of used-car demand, and that 
many customers are beginning to 
buy late-model used cars when they 
find it impossible to meet new-car 
prices. 


Denver reported that used-car 
dealers are looking forward to 
one of the best years since World 
War IL. Officials of the Denver 
Used Car Dealers Assn. declared 
that there had been no “out of 
line” drop in used-car prices, but 
that as new-car stocks began to 
meet demand, normal “adjust- 
ments” have occurred in used-car 
prices. 

Cleveland also said that used-car 
volume was high, with 1,427 units 
sold during the week of Feb. 21— 
a new record for used-car volume 
this year. 

+ + 

* ALL cases, January sales are 

reported to be higher than the 
same month a year ago. Even the 
two areas showing new-car sales 
temporarily down — Augusta, Ga., 
and Pittsburgh—admitted that sales 
were better than January last year. 

In fact, most of the areas say 
that sales for the first month this 
year are above December, 1952— 
earlier reported as the third best 
month of 1952. 

Those to report increased sales 
figures over December included 
Cincinnati, Omaha, San Antonio, 
Columbus, O., and Birmingham, 
Ala. Others with increased sales 
over January a year ago were Den- 
ver, Detroit, Washington, New Or- 
leans, Cleveland, Akron, O.; Man- 

(See SALES, Page 53, Col. 3) 
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Oatoat 8 urves es Higher 


ene firmly upward, the 
auto industry’s production curve 
pegged itself temporarily last week 
at a pace of about 8,100,000 cars 
and trucks annually. 

The immediate outlook is for 
higher and higher production in 
the weeks ahead. Most vehicle 
makers appear determined on a 





New Leaders of NADA— 


Elected by the board of NADA at the annua! conver.’*- 


first-half volume that will push 
the record year of 1950 into 
second-place ranking, Output in 
the last half of 1953 depends, of 


course, on how well sales hold 
up. 
Another upsurge in car and 


truck building last week gave U. S. 
plants a February volume esti- 


in San Francisco were (top, 


from left): J. M. Sanders, Washington, treasurer, and James A. Ayers, Chattanooga, 
Tenn., secretary. At bottom: Charles C. Freed, Salt Lake City, first vice-president, and 


Robert S. Armacost, Kansas City, president. 





No Car Price Cuts in Sight, | 
Colbert Tells Dealers 


HICAGO.—L. L. Colbert, Chrys- 

ler Corp. president, told more 
than 400 Chicago-area dealers here 
last week that 
lower new-car 
prices are not 
likely in the near 
future. 

In fact, he said, 
the auto industry 
is faced with 
problems of hold- 
ing prices at pres- 
ent levels. 

Colbert is on 

; tour for a series 

L. L. Colbert of meetings 
with corporation dealers. With 





‘03 Held Decisive Year for Light Cars 


By Bernie Thomas 
Associate Editor 
Witt production quotas dead, 
this may be the year to spell 
out the destiny of the so-called 
“lightweight” cars. 

Some observers, noting that 
such cars carved out a healthy 
slice of the auto industry’s sales 
in the low-priced field last year, 
say the word “success” is already 
clearly visible. 

Others contend that the indus- 
try’s competitive journey through 


- 1952 was sidetracked to some ex- 


tent by an allocation program 
which gave special consideration to 


makers of lightweight cars on the 
basis of new-product ratings. They 
are maintaining a wait-and-see at- 
titude. 
* * * 

HOWEVER, general agreement 

prevails that the future welfare 
of some independent car producers 
is tied in closely with the future 
of lightweight cars. 

In the strictest sense, the inde- 
pendents have no other weapons 
with which to battle Chevrolet, 
Ford and Plymouth for sales in 
the low-priced field. 

The Big Three’s current competi- 
tion for sales in that price class— 











where more than half of all new- 
car sales potential exists—is com- 
prised of Nash Ramblers, Stude- 
baker Champions, Willys Aeros, 
station wagons, etc., Henry Js and 
Allstates, all considered as belong- 
ing in the lightweight-car category. 

Packard is the only independent 
car maker which makes no effort 

(Continued on Page 53, Col. 4) 
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him in Chicago were A. vander- 
Zee, corporation sales vice-presi- 
dent; W. C. Newberg, Dodge 
president; L. I. Woolson, DeSoto 
president, and a number of other 
top corporation and division 
officials. 

It was not learned whether Col- 
bert discussed with the dealers the 
announced intention of the revived 
Chrysler - DeSoto- Dodge - Plymouth 
Dealers Assn. to petition the cor- 
poration for a new franchise agree- 


ment. 
a * am 


pax cuts appear unlikely, Col- 
bert said, despite anticipated 
|higher production schedules. He 
pointed out that Chrysler workers 
|will get a four-cent hourly “im- 
provement” raise May 1, and that 
| higher wage demands face the steel 
industry about mid-year. 

“How,” he asked, “are you go- 
ing to get auto prices any lower?” 

Colbert was optimistic about 1953 
sales prospects, and said Chrysler 
plans to produce cars and trucks to 
the limit of its ability to get ma- 
terials and manpower. 

He estimated 1953 car production 
at 5% to six million units, and said 
it was Chrysler’s intention to in- 


crease its share of the market. 
* cd 7” 


Quinn Starts Series 


Of Dealer Sessions 
DETROIT.—E. C. Quinn, general 
manager of Chrysler Division, will 


(Continued on Page 53, Col. 1) 








mated at 582,604 vehicles, including 
482,700 cars and 99,904 trucks. 
Except for February, 1951, it was 
the most cars and trucks ever built 
in February. 
+ *” + 

 gpeceeal in U. S. plants last week, 

according to AUTOMOTIVE NEws’ 
estimates, were 127,739 cars and 
28,484 trucks—a total of 156,223 
vehicles. The previous week’s build 
of 152,305 units was made up of 
125,550 cars and 26,755 trucks. 

The past week’s production up- 
turn reflected Saturday oper- 
ations at many General Motors 
plants, higher daily scheduling at 
Chrysler Corp. divisions and 
settlement of a strike which had 
crippled Lincoln and Mercury 
output in Detroit. 

But more than anything else, the 
upturn was indicative of individual 
producers’ intentions to assemble 
cars and trucks to the limit of 
their ability to get materials. 

* * * 


ECAUSE dealers’ stocks of new 
vehicles are considered gener- 
ally low, in comparison to prewar 
levels, the general outlook of 
manufacturers seems to be that the 


'lone who gets to the market first 


with the most vehicles will do the 
most selling. 


Typical of that thinking was 
the report last week by L, W. 
Smead, Ford division general 
sales manager, that Ford car out- 
put will be hiked to 90,000 in 
March and to 105,000 in April. 
Ford built 76,000 cars in February. 
Smead also said that Ford will 

build 300,000 trucks during 1953, as 
compared with 236,753 in 1952. 
Ford, he said, wants 30 percent of 
the truck market, as against the 
22.1 percent it accounted for last 
year. 

Nearly all other car and truck 
makers also have higher production 
schedules set for the months ahead. 
Some makers may find attainment 
of such plans more difficult than 
others because the ending of 
government controls left materials 
and parts inventories in an 
abnormal condition at some plants. 

* + * 


OWEVER, the industry as a 
whole is shooting for 700,000 

vehicles—570,000 cars and 130,000 
(See OUTPUT, Page 55, Col. 5) 


Top Cars 


New-car registrations for 23 
states for January, 1953: 
1953 Pos. Make 
1—38,624 Ford 
2—32,186 Chev. 
3—23,079 Plym. 
4—13,425 Pontiac 
5—12,299 Buick 
6—10,361 Dodge 

7— 9,387 Mercury 
8— 8,616 Olds. 

9— 6,372 Nash 
10— 5,766 Stude. 
11— 5,548 Chrysler 
DeSoto 
Cadillac 
Packard 
Hudson 
Willys 
Lincoln 
Kaiser 
Henry J 
Austin 

63 Brit. Ford 
22 Allstate 
Total All Makes 

186,262 151,285 

For further details see page 
46, today’s issue. 


1952 Pos. 
19,765— 3 
34,418— 1 
20,643— 2 
11,280— 5 
12,165— 4 

8,249— 6 
6,145— 9 
7,995— 7 
4,508—11 
7,009— 8 
4,608—10 
3,330—12 
2,239—14 
2,159—15 
2,587—13 
701—18 
3384—19 
1,342—16 
1,148—17 
86—21 
106—20 
0—22 


12— 4,547 
13— 3,876 
14— 3,294 
15— 2,812 
16— 2,145 
17— 1,343 
18— 1,264 


19— 
20— 
21— 
22— 


674 
67 
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As Restrictions Come Off .. . 





Independents Gain 
In Sales Battle 


By Bernie Thomas 
Associate Editor 

a auto industry’s seven-year 

tuneup for a_ postwar sales 

battle has resulted in independent 

car makers developing competitive 

muscles much stronger than they 
had prewar. 

With government controls 
virtually dead, production volume 
in recent weeks has convinced 
most observers that the gong for 
a long-awaited sales contest has 
finally sounded, Cars have been 
rolling off assembly lines at a 
rate better than six million annu- 
ally. 

At the end of 1952, the inde- 
pendents weighed in with a post- 
war market penetration per- 
formance of 14.5 percent, as against 
only 10.3 percent prewar. 

* * + 
B* SUSTAINING that postwar 
performance, the independents 
could account for 725,000 sales in 
a five-million car market, the 





Du Pont Refused 
Paint Pact with 
GM, Trial Told 


CHICAGO.—Differences over the 
use of Duco, a lacquer which helped 
revolutionize car painting, were 
brought out last week in the testi- 
mony by Pierre S. duPont at the 
antitrust trial of the duPont enter- 
prises. 

The 83-year-old patriarch of the 
chemical family said that 30 years 
ago, when he was president of 
General Motors, he sought an ex- 
ecutive purchasing arrangement 
with E. I. duPont de Nemours & 
Co. for the new type of paint, 
but was turned down by his 
brother, Irenee, then president of 
the duPont firm. 

The incident was brought out as 
duPont lawyers tried to prove that 
the brothers acted independently 
when they headed the big com- 
panies. 

Pierre duPont told the court that 
he was “loath” to become president 
of GM in 1920. He did so only, he 
added, to protect a $25 million in- 
vestment in GM. 

Asked whether duPont estab- 
lished control over GM to establish 
a “captive” market for its products, 
Pierre replied: 

“Our move into General Motors 
was nothing more than to protect 
our investment.” 

Questioned about the circum- 
stances which led to his acceptance 
of the presidency, Pierre stated 
that “the bankers wanted me to 
accept the post because of the sud- 
den failure” of W. C. Durant, 





founder of GM. 


|minimum envisioned by 


|makers for 1953. 

As a group, the independents 
had their best year in 1950 when 
they posted nearly 823,000 new- 
car registrations, 

The Big Three producers, as a 
group, have been accounting for 
lonly 85.5 percent of all postwar 
|new-car sales, as against 89.7 per- 
}cent for the years 1937-1941, despite 
the fact that Ford Motor has been 
racking up 22.0 percent of all the 
postwar business, as compared with 
20.4 percent prewar. 

* * * 

OSTWAR market inroads 

achieved by independent pro- 

ducers have come at the expense 
of General Motors and Chrysler 
Corp., with the latter showing the 
greatest market losses. 

Chrysler has been accounting 
for only 20.9 percent of all post- 
war sales, as against 24.4 percent 
in the immediate prewar years. 
In a five-million unit market, that 
3.5 percent market penetration 
loss could mean 175,000 fewer car 
sales. 

Among Chrysler-make cars, 
Plymouth has lost the most market 
penetration, while only DeSoto 
shows a gain. 

General Motors has a _ postwar 
market penetration rating of 42.6 
percent, as against 44.9 percent pre- 
war. In a five-million market, that 
deficit of 2.3 percent would be 
tantamount to 115,000 fewer sales. 

* * * 
fhe only GM-make cars to show 
increased market penetration in 
postwar are Cadillac and Pontiac. 

Starting from scratch, and with a 
performance that has had some 
ups and downs, Kaiser-Frazer 

wound up 1952 having accounted 
for 2.2 percent of all postwar new- 
ear sales. If K-F can hold that 
rating, it may count on at least 
110,000 sales in a five-million new- 
car market. 

Up for grabs this year is Cros- 
ley’s 0.2 percent share of the 
postwar market. Crosley went out 
of production in mid-1952. 

Nash, along with Studebaker, has 
recorded the most notable postwar 
market penetration achievement. 
Nash is entering the postwar period 
of competition with a 3.1 percent 
rating, as against only 1.9 percent 
prewar. Nash seemingly should be 
good for 155,000 sales in a five- 
million market, as compared with 
the 175,722 sales it registered in the 
record year of 1950. 

oe x 





* 


pyeoson enjoys a postwar 
market penetration average of 
2.5 percent, but that rating reflects 
a downward trend since 1950, and 
will have to be improved if Hudson 
is to achieve its publicly announced 
1953 sales goal of some _ 200,000 
units. 

Packard is in about the same 

(Continued on Page 52, Col. 4) 








Buick Is Host to Dealers at NADA Parley— 


A gathering place for dealers during the NADA convention in San Francisco was 
Buick's social headquarters at the St. Francis Hotel. Here, seated (from left) are O. F. 


Sully, Sully Motor Co., Council Bluff, la.; E. J. Rabidoux, Newark Buick, Inc., Newark, 
N. J., and Joe Carlson, Joe Carlson Buick Co., San Francisco. Standing: J. A. Graham, 


Buick district manager; Don F. Miller, assistant zone manager; J. E. Travis, Travis 


Service Co., St. Charles, Mo.; R. A. Mulford, Elmer D. Mulford, Inc., Bridgeton, N. J.; 


Vv. B. Qua, Qua Buick, Inc., Cleveland; Robert W. Crust, zone manager, and John 


Engel, zone service representative. 


most 











AUTOMOTIVE NEWS, MARCH 2, 1953 





How Car Makers Fare .. . 





U. S. Sales: Postwar vs. Prewar 


Total Pet. of Total Pet. of Gain 
Sales Prewar Sales Postwar or 
1937-41 Total 1946-52 Total Loss 
CHRYSLER CORP. 3,708,625 244 6,042,676 209 —3.5 
Chrysler 444,906 29 809,361 28 0.1 
DeSoto 324,578 2.1 632,494 2.2 +0.1 
Dodge .. 949,545 6.3 1,677,664 5.8 —0.5 
Plymouth 1,989,596 13.1 2,923,157 10.1 —3.0 
FORD MOTOR CO. 3,092,842 20.4 6,342,447 22.0 +16 
Ford 2,755,885 18.2 4,914,030 17.0 —1.2 
Lincoln 101,946 0.7 194,452 0.7 : 
Mercury 235,011 1.5 1,233,965 43 +2.8 
GENERAL MOTORS 6,811,805 44.9 12,280,364 426 —2.3 
Buick 1,194,807 7.9 2,228,522 1.74 —0.2 
Cadillac 200,604 1.3 503,928 18 8 86+0.5 
Chevrolet 3,565,086 23.5 6,051,468 21.0 —2.5 
Oldsmobile 858,735 5.7 1,582,254 5.5 —0.2 
Pontiac 992,573 6.5 1,914,192 66 +0.1 
TOTAL BIG THREE 13,613,272 89.7 24,665,487 85.5 —4.2 
KAISER-FRAZER 639,305 22 +22 
CROSLEY ipsa deca 69,346 0.2 +0.2 
HUDSON 347,011 2.3 712,807 25 +0.2 
NASH ..... 287,109 1.9 885,738 3.1 +12 
PACKARD 350,078 2.3 466,424 16 -—0.7 
STUDEBAKER. ........ 412,830 2.7 =1,134,399 39 +1.2 
WILLYS-OVERLAND 122,684 0.8 176,704 06 —0.2 
MISCELLANEOUS* 42,728 0.3 107,356 04 +0.1 
TOTAL INDEPENDENTS 1,562,440 103 4,192,079 145 +4.2 
TOTALS 15,175,712 100.0 28,857,566 100.0 
*Including foreign makes. 
N.B.—Cadillac’s prewar total includes 84,434 LaSalles. 





From the Convention Notebook .. . 





NADA Postscripts 


By Bob Finlay 

Managing Editor 
Gas FRANCISCO. — Some of the 
\” most interesting items at the 
NADA convention here came from 
the off-the-record or not-for-attri- 
bution discussions in the corridors 
and in private get-togethers around 
town. 

For instance, many wondered 
whether NADA leaders’ weren't 
making too much of what they 
called the alleged threat to reim- 
pose installment credit terms on 
cars. Se 


C. E., Please Note 

HERE were some at the conven- 

tion who explained that they 
thought the idea behind the out- 
spoken opposition 
to credit controls 
could have been 
tagged, “C. E,, 
Please Note.” 

Some of the 
dealers think that 
Cc. E. Wilson, 
former president 
of General Motors 
and now secre- 
tary of defense, 

“ looks on credit 
oS, wae controls as a 
handy substitution for formal con- 
trols. 

However, others say that Wil- 
son’s failure to oppose credit con- 
trols was connected with the whole 
control period—that he was op- 
posed to stimulating demand at a 
time when production was being 
held back. 

At any rate, our informants said, 
the dealers were taking no chances. 


Sutter Heads NADA’s 


Industry-Relations Unit | 

WASHINGTON.—NADA Pres- 
ident Robert S. Armacost an- | 
nounced last week appointment | 
of Frederick M. Sutter, Dodge- 
Plymouth dealer of Columbus, | 
Ind., as chairman of the asso- 
ciation’s industry-relations com- 
mittee. Sutter has been the 
NADA director for Indiana since 
1946. 

Quick action in naming Sutter | 
to this important post is re- 
garded as evidence of Arma- 
cost’s intention to emphasize 
improvement in dealer-factory 
relations as one of the major 
objectives of his year as head 
of NADA. Armacost was him- 
self chairman of the committee 
prior to his election as president. 

This year marks the first year 
that a Chrysler-product dealer 
has been named chairman of 
this important NADA committee. 














They don’t want to embarrass Wil- 


son, but they want it known that 


they'll fight tooth-and-nail against 


any new Regulation W. 
ok 


% * 


Back Bounce 


HEN there’s the matter of legis- 

lation sponsored by dealers to 
restrict factories. 

One factory man (and he’s earned 


a fine reputation among dealers) 
told us that he would like to pro- 


mote a permanent franchise for his 


dealers, but he’s deterred by legis- 
lation he fears might tie the fac- 


tory’s hands. 

He claims that under the Vir- 
ginia factory-dealer licensing law, 
no changes can be made in the 
contract without the consent of 
the dealer. 

As a result, he says, he will have 
to stick with a selling agreement 
that expires each year. 

In this respect, many leading 
dealers also have voiced opposition 
to restrictive legislation in factory- 
dealer relations. They concede that 
it has a way of boomeranging. 

* * a 
Reunion 

UITE by chance, all five win- 

ners of auto dealer Brand- 


Name awards for 1953 happened | 
|to meet at the GMAC party at the 
| convention. 


They are W. R. Gale, of Mon- 
arch Buick, New York; Red Craw- 


(Continued on Page 52, Col, 1) 


| states for January were 


| ratio of 
| about the same, and it is now 


|sales race this year. 


Ford Increases 


53 Sales Lead 
‘Over Chevrolet 


Car Margin Boosted 
To 6,500 in Reports 
From 23 States 


,,ORD increased its new-car lead 

over Chevrolet to nearly 6,500 
units as registration figures for 2° 
released 
last week by R. L. Polk & Co., auto 
statistical firm. 


As compared to a week ago, 
when Ford was reported leading 
Chevrolet by more than 2,000 cars 
with eight states turned in, the 
increase has remained 


expected that Ford will finish the 
month at the top of the sales 
ladder. 


This will make the third month 
out of the last six that Ford has 
bettered Chevrolet sales. In August, 
1952, Ford’s 37,870 figure topped 
Chevrolet’s 27,216. In December, 
Ford tallied 80,172 to outsell Chev- 
rolet with 76,084. Ford introduced 


}its 1953 models Dec. 12, while the 


‘53 Chevrolet line debuted in - id- 


| January. 


* * * 


bps production controls off, 
Ford’s January lead will play 
a large part in what may be a tight 
Ford’s pro- 
duction capacity is believed to be 
still below Chevrolet’s, however. 

States reporting last week in- 
cluded Pennsylvania, Michigan, 
Ohio, New Jersey, Maryland, Wis- 
consin, Minnesota, South Caro- 
lina, North Dakota, New Hamp- 
shire, Kansas, Nebraska, Nevada, 
Arizona and Utah. 

There were no other changes in 
the sales order last week, except 
for Austin, which took a four-car 
lead over British Ford. 


—Sam SAaMPson 


Willys Links Up 
Output, Sales with 
Britain’s Standard 


TOLEDO.—An “agreement in 
principle” has been reached for 
close cooperation between Willys- 
Overland Motors, Inc., and Stand- 
ard Motor Co., Ltd., of Coventry, 
England, officials of the two com- 
panies announced last week. 

The agreement will have far- 
reaching military and economic 
| significance, according to Sir John 
Black, deputy chairman and man- 
|aging director of Standard, and 
|Ward M. Canaday, chairman and 
president of Willys-Overland. 

Willys-Overland Export Corp. 
expects to license Standard for 
the manufacture of Willys Jeeps 
at Coventry, for sale by Willys 
throughout the sterling § area, 
Canaday disclosed. 

The Coventry production, Cana- 
day said, would enable Willys, “by 
|}one step, to break down the ster- 
ling-area barriers which have 





(See WILLYS, Page 52, Col. 5) 





Milwaukee's "Miss 1953 Auto S$ 


Pretty Jane Hintz, local model, poses 
Milwaukee auto show. She was selected as 
which featured many other makes of cars. 


how'— 


alongside a Kaiser-Frazer exhibit at the 
“Miss 1953 Auto Show" at the exposition 


| 


| 
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Bpiron’s Note: Because of the 
timeliness of the following 
column, the guest article by L. M. 
Stewart (Chrysler-Plymouth), St. 
Louis, originally scheduled for 
the March 3 issue, will be pub- 
lished in the March 9 issue of 
Automotive News. 

* * * 
| AM giad to get back conducting 
this column after a vacation of 
nearly three months in California. 
First I want to thank: 

Richard L. Smart 
Pine Bluff, Ark. 
Charles G. McKimmie (Chrysler), 
Richmond, Va. 


(Chevrolet), 


William E. Mason (Dodge) 
Stamford, Conn. 

John J. Verschoor (Chevrolet), 
Mitchell, S. D. 

Harry Sandager (Ford), Cran- 
ston, R. 1. 

Hrnést Burwell 


Charleston, 8. C. 


L. M. Stewart (Chrysler), 


Louis, for making it possible for | 






Mo. Colleagues 
To Honor New 


NADA President 


KANSAS CITY.—Missouri is go- 
ing to honor another president, but 
this one 


is not returning from 
Washington, he’s 
just heading 
there. 

He is Robert S. 
Armacost, new 
head of NADA 
and a Kansas 
City Studebaker 
dealer, who will 
be honored by the 
Missouri Auto- 
mobile Dealers 
Assn. March 12 
R. S. Armacost at the 
bach Hotel. 

Dealers from all over the state, 
presidents and managers of the 
various Missouri dealer associ- 


By John O. Munn 
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’|having such an individual as Ray 





(Chevrolet), | T WOULD like to give you some 
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St | tion over the announcement that 
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CHICAGO. Amendments de- 
signed to preserve the rights of 
|}auto dealers and finance institu- 
tions in serving their customers 
on auto insurance have been 
formulated by a committee repre- 
senting 21 auto groups. 

The amendments involved a 
proposed model insurance li- 
censing act which is to be con- 
sidered by the National Assn. of 
Insurance Commissioners. 

They were presented to a sub- 
committee headed by Donald 


me to take this vacation by writing 
guest columns during my absence. 

I am sure that a change of 
pace has been not only of interest 
but of benefit to readers. These 


articles certainly increased my 





to insure his own property or that 
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Auto Groups’ Amendments to Model Act... 


Plan to Protect Insurance Rights 











| Knowlton, insurance commissioner 


of his relatives, employers or em- 
lof New Hampshire. 


ployes or that for which he is 
Auto groups were aroused re-|agent, custodian, vendor, bailee, 
cently in the belief that organized|trustee or payee, his license shall 
|insurance agents were pushing for|be revoked. 
|the model act with the design of The “vendor” part of this act 
driving auto dealers and finance! was interpreted to mean that if 
organizations out of the business.| an auto dealer sells more policies 
| As originally planned it is under-| to people who bought cars from 
|stood that the model act would] him than he does to people who 
incorporate a clause from the Ohio] are not his auto customers that 
law which provides that if an) he is ineligible for license. 


agent uses his license principally This interpretation has held up 
under attacks through the courts. 








admiration and respect for mem- 
bers of this trade and evidenced 
how talented dealers are in the 
many ramifications of life. 

I will tell you later about my 
California experiences and my im- 
pressions of the NADA convention, 
for which I have heard only the 
highest praise. Dealers constantly 
reiterate that NADA is lucky in 





Chamberlain to administrate and} 
conduct its conventions. 


* * 


Bell’s Selection 


dealer reactions at the conven- | 


Rear Admiral} 
Frederick J. Bell 
had been selected 
as NADA execu- 
tive vice-presi- 
dent. This is only | 
the third time in| 
the history of the 
association that} 
NADA’s board of | 
— directors has se- 
ai lected such an 
: officer; the other 
wees ©. two being so se-| 
lected were Ray Chamberlain and OF 
Robert Kneebone. All other man- 
aging directors have been person- 
ally appointed or stepped up from 
the staff. 
I am sure that the board has| 
made a wise selection. I never 
knew that one man could mean so 
many things to different people. 
Dealers have divergent opinions 
as to the duties of the position. 
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There were different opinions 
even among the directors and the 





| state and local managers as to 


the most important duties of the 





Aion AL Au voMosiLe DEALERS ASSOCIATION 
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AMERICAN HleRtraGE FOUNDATION 


In appreciation of 


in support of the National Non-partisan Register 


and Vote Campaign of 1952 


+ wom OR: . 
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| Dealers Honored for Public Service— 


It is the belief of auto groups 
that the goal of organized in- 
surance agents is to incorporate 
such a clause in the laws of other 
states throughout the country. 


After protests, the insurance 
group invited auto groups to 
submit their ideas to the subcom- 
mittee by March 1. The subcom- 
« TitAc mittee will submit the proposed 
act to the NAIC at its convention 
in San Francisco in the week of 
June 7. 

Amendments offered by the 
auto groups would eliminate the 
section designed to drive auto 
dealers and finance institutions 
out of the insurance business. 
Whether NAIC accepts the ideas 
of the auto groups is a matter of 
conjecture, of course. 

Indications are that the insurance 
people are strongly set on a course 
of putting the auto people out of 
the business. 

It might be recalled that Walter 
H. Bennett, recently retired general 
counsel of the National Assn. of 
Insurance Agents, was named by 
The Insurance Field as the 1952 
“man of the year” in property and 
casualty insurance. 

In announcing the award, Fred 
C. Crowell jr., editor and publisher, 
said in the Dec. 26 issue: 

“It was the consensus opinion of 
the Field’s editors, conditioned by 
reaction from leaders in many seg- 
ments of the industry, that Bennett 
—Mr. NAIA, as he has come to be 
known—has made the outstanding 
contribution to the business in 1952 
by virtue of his sweeping court 
victory in the Ohio General Motors 
case. 

“This legal action, which the 
Supreme Court refused to review 
last fortnight, resulted in dis- 
franchising from the insurance 
business dealer-agents of Motors 


Vase ooo 4 
oR? as eid ‘ , 


The mest intensive and 
mest cHoctive Prone Bi 
conducted by 
\ssociation m stipport 
of the National Non-Par 
tisan Register and Vote 
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amenca on 


position. A great many dealers, 


This is the award which the American Heritage Foundation presented to NADA for 


Insurance Co., thus preserving an 


| because of the military experience 
of Bell, hope he will fill their long 


| desired hope for a “czar” to rule 
the event. Some 200 persons are thie, tendo. 


‘the outstanding service dealers performed in getting out the vote during the national 
elections last fall. The first such honor given by the foundation, it was awarded to 
| the trade association which did most to promote the American way of life. 


and NADA important market for legitimate 


full-time producers, stock and 
mutual alike, of that state.” 
The auto committee included 


expected. 





Walter B. Cooper, Colorado 


I am afraid most dealers who ad- 


James C. Moore, general counsel of 
NADA; Ray Hayward, president of 


NADA director is slated to serve as|Vocate a czar as a top NADA\| Bill R e e | 1 
toastmaster. Following dinner, Official would be the first to criticize | to hevise 1 itle Law |NUCDA; Erwin A. Mevers, Chi- 


George Weber jr., 
the Missouri Automobile Dealers 
Assn., will present the association’s 
gift to Armacost in recognition of 


his election to the NADA presi-|!ation of weak men. 


dency. 


Rus B. Hammond, S&t. 


association manager, and William |@ 


ations regional di- | 
rectors have been invited to attend 
W. Egelhoff, Kansas City manager, | and basically they seek strength on 


along with state association di- 
rectors in their cities, are working 
to boost attendance from the two 
areas. 

“We 


think America’s dealers 


have chosen wisely for NADA,” |*Dollar-a-Year Man’ 


declared James A. Gorman, man- 
ager of the state organization. 
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| 


Louis Minded. The fact is that dealers 


| 


| 


president of if he followed such a path. A czar, 


in my opinion, is not the answer 
to dealers’ problems. Strong men Arouses Texas 
get their power through the vacil- 
No one ever 


accused dealers of being weak-| . AUSTIN, Tex. Threatened dele- 


|tion of the word “elsewhere” from 
|the Texas Certificate of Title Law 
lis of great concern to dealers, ac- 
|cording to a bulletin of the Texas 
Automobile Dealers Assn. 

A bill introduced by Senator 
| Harley Sadler, of Abilene, ac- 
cording to the bulletin, would re- 
|move protective restrictions from 
|new-car sales by dropping the word 

O OTHERS, the new executive | “elsewhere” from the existing law. 

vice-president is a “dollar-a-| Under the present law, it is ex- 
year man.” His salary will be on|Plained, a new car must be ac- 
the basis of cost to each member COMpanied by a manufacturer's 
of $1 a year out of of their mem- | certificate of origin at the time of 
bership dues. Such dealers feel, if application for the title. The 1951 


re strong-minded men themselves 


an individual basis. NADA is a 
voluntary organization; therefore 
it has no power to exercise on the 
membership. 


* © * 


‘the new executive can bring new | Legislature amended the law to de- 


ideas from his civilian job as direc-| fine a new car as one that had 
tor of human relations for Mc-| ever been the subject of a “first 


‘Cormick & Co. to be utilized by |S#le” in Texas or “elsewhere.” 


| dealers, his services will be a fine 





|cise of policies and practices in- | 
|cluding junior management boards 


This restriction, the association 
. |explains, protects the public from 
investment. Only a few years a80 the danger of getting a stolen car. 
McCormick & Co. was a moribund | A car previously reg istered in 
spice company and in less than a| Texas or other states is considered 
decade has progressed to leadership |a used car under the law. 
in its field, principally by the exer-| The new Senate Bill No, 125, the 


and employe profit sharing. ‘Tenn. Group Slates 


A dealer’s largest business Regional Parleys 


pense is the payroll, and any in- 
crease in dealer-employe produc-| NASHVILLE. — The Tennessee 


tivity through inspirations of this|Automotive Assn. will hold the 
nature is indeed an important following spring regional meetings: 


: ; : ao Apr. 28 — Tri-Cities; Apr. 29 — 
contribution in the competitive era Knoxville; Apr. 30—Chattanooga. 
on the way. 


May 5—Nashville; May 6—Jack- 
Other dealers, particularly the | son, and May 7—Memphis. 
board of directors, I am sure feel Meeting places will be announced 
(Continued on Page 49, Col. 1) later. 


cago; J. Francis Ireton, Baltimore, 


Dealer ~ —- Harry Goodsitt, Springfield. 


The committee pointed out that 
Section 7 “is particularly objection- 
able in that it prohibits long- 
established practices in the lending 
business which have conveniently 


bulletin points out, would make it 

possible for a car to be transferred 

several times in another state and 

still be considered a new car and i 

a a ; and efficiently served and protected 
first sale” only because it had not | the borrowing public.” 

been previously sold, registered or| The proposed law,” the commit- 

licensed in Texas. tee said, “offers no compensating 
The bulletin urges all TADA a to the — but, = 

members to exert their influence to| "©, COP*rary, | wou e _isad- 


: ; : | vantageous to borrowers. The de- 
defeat this legislative proposal. (See INSURANCE, Page 52, Col. 1) 





On the House 


Lew Smead, Ford sales chief, expects the industry to produce six 
million new cars this year. Says his own dealers have only a five-day 
supply of new cars and a 19-day supply of used cars. Declares his 
division still isn’t ready, in a production-capacity 
way, to battle Chevrolet for sales leadership .. . 

Minnesota dealers are fighting a bill which 
would permit out-of-state used cars (without 


Minnesota licenses) to be brought into state for 
dealer cuctions. Believe it might flood state with 


unwanted used cars ... Some auto makers are 
flirting with FTC citations on their replacement 
parts sales policies with dealers ... Buffalo asso- 
Wf ciation has added four new members .. . 

: Pointing up the need for a clear definition of 
: new and used cars, the New York State association 
eohar notes that the state now permits “used-car dealers 

to advertise and sell a new motor vehicle as such, 

provided it is in fact a new motor vehicle.” . . . Cincinnati dealers are 
hopeful of blocking a move to cut the amount of actual shop work 
for mechanic trainees in local schools . . . Pennsylvania association 
has warned members: Be cautious on raising customer labor rates... 


—Perte WeMuHorr, Editor, 
Automotive News 
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AUTOMOTIVE OUR PLATFORM: |. Fair and equitable contracts between manufacturers 
m and dealers in motor vehicles, parts and accessories. § 2. A fair profit to 
the dealers on every used vehicle accepted in partial payment for a new 

A car or truck. §3 Every dollar of gasoline tax collected by state or federal 
jovernments applied to the building and maintenance of highways. 

e 4. The elimination of government and bureaucratic controls over this 
R indus. ry. 15. A return to ‘the precepts of independence and the rewards of 
applied energy and ability, which made America and gave more of her 
citizen. more of the better things of life than anywhere else in the world. 
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Capsule Comment 


Bob Armacost, Studebaker dealer in Kansas City, suc- 
ceeds Sax Lloyd as president of NADA. 


Congratulations and best wishes to Armacost for a 
successful administration. And to Lloyd for a job well 
done. 


- * * 


As the auto industry treads heavier on competitive paths, 
merger rumors fly thicker and faster: One maker will absorb 
a body supplier, or two auto companies will merge with two 
non-automotive firms, etc., etc. 


Apparently no foundation for any of the rumors, but 
have you looked at today’s headlines yet? 


* * * 


A total of 33 auto shows have been held or are scheduled 
around the country to highlight the 1953 models. 


Seems dealers are ready to go out and sell. 
* * K 


Supported by almost half the U. S. Senate, Sen. Harry F. 
Byrd, Virginia Democrat, has moved to capture control of 
U. S. pursestrings for Congress. 


Weren’t those strings thrown away? 
* * * 


An NADA clinic panel emphasized that an effective way 
to get customers is to advertise, but points out that cus- 
tomers can’t be kept unless the advertising claims are 
backed up with performance. 


Solid business philosophy. 


* * * 


Eight-cylinder power plants—with V-8s out front—seem 
certain to supplant six-cylinder engines in public preference 
this year. 


A thriving industry always presents a changing scene. 
+ * * 


Motor vehicle exports to foreign countries dropped sharply 
during 1952, since demand overseas is greater than the 
availability of dollars. 


In this country, earnings of middle-income workers are 
reported up 40 percent since 1946. 
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Auto 
Forum 


“Give more of yourself to 
your job than your job has a 
right to expect.’—Haritow H. 
Curtice, president of General 
Motors. 


* * * 
Call Him ‘Pop’ 

The first sergeant will prob- 
ably have a tough time pro- 
nouncing the name of one of 
his recruits, which was recently 
inducted out of Chicopee, Mass. 
His name: Lambrose A, Pappa- 


toriantafillospoulous. 
* * * 


Still Best Buy 


When a man goes in to buy 
a new car and pays one-third 
down, he has only paid the 
taxes; after that, he starts to 
pay for the car. But, in spite 
of it all, a car is still one of 
the best buys the American 
public gets.”— A. vanderZee, 
vice-president, Chrysler Corp. 

+ * ok 


Of Course 


James Laver, a London 
fashion expert, asserting that 
emphasis in women’s clothing is 
shifting from the bosom back to 
the bottom: 

“Woman is such a collection 
of loveliness that mere man 
cannot embrace all her charms 
at one time. It is the duty of 
fashion designers to direct his 
attention to specific zones — 
speaking in a fashion sense, of 
course.” 

a * * 


They’re For It 


“Farmers showed a deep-root- 
ed trust in cooperation on a 
global scale when 62 percent of 
them voted yes that they had 
faith in the United Nations’ abil- 
ity to cope successfully with 
international problems.”—Coun- 


try Gentleman. 
* ct * 


For a Free Market 


Talking about Ford imports 
of English-built Fords, Henry 
Ford II told the Inland Daily 
Press Assn.: 

“While we naturally are con- 
cerned with making a profit on 
these cars—a rather small one, 
actually—we also feel that we 
are encouraging the English 
company and British industry 
generally to become more com- 
petitive and to earn some 
American dollars as well. 

“What we are doing, in ef- 
fect, is helping expand a 
market for foreign-built cars, 
and teaching possible future 
competitors how to sell the 
American market. 

“Progressive industries know 
that one sure result of free 
trade with a prosperous free 
world is a _ greatly expanded 
market for the goods which 
American industry wants to 
sell.” 

* a * 

“Horses have more fun than 
people. They go to bed with 
their shoes on.” — Columnist 
John M. Carlisle. 

* * 


* 


Out of Practice 


INDEPENDENCE, Mo— 
Private citizen Harry S. Truman 
got a new automobile. It was a 
straight buy, no tradein. 

“It’s got so many gadgets, I’ll 
have to go to an engineering 
school so I can handle it,” Tru- 
man said. 


10 Years Ago... 


The Big Story 


Car rationing rules are simplified and liberalized by OPA, with new 
cars made available to all holders of “C”’ gasoline ration cards, 
regardless of number of miles driven, who don’t own serviceable car 
. .. Local rationing boards are given more power to decide whether 
otherwise eligible buyer really needs new car. . 
tions Committee refusal to approve supplementary fund request of 
War Manpower Chief Paul V. McNutt seen as portent of his ouster 

. . Joseph Eastman, director of Office of Defense Transportation, 
warns that greater coordination between railrocads and truckers 
“cannot long be delayed”—or ODT will issue plan of its own, which 
may limit trucks to hauls of 300 miles . 
distinction between “service” and “sustaining members” ... Nebraska 
dealers protest legislative move to give “cream” of small loan busi- 
ness to banks without requiring normal consumer safeguards. 
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STATISTICS. SHOW 
GAS SALES ARE UP 
LIQUOR SALES DOWN 














‘A Blackstone for Dealers?’ 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 





Set tion you can send us would be 

s : 
ae en your fine paper |appreciated.—ALan C. MALLory, 
iy ld like to suggest that you | Mallary Motor Co. (Studebaker- 
would like to sugg | Ferguson tractors), Thomaston, Ga. 


publish, in book form, all of your} A r : 
past articles on “Court Decisions.” | Eprror’s Note: Does any reader 


I for one will be the first to buy,, know? as 
and I personally believe that you | F F 
will sell the book to every dealer| Crosley Manuals 


in the United States. All automobile; we have just announced that our 
dealers at some time get involved | organization is now in the process 
in some type of court. Your “Court | of reproducing the last factory 
Decisions” cover hundreds of cases | issue of the Crosley Repair & Serv- 
and should be invaluable to every-| ice Manual, and it will be available 
one in the Automobile business.—|to all authorized Crosley dealers 
KennetH H. Inte, Idle Motors, Inc.| and service garages Feb. 20. Price 


(Chrysler-Plymouth), River Grove, per copy, $5. 
Ill. Due to the demand for these 
Eprror’s Note: Any one else 


manuals from dealers and garages 
and Crosley owners the world over, 
orders will be accepted on a “first 
come, first served” basis. 


Dealers, who have been unable to 
obtain these books from the factory 
in order to replace their dog-eared 
and worn-out copies since 1951, will 
be given preference.—Gegorce W. 
Drum, director, Crosley Car Own- 
ers Club, 304 N. Poplar St., Char- 
lotte, N. C. 


interested? 
28 X 3 Tire? 

We would like to secure some 
28 x 3 tires for a Stephens-Duryea 
automobile, approximately 1900 
Model. 

Could you advise us a manufac- 
|turer of these tires? Any informa- 


He Rises to Object 
General Motors’ “cars of the 


future,” featured at the Waldorf- 
Astoria show and pictured in At- 
TOMOTIVE News, make one shudder 
as to the future for both the auto- 
mobile industry and the American 
way of life. 

The industry is up against two 
baffling problems: 

1. How to bring under contro! 
the automobile accidents already 
totaling 38,000 killed, two million 
injured, $3% billion loss each 
year. 

2. How to untangle traffic jams 
already so bad that the auto indus- 
try is offering a fortune to you an! 
me if we will tell the industry how 

(Continued on Page 48, Col. 5) 


. House Appropria- 


. . NADA does away with 


—From the files of Automotive News. 
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Dealers ‘Toast?’ Washington’s Birthday . . . 


150,000 Throng Boston Auto Row 


BOSTON. 
day is a big event on Common- 
wealth Ave.’s automobile row. Even 
out-state folks join in the tradition 
of baked beans, codfish and scrod 
and the “Lowells and Cabots,” for 
which the Hub is famed. The entire 
avenue takes on the appearance of 
Easter Sunday, New Year’s Eve 
and a Presidential inauguration 
combined. 

While such celebrations are 
nothing new along this city’s auto 
row, this year’s event was con- 
sidered the biggest ever held. 

Police officials estimated the 
largest turnout in history as more 
than 150,000 persons from Massa- 
chusetts and neighboring states 


Preserve Records 
Of Control Era, 
OPS Chief Warns 


WASHINGTON.—A warning that 
business records required under the 
price control programs must not be 
destroyed prematurely has been 
voiced by Joseph H. Freehill, di- 
rector of OPS. 

As control regulations are re- 
voked, Freehill said, businessmen 
need not maintain records con- 
cerning transactions entered into 
after the effective date of decontrol. 

He cautioned, however, that 
former records should be kept 
available for inspection for at least 


two years. 
Required information concerning 
“base period” prices must be 


preserved for two years after the 
expiration of the Defense Pro- 
duction Act. 


Dealer McCarthy’s Will 


Lists Nearly $5 Million 

DETROIT.—The estate of Jerry 
McCarthy, owner of three Chevrolet 
dealerships in this area, another in 
Kokomo, Ind., and a hotel in North 
Miami Beach, Fla., was valued at 
nearly $5 million last week by the 
executors of the estate. Mr. Mc- 
Carthy, 56, died recently after a 
heart attack. 

The bulk of the estate, about $4 
million, went to the Anna A. Mc- 
Carthy Foundation, a foundation 
established by Mr. McCarthy in 
honor of his mother to finance 
educational, religious and charita- 
ble programs. The will also left 
many thousands of dollars to rela- 
tives, servants and friends. 

Mr. McCarthy was a bachelor. 






































Feb. 25 


(Prices steady on clean merchan- 
dise. Sold 74 units out of 120 offer- 
ings.) 

BUICK—'52 Special 2-dr., $2,115*. '50 
Special 4-dr., $1,200*; Super 4-dr., 
$1,200*, $1,125*, $1,075. ‘49 Super 
4-dr., $950, $940, $930, $820. ‘48 
Super 4-dr., $600, $395. 

CHEVROLET — ‘52 SL Deluxe 2-dr., 
$1,200. '51 FL Deluxe 4-dr., $1,275*. 


‘50 SL Deluxe 4-dr., $980; 2-dr., 
$890, $880; conv., $875. 
CHRYSLER—'49 Windsor 4-dr., $630. 


DeSOTO—’'50 Custom 4-dr., $1,015*. '46 
Deluxe 4-dr., $300. 
DODGE—’50 Meadowbrook 4-dr., $875. 
‘49 Meadowbrook 4-dr., $665. 
FORD — '53 Country Squire, $2,275*; 
Custom (8) 4-dr., $2,125. ‘52 Custom 
(8) 4-dr., $1,540. ‘51 Custom (8) 
conv., $1,400*; 2-dr., $1,235*, $1,- 
240*; Victoria, $1,400*; Custom (6) 
2-dr., $1,000. ‘50 Custom (8) 2-dr., 
$980, $750; Custom (6) 2-dr., $830, 
$815, $790, $765, $755, $750. ‘49 
Custom (8) 2-dr., $725, $675, $650, 
$640, $625, $460. ‘48 Deluxe (6) 
4-dr., $325. ‘47 SD (8) club coupe, 
$475. °46 SD (8) 2-dr., $440. 
HUDSON—'51 PM club coupe, $1,110. 


MERCURY — ’'53 2-dr., $2,430*. ‘49 
4-dr., $750, $670; club coupe, $750, 
$675. °48 club coupe, $400. ‘47 4-dr., 


$400. °46 4-dr., $400. 

NASH—'49 (600) 2-dr., $570. 

OLDSMOBILE—'50 (88) 2-dr.. $1,090". 
'49 (78) 4-dr., $875*. ‘48 (98) 4-dr., 
$680*, $595°*. 

PACKARD—'50 4-dr., $925. 

PLYMOUTH "51 Belvedere, $1,310; 

Suburban, $1,165. ‘49 Deluxe 4-dr., 
$725. 

PONTIAC——’52 Chieftain (8) 4-dr., $1,- 
800*; 2-dr., $1,650. °50 Chieftain (8) 
4-dr., $1,275*, $1,150. ‘49 Chieftain 
(8) 4-dr., $1,035. 


Washington's Birth- | thronged 





Used-Car Bulletin from Detroit . . . 


Latest Auction Prices 


(Aptco Auto Auction. Sale every Wednesday.) 





dealer salesrooms for| 
glamour packed showings of 1953 
cars. This was the 58th anniversary 
of the custom. 

The open house observance was 
originated in 1895 by former Gov. 
Alvan T. Fuller, who used to invite 
his friends to his small bicycle shop 
in Malden to look over his cycles 
and facilities. 

The 1953 edition of the event 
found ex-Gov. Fuller and his son, 
Peter, a president and general man- 
ager of a Cadillac - Oldsmobile 
dealership, playing hosts to crowds 
at their showroom. Outdoing all 
previous presentations, the Fullers 
entertained guests before a back- 
drop of Brussels _ tapestries— 
depicting the love story of Venus 
and Adonis— purchased by the 
former governor from _ Feodor 
Chaliapin, a famous singer. 

All of automobile row was be- 
decked with glamour. Boston 
Nash Co. featured Miss America, 
Neva Jane Langley, in her ca- 
pacity of goodwill ambassador for 
Nash Motors, 

C. E. Fay Co. (Chrysler), dis- 
played a 1910 Maxwell and a 1914 
Chalmers, commemorating the 
founding of the company by C. 
Norman Fay’s father. The dealer- 
ship, founded in 1917, took on the 
Chrysler line of cars when the late 
Walter P. Chrysler, then president 
of Maxwell-Chalmers Co., began 
producing cars bearing his own 
name. C. E. Fay Co. is said to be 
the original Chrysler dealer in New 
England. 

“Our open house celebrations at 
automobile showrooms on Wash- 
ington’s Birthday is being — 
throughout the area,” said William 
A. Plunkett, executive vice-presi- 
dent of the Massachusetts Auto- 
mobile Dealers Assn., which has 
935 members. He pointed out that 
Connecticut was the latest state to 
adopt the practice. 

At this year’s event, auto 
dealers presented women with 
corsages and perfume, and gifts 
for men included key chains and 
identification tags. The small fry 
were taken care of with balloons 
and noise makers. 

Hub auto dealers placed display 
advertisements in special sections 
in the four Boston Sunday news- 
paper editions to announce the 
event. 

Bowing in on Washington’s 
Birthday in a new home was 
Hoover Motors (Ford) which un- 

veiled 160,000 square feet of floor 
space in the National Garage Bldg. 
Howard J. Schramm, company 


STUDEBAKER — ’51 Champion 4-dr., 
$840. ‘50 Champion 4-dr., $700, 
WILLYS—’46 Jeep snow plow, $405. 
* * * 
Feb. 18 
(Sale slow—not enough clean cars. 
Sold 58 cars out of 121 offerings.) 


BUICK—’50 Super Riviera 2-dr., 
310°; 4-dr., $1,200*. 


$1,- 
"49 Super 2-dr., 





$975". 
CHEVROLET — ‘52 SL Deluxe 4-dr., 
$1,525*. ‘51 SL Deluxe 4-dr., $1,240; 


2-dr., $1,225; SL Special 4-dr., $1,- 
205*; 2-dr., $1,050; 1-ton panel, $710. 
‘50 %-ton pickup, $660; SL Deluxe 
2-dr., $1,025; sedan delivery, $715. 
‘49 FL Special 2-dr., $755. ‘47 SM 
2-dr., $350. 

CHRYSLER—'50 Windsor club coupe, 
$1,210*. '49 Windsor 4-dr., $975; NY 
club coupe, $875. 

DeSOTO—’50 Custom 4-dr., $980*. °49 
Custom 4-dr., $925. 

DODGE—’'50 Meadowbrook 4-dr., $890. 

FORD—'52 Custom (8) 2-dr., $1,650. 
"51 Deluxe (8) 2-dr., $1,160; Custom 
(6) 2-dr., $950, $1,075, $1,055; Vic- 
toria, $1,305. ‘50 Custom (6) 2-dr., 
$785, $720, $840; Deluxe (8) 2-dr., 
$635, $700; club coupe, $740; Custom 


(6) 4-dr., $635. ‘47 SD (6) 4-dr., 
$375. 

KAISER—’51 4-dr., $1,010. °48 4-dr., 
$235. 


MERCURY — ’53 club coupe, $2,500*. 
"51 2-dr., $1,380*. ‘49 4-dr., $705. 
NASH—’'51 Ambassador 4-dr., $1,025. 
‘50 Statesman 4-dr., $810. ‘49 States- 

man 2-dr., $635. 
PACKARD—’49 4-dr., $600. 
$505. 
PLYMOUTH—’51 Cambridge club coupe, 


°48 4-dr., 


$1,045. °49 SD 4-dr., $935. 
PONTIAC—’50 SL (8) 2-dr., $1,110*; 
Chieftain (6) 4-dr., $1,100°; 2-dr., 


$1,085. '49 Chieftain (8) 2-dr., $995*. 
'48 SL (6) 4-dr., $675. 


*Indicates automatic transmission or overdrive, and (ps), power steering. 


Other Auction reports are on Pages 44, 45 





president, showed visitors the new 
ultra-modern body and paint shop, 
and told visitors of car services he | 
will offer. 

Lindy Wentworth, service man- 
ager of the firm, was on hand to 
greet old friends. Sales manager is 
Jack Madden and the staff in- 
cludes: Nick Carter, Tom Conway, 
Grafton Fay, Eddie Goodfellow, 
Arthur Gordon, Bert Hazen, Joe 
Hickson, Paul Knight, John Mc- 
Laughlin, Frank Otto, Vin Riley, 
Fred Testa, Jack Thomson and Jim 
Wheaton. 

Dealers reported many sales at 
the open house celebration. 





NADA Elects 27 


To Committees 


For Coming Year 


SAN FRANCISCO.—Twenty- 
seven members have been elected 
to NADA committees for the en- 
suing year. They are: 

Aupitinc — Charles C. Haight, 
Idaho, chairman; Charles Dal- 
gleish, Detroit; Isadore Keil, Dela- 
ware. 

MemMBERSHIP — E. A. Sahli, Penn- 
sylvania, chairman; A. C. Hall, Wis- 
consin; Thomas F. Abbott, Texas; 
Walter B. Cooper, Colorado; Harold 
J. Moye, Massachusetts. 

Reso.LuTions—Frank Dawson, Ari- 
zona, chairman; A. H. Easterby, 
South Carolina; William C. Davis, 
North Dakota; J. H. Cavanaugh, 
New Hampshire. 

NaTIONAL Arrairs—Alton M. Cost- 
ley, Georgia, chairman; Charles C. 
Freed, Utah; Walter J. Wilkins, 
Virginia; R. J. McKay, Kansas; 
Dean Chaffin, Montana. 

Nominating — J. J. Verschoor, 
South Dakota, chairman; Turner A. 





Summers, Kentucky; Robert E. 
Parsons, Connecticut; H. Mead 
Norton, Oklahoma; L. Flowers 


Hamrick, Mississippi. 

Trucks—R, S. Abbott, Louisiana, 
chairman; Rud J. Ross, Arkansas; 
R. J. Soulen, Connecticut; Hal L. 
Smith, Georgia; F. C. Armstrong, 
Ohio. 


Packard Electric, 
United Motors 
Merge Sales 


DETROIT.—The Packard Electric 
division of General Motors, Warren, 
O., has merged its replacement 
sales organization with that of the 
United Motors Service division, ac- 
cording to B. N. MacGregor, 
general manager of Packard 
Electric, and W. N. Potter, general 
manager of United Motors. 

Packard Electric is a _ pioneer 


}manufacturer of automotive and 


aviation wiring, founded in 1890. 
The 20 zone warehouses of United 
Motors soon will carry complete 
stocks of Packard Electric prod- 
ucts, thus improving delivery 
service, it was announced. 


Mundy’s Hudson 
Wins Tough Race 


GARDENA, Calif.—F rank Mundy, 
Atlanta stock-car racing driver, 
won a 100-mile, accident-scarred 
event at the half-mile Carrell 
Speedway here last week driving a 
1953 Hudson Hornet. The race was 
sanctioned by the American Auto- 
mobile Assn. 

Harold Morse, Towanda (Pa.) 
driver, was killed when the axle 
on his Hudson broke and the car 
flipped over on its side on one of 
the turns. 

Drivers who left the race after 
accidents included Marshall Teague, 
AAA stock-car champion last year; 
Andy Linden; Dick Zimmerman, 
and Rodney Clark. Teague’s arm 
was placed in a cast following the 
race, and Linden suffered two 
broken ribs. The others were re- 
ported uninjured. 

Troy Ruttman, making his first 
appearance on the track since his 
injury last year, started the race 
but was relieved at the wheel by 
his brother Jerry, who was forced 
= with car trouble on the 93rd 

p. 








| St. Louis Show Breaks Record— 


Illustrative of the public's interest in auto shows is this crowd, surrounding a 
Kaiser-Frazer exhibit at the St. Louis exposition. Show officials reported a record 


attendance. 








ji 


Chrysler Division Realigns 


W 


Add Royal Touch to Milwaukee Show— 


Milwaukee's 1953 Auto Show, which broke attendance records at the Milwaukee 
Auditorium, had many glamorous features, not the least of which were two queens. 
Auto Show models selected Jane Hintz as ‘Miss 1953 Auto Show," while Fur Show 
models picked Judy Marks as “Miss Fur Show of 1953." From left are Edward C. 
Wehe, general chairman of the Milwaukee County Auto Dealers Assn. show commit- 
tee; Miss Hintz; Miss Marks, and Russell T. Arndorfer, president of the association. 








Three in Sales Command 


DETROIT.—E. C. Quinn, general 
manager of the Chrysler Division, 
last week announced that Cornelius 
R. Curtan has 
been appointed 
sales manager of 
the division, and 
J. T. Condon and 
John H. Howard, 
assistant sales 
managers. 

The top sales 
personnel of the 
Chrysler Division, 
with these new 
appointments, will 
now consist of 


E. C, Quinn 


the following: 


J. A. O'Malley, general sales 
manager; Curtan, sales manager; 
Condon and Howard, assistant 
sales managers; Walker Way, di- 
rector of advertising and 
merchandising; John H. Caron, 
advertising manager; Charles B. 
Neely, merchandising manager; 
Maurice J. Harris, used vehicle 
merchandising manager; G. J. 
McCarthy, merchandising man- 
ager of Imperial sales, and C. C. 








Page from History— 


A copy of the Detroit Evening News of 
June 19, 1903, which reported the organi- 
zation of Ford Motor Co., was presented 
to Henry Ford Il by Louis A. Weil jr., at 
the annual meeting of the Inland Daily 
Press Assn. in Chicago. Weil is the pub- 
lisher of the Grand Rapids (Mich.) Herald, 
and president of the association. Ford was 
the principal speaker at the concluding 
session of the two-day meeting. 


Lockwood, assistant advertising 
manager. 

Curtan, born in Denver Nov. 14, 
1915, attended the University of 
Texas, and entered the automobile 
business as a retail salesman. He 
joined Chevrolet as a parts and 
accessories representative, ad- 
vancing to district manager and 
then area supervisor. 

Entering the Army in 1944, he 
took part in three major actions 
and received the Purple Heart for 
wounds received in action. 

Curtan joined Chrysler Division 





J. A. O'Malley Cc. R. Curtan 
as a district manager in June, 1946, 
and was assigned to the Omaha 
region, later being transferred to 
the New Orleans region in the 
same capacity. In July, 1949, he 
was promoted to regional manager 
and assigned to the Atlanta region. 
There he served until promoted to 
factory sales executive in May, 
1952. Last October he was promoted 
to assistant sales manager. 

Condon has served continuously 
with Chrysler and its predeces- 
sors since 1916, except for 16 
months in the Army during 
World War L He is a native of 
Detroit and a graduate of the 
University of Detroit. He went to 
work in 1916 for Chalmers Motor 
Car Co., leaving for the Army in 

1917. 

After the war, he rejoined Chal- 
mers under the management of the 
late Walter P. Chrysler. His first 
postwar job was service parts man- 
ager. He later transferred to the 
sales department and in a year 
went to Pittsburgh as _ regional 
manager for Plymouth. He re- 
turned to Chrysler Division in 1939, 
serving as regional manager in 
(Continued on Page 48, Col. 1) 
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| suing weeks because of the lifting 
| AUTOMOTIVE WASHINGTON | of Government controls on produc- 
E———————————— tion, wages and prices. 


Swinging Economy Ax Copper Price Confusion 


7. multiple-pricing situation on 
copper has created much con- 
|fusion among those who make 


Cives Capitol Jitters | copper products. } 


Recent revocation of price ceil- 











ceed ; ings on copper scrap, with a similar | 
By William Ullman |action affecting domestic refined 
S| Washington Correspondent ;copper, has brought about a situ- 
| . . . . *. | i i J i 
\"NYHE new Republican Administration certainly has every |°U'S ae = py See 
_ Federal agency in a jittery state as a result of its free- aa aan ee chai want 
swinging economy ax. Already wide criticism has started to| npa’s allocations of copper to 
appear. Many feel that this severe slashing of agencies will drop simultaneously with lifting 
deprive business firms of considerable Government service. | of price ceilings. 
| NPA is one of the agencies’ 7s iction have ended. However,|, One thing is certain: Copper will 
due for a severe personnel the division's be plentiful once all copper price 
cut — probably 60 percent. functions are| controls are rescinded. 
Employes are due to get their re- likely to be con-|. By midyear, aluminum also will 5 
duction-in-force notices March 25, tinued in the De-| be in adequate supply to take care 
Connecticut Assn. Pushes Anti-Diversion Plans— | effective Apr. 25. Still another cut 
: |may come when NPA’s work folds merce, The auto industry, of course, is 
New officials of the Connecticut Automotive Trades Assn. gather to discuss plans for|up June 30 with expiration of the Washington of-| still concerned about nickel. This 
passage of a law to prevent diversion of highway funds to non-road purposes and | Defense Production Act. fices of many|metal is almost entirely com- 
The Motor Vehicle Division of automotive com-|Manded by the jet aircraft engine 


chart the course for a title law in the state. Both recommendations were approved by ta 08 : ‘ 
panies are likely | Program. It is likely to continue in 


to be curtailed or|Scarce supply for sometime to 
entirely elimi-| come. Nickel-plating of auto parts 
nated in the en-|Such as door handles and bumpers 
- — is far off, officials say. 

* = 7” 


the association's executive board at a recent meeting. Seated (from left) are Robert aa dae saneertiod Uhanartaie’ fan 


Pringle, treasurer; William E. Mason, president, and Albert C. Hine, first vice-president.|has been open-ended and_ unit 
Standing are Carl R. Lane, executive vice-president, and Roger J. Soulen, secretary. controls on car and truck pro- 





Look at 
this lens > 


and refi 


THEY ARE THE.BEASON 
SIGNAL-STAT DIRECTIONAL SIGNALS 
ARE APPROVED IN ALL 48 STATES 
AND THE DISTRICT OF COLUMBIA! 





Why Price Curbs Linger 

HEN President Eisenhower de- 

cided to let wage and price 
controls die and dismantle the 
agencies at the earliest possible 
moment, OPS began immediately to 
compile decontrol lists and loosen 
up first on those items which were 
pushing the least against their 
price ceilings. 

As reported in Automotive 
News, price controls on auto- 
motive products of many va- 
rieties, including new and used 
cars, were on the first timetable 
for early departure. But just be- 
fore each announcement, OPS Di- 
rector Joseph Freehill made last- 
minute switches in several fields. 
Cigarets and some other items 

were explained, but there was no 
public explanation of why cars- 
especially’ used — were moved to 


later lists. A few Government 
people knew, but none would tell. 





partment of Com-| Of all demands. 


“~ 


When Automotive News reported 
that cars would come in for early 
decontrol, this correspondent got 
that information direct from a top- 
level source. That was why the 
story was printed. 

The reason for the change in 
OPS plans is still an official 
secret, but here is a guess, based 
on common gossip: 

In critical camps there has been 
so much kidding—half in earnest 
and half in jest—about “the new 
GM administration” and “the car 
dealers in the saddle,” that it was 
thought best not to give support 
to these wisecracks by decon- 
trolling automobiles immediately, 
despite the fact that for several 
sound reasons they ought to be 
decontrolled. 

At the worst, it won’t be long 
now, but it could have been im- 
mediate with no ill results. 


Heres why: 


@ They create lamps that not only exceed 
the photometric requirements of the 
SAE but keep the lamps that way in 
actual use. 


@ They create lamps with a beamed pat- 
tern of light not otherwise obtainable. 






@ They create lamps with visibility at 


angles. * * «& 

@ They create lamps which do not fade Car Radio Shortage? 
out. (THERE is a possibility that auto 
radio production may suffer as 





a result of the shortage of cobalt 
and nickel, which are needed to 
make permanent magnets for loud- 
speakers. 

The increased demand for tele- 
vision sets—6% million are seen 
for 1953—is worrying manu- 
facturers of these magnets. They 
want more cobalt and nickel, but 
their chances are very dim. 

Magnets also are needed for 
radio and phonograph loud- 
speakers. Radio set sales are fall- 
ing off, of course. Cobalt and nickel 
are likely to continue in very scarce 
supply for several years, according 
to Washington experts in these 
fields. 


Signal-Stat Class A—Type 1 Signal Lamps ex- 
ceed SAE requirements. Open illuminated lens 
area over 14 square inches. Complete sets 
furnished with flasher and the famous Signal- 
Stat F-700 Burnout-proof Switch. Full range of 
individual lamps and switches make it possible 
to meet the specific requirements of any com- 
mercial vehicle. 





@ They create lamps that are sturdy and 
stand up. 






Take apart a Signal-Stat Class A—Type 1 
Lamp. Compare it with any ordinary lamp 
and you'll understand why Signal-Stat out- 
sells and outlasts all other types of Com- 
mercial Vehicle Directional Signals. 










* 


* x 
Stockpile Costs Sifted 
ANY Administration decisions 
remain to be made on the 


~ Government's stockpiling program. 

| tl = eh , The decisions are important t« 

— private industry since they will af- 

CORPORATION 7 fect the supply available to the 
, civilian economy. 

The stockpiling program is un- 
der congressional investigation 
Prices paid for stockpiled materials 
particularly are being scrutinized. 


SIGNAL STAT BUILDING ¥ / 
F-700 Burnout- Switeh 
523-539 Kent Ave., Brooklyn 11,N.Y. ee 
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Tension Rises in Union Ranks .. . 





Nash Strike Voted 
As Labor Frets 


By Bob Sheldon 
Staff Writer 
— auto makers striving to 
make 1953 a near-record pro- 
duction year, signs of mounting 
unrest among. rank-and-file 
workers cropped up last week. 

Apart from the rash of un- 
authorized walkouts that has 
plagued auto plants recently, a vote 
of UAW-CIO members left the 
threat of a full-scale strike hanging 
over Nash’s Kenosha (Wis.) as- 
sembly plant. 

Such a strike would cripple 
Nash’s accelerated production at 
Kenosha, and undoubtedly would 
make itself felt at the firm’s 
Milwaukee parts depot. Nash also 
assembles cars at El Segundo, 
Calif. 

The strike vote gave the UAW 
a club to carry with it into negoti- 
ations of grievances’ involving 


THE 


workers in the aircraft engine de- 


partment. The union complained 
that some employes in this de- 
partment, who replaced women 


hired in wartime, were getting less 
pay than auto workers performing 
similar tasks. 

oa + + 


pose 11,600 employes, including 
final-assembly workers, were 
laid off at the Willys plant in 
Toledo last week. Officials said the 
company’s supply of stampings 
from Murray Corp. of America 
was cut off by a work stoppage at 
the Detroit firm. The Murray stop- 
page was settled after one after- 
noon’s production was lost. 

About 3,700 workers were back 
on the job at two Lincoln- 
Mercury plants in the Detroit 
area after settlement of a strike 
that lasted three weeks and put 





For Truck Comfort— 


A “driverized" cab, designed with the 
comfort of the truck driver in mind, was 
exhibited at a preview of 1953 Ford trucks 
in Detroit. More than 1,700 dealers of the 
Detroit district attended the showing. The 
new trucks will be introduced to the public 
March 13. 


a dent of about 6,500 units in the 
division’s output schedules. 

A wildcat walkout also hampered 
Cadillac production briefly. 

At South Bend, refusal of a group 
of UAW electricians to answer 
service calls idled 5,000 workers on 
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the Studebaker assembly line Thurs- 
day (Feb. 26). 
* - * 

UTO dealers, too, were having 

their difficulties. In Milwaukee, 
Geo. W. Browne, Inc. (Chrysler- 
Plymouth), was facing a National 
Labor Relations Board hearing 
March 11 for refusal to rehire Paul 
Rademacher, a salesman allegedly 


discharged because of union 
activity. 
Also in Milwaukee, Monart 
Motors Co. (Lincoln-Mercury) 


filed an appeal for a rehearing 
on an NLRB trial examiner’s 
ruling that the firm discriminated 
against Michael Schiro, a union 
member fired from the sales staff. 
Monart contended that its only 
reason for dismissing Schiro was 
that an additional salesman was 


not needed. 
* * 7 
EANWHILE, to all outward 
appearances, the UAW was 


biding its time before launching 
any allout effort to obtain con- 
cessions in its five-year contracts 
with the Big Three auto makers. 

The issue that could prove to be 
the opening wedge for such a 
drive—transition to the Govern- 
ment’s “new” cost-of-living index 
as a basis for periodic wage ad- 
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Men like Mr. H. L. Willett, Jr., have proven for 


yoo SOUTH DESPLAINES sTRest + 








justments in the industry—still was 
under discussion between General 
Motors and the union. 

Neither GM nor the UAW was 
willing to commit itself publicly 
as to the progress of the negoti- 
ations. Each seemed to feel that 
the touchy problem could best be 
settled, and harmony in plant 
relations maintained, if specu- 
lation was held to a minimum. 


Pending outcome of the talks, 
escalator clauses in the Big Three 
contracts still were hitched to the 
“old” consumer price index of the 
Bureau of Labor Statistics. Under 
this old index, workers have re- 
ceived a net boost of 25 cents an 
hour in their wages in the last 
few years. 

The quarterly wage _ revision 
under the old index fell due yes- 
terday (March 1), but BLS, which 
once had junked the index in favor 
of a revised version, still wasn’t 
ready with its current table for the 


old index. 
. e s 


WAN CLAGUE, BLS commis- 

sioner went before the Senate 
Appropriations Committee seeking 
$150,000 to cover expenses in com- 
piling the old index for another 
six months, as ordered by Presi- 
dent Eisenhower. 

Clague acknowledged that some 
figures for the old index would 
have to be supplied through esti- 
mates, since BLS had folded up 
some of its statistical offices, but 
he said that this guesswork should 
make no appreciable difference in 
the final index figure. 

He told the senators. that 
workers stood a better chance of 
gaining wage increases under 
the new index which the bureau 
has started issuing. The old index 
is more closely tied to food 
prices, which have been falling, 
he explained, 

The UAW was holding out for 
use of the new index in its con- 
tract with GM. Should the union 
be victorious on this point, it then 
could concentrate its energies on 
obtaining contract benefits which 
it has been discussing, on and off, 


with the Big Three since the 
middle of last year. 
a * * 
HESE demands include incor- 


poration of 20 cents of the 25- 
cent cost-of-living “float” in the 
basic wage scale, a boost in the 
“annual improvement factor” to 5 
cents an hour from the present 4 





October 10, 1952 


ner Electric Corporation 


Wag 

Plymouth Avenue __ 
a Louis 14, Missouri 
Gentlemen: 


| ty 
We lease heavy du 

haulers in the Chica 
use and have to oper 


maintain our orenmee 


consider the air br 
it must be a4 safe 
minimum of mainte 


go area. Thes 
ate efficient 
ds of aores 
stem of vi C “i 
eten io operation, yet require 


i to all types of 
raged of are in constant 
ly if we are to 
Because of thi 
ital importance—— 


tractor u 


We specify Wagner Sane Rotary Air Compressor, in 


equipment becaus 
our ae 
trouble-free 
Air Brake Systems 
of stops daily *n 
of its principal a 


i the size an : 
especially We have experience 


Brakes and Wagner 
of other heavy ve 


HLW,JR.,. JT 








Willett Meter Coad’ 





recovery and assures us 


now Wagner 


; k 
operation at all tines. We or our hundreds 


traffic. Another 


Chicago erie ee of installation—-. 


the rotary air 
: compactness te or no difficulty 
installed. Such an outstanding 


n why we recommend Se ore 
Rotary Air Compressors to 


hicles. 


Sincerely yours, 
LLACK &. 


. WILLETT, JR. 
ae Vice-President 


iMett Treck Leasing 





Compeny * Willett Transports fac. 


WAGNER AIR BRAKE USERS 
ARE OUR 
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Wagner Electric Corporation 
6393 PLYMOUTH AVENUE, ST. LOUIS 14, MO., U.S.A. 
(Branches in principal cities in U. S$. and in Canada) 
LOCKHEED HYDRAULIC BRAKE PARTS and FLUID...NoRoL...CoMaX BRAKE LINING... 
AIR BRAKES .. .TACHOGRAPHS ... ELECTRIC MOTORS... TRANSFORMERS. ..INDUSTRIAL BRAKES 


themselves that WAGNER AIR BRAKES give 
them maximum freedom from maintenance 
worries and cut costly repair jobs on their 
brake systems. Much of the credit for this 
record of dependable service is largely due to 
the WAGNER ROTARY AIR COMPRESSOR 
—the compressor that assures an adequate 
supply of air at all times. Many fleets report 
that even after years of service they have never 
had a single compressor failure on units 
equipped with a WAGNER ROTARY AIR 
COMPRESSOR. Users like its simplicity of 
design, compactness of size, ease of instal- 
lation, and economy. 

You, too, can keep maintenance costs at a 
minimum by having your present vehicles 
equipped with dependable, trouble-free 
WAGNER AIR BRAKES... and make sure 
you specify WAGNER AIR when ordering 
new equipment. You can get full details on 
WAGNER AIR BRAKES by sending for your 
free copy of WAGNER Bulletin KU-201A. 
Mail your request today. 
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cents, a raise of $20 to $25 in the 
$125-a-month pension, and wage 
hikes for certain skilled workers. 

On the legislative front, a com- 
mittee named by Secretary of 
Labor Martin P. Durkin got 
down to work last week on 
drafting proposed changes in the 
Taft-Hartley Act. Durkin 
described the group’s first session 
as a very good one and said that 
“a meeting of the minds” could 
be expected “on some things.” 

The five labor, five industry and 
five public members of the com- 
mittee include Walter P. Reuther, 
CIO president; George Meany, AFL 
president; John L. Lewis, United 
Mine Workers president; Frank 
Rising, general manager of the 
Automotive & Aviation Parts Assn.; 
Ben Moreell, president of Jones & 
Laughlin Steel Co., and Cyrus 
Ching, former Federal mediation 
boss. 


1953 Buick Sales 
Running 67 Pct. 
Ahead of °52 


FLINT.—Buick sold 47,638 cars 
during the first six weeks of 1953, 
a 67.3 percent increase over the 
corresponding period a year ago 
when 28,465 cars were delivered, 
Ivan L. Wiles, Buick general 
manager, reported last week. 

January sales alone, totaled 34,- 
503 cars, second only to January, 
1950, when 34,978 deliveries were 
made, Wiles said. 

“Business now is approaching the 
1950 volume level when Buick set 
an alltime sales record of more 
than 552,000 cars,” Wiles added. 

The biggest upsurge in sales was 
noted in Buick’s Roadmaster series. 
which increased more than 114 per- 
cent over a year ago, Wiles said. 

Roadmaster sales in January 
totaled 7,074 units, compared with 
3,300 a year ago, he said, and Super 
sales were up 47 percent with 12,918 
deliveries in January, contrasted 
with 8,777 in the same 1952 month. 


~ 





AUTOMOTIVE NEWS, MARCH 2, 1953 11 


2 4 
. Have is the current national advertisement 
in the continuing Porcelainize series 


appearing in the March 14th 


=» Ya Gh VADTOE, 


issue of 
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PORCELAINIZE 


gives the finish of your car a brilliance that not 
only makes people stop. look and “ah-h-h-h” but 
also insures full paint, protection, economy and 
ae Cee mee a PORCELAINIZE brings 
increased beauty and durable brilliance to new 
cars... provides old cars with a new lease on 
good looks. Proved and approved by major auto 
mobile manufacturers, PORCELAINIZE is rec 
ommended and applied by New Car Dealers 





" o =o 
te CTT fo 
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Porcelainize leadership is officially established: 
Today more automobile factories have approved 
and recommended Porcelainize than have 
ever approved and recommended any other 


method of automobile appearance maintenance. 







FREEMAN & FREEMAN, INC. 






*TRADE MARK REG. 
U. S. PAT. OFF 


An exclusive New Car Dealer service 


FREEMAN & FREEMAN, INC. + DENVER 9, COLORADO 





FOB FACTORY 
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given aluminum a substantial) plants can get excited when they 








Top Tracks 


New-truck registrations for 23 
states in January, 1953: 
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be narrowed in the years ahead? 


Most of these gains have been made 


engines — would be to increase the 





The overall economics of such a 


doubtful if a full evaluation can be 





made on paper, taking into account 
all of the factors that ought to be 
considered. 


R.I. Seeks Advice 
Of Dealers on 
Shop Training 
PROVIDENCE.—The cooperation 
of the Rhode Island Automobile 
Dealers Assn. has been enlisted in 


a program to improve vocational 
education throughout the state. 


Figures presented to the dealers 
by Edward J. Medeiros, State su- 
pervisor of vocational trade and 
industrial education, disclosed that 
252 boys received instruction in 
auto repair service in 1952, com- 
pared with 333 the preceding year. 


The dealers were requested by 
Medeiros to submit a report of 
“the needs, desires and methods 
for improving automotive instruc- 
tion.” 


Suggestions were sought as to the 
type of classes which would better 
serve the automotive trade; 
whether present facilities should be 
expanded or a central State school 
be established on the secondary 
level; whether the method of test- 
ing and selecting potential auto 
mechanics should be improved, and 
the possible scope of such a pro- 
| gram. 
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| Jenkins Licensed 

| Jenkins Motors, Inc., of Spartan- 
burg, S. C., has obtained a charter 
to engage in the automobile 
business. Authorized capital stock 
is $60,000. C. F. Jenkins is presi- 
| dent. 
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Exclusive St. hee ituiaiiinne 


@ Complete hoist line for all body lengths @ New equi-lift strut arms, with self- 

@ Most payload capacity per dollar aligning torque tube 

@ 15 to 50% lower installation costs @ Improved uni-flex subframe 

@ NEW friction-free hydraulic system @ Replaceable bushings at key load points 
@ Handy dash-mounted cable controls @ Job-proved piston safety stop 

@ 1” to 1%” lower mounting height @ Better “‘engineered quality” throughout 


Write for new descriptive literature 


ST.PAUL HYDRAULIC HOIST, Customer Service Dept. 


Wayne. Michigan 
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High-Speed Press— 


Cadillac Stamp Co., 17315 Ryan Rd., 
| Detroit 12, has developed this 52 air im- 
pact press. The new press gives more 
speed, power and pressure, it is said, 
and is adjustable from light to heavy 
marking. It also can be regulated ‘2 
give proper ram action for branding or 
color leaf marking. 








F. Donald Coster (right) headed an $86,000,000 
corporation. Philip Musica (left) was a jailbird. 
One built a huge company. The other milked it for 
millions. When they proved to be the same person, 
Wall Street rocked. The whole sleight-of-hand 
story in this week’s Post will rock you, too! 


With the suburbs mushrooming, more American 
families than ever want cars— and they’re getting 
them. Post-reading families reflect this change in 
living, which is just one more reason why the Post 
today carries, as it has for years, more automotive 
advertising than any other magazines. 
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People stare bug-eyed at the Museum of Natural 
History’s dinosaurs, shrunken heads, stuffed whales. 
What they don’t see is scientists who study every- 
thing from a cat’s love life to fake gems, come up 
with military inventions and tips on child raising. 
Milton MacKaye takes you behind the scenes. 


From new tires to windshield 
wipers, Post-advertised lines are 
the fastest-selling lines. People 
have more confidence in products when they see 
them advertised in the Post. Make the most of this 
fact by featuring the new Post Recognized ValueSeal. 


Would you help a deserter? What if he were cold? 
Hungry? Dying of pneumonia? It’s a tough prob- 
lem for an adult—tougher for a 12-year-old boy 
whose father is a colonel. Kay Boyle brings the 
problem to life in The Soldier Ran Away. (No won- 
der people spend more time with the Post.) 


The Saturday Evening 
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—— me an intelligent lad who 


has learned how to think 
straight, has imagination and ideas 
—and is smart enough to be honest, 
and I'll guarantee he can make all 
the money he can wisely spend in 
this new world of opportunity. 

That boy should welcome the 
many recent “straws” in the wind 
which prove that honesty is actual- 
ly becoming fashionable again. 
Surely a fellow would have to be 
a dyed-in-the-wool cynic to imagine 
how men, capable of making 


IT’S RAINING PROFITS for truck dealers these days. 
Dealers who sell Fruehauf Truck Bodies in conjunction with 
their chassis sales are assured extra profits two ways: (1)there’s 
a generous discount by Fruehauf to dealers only, and (2) 
there’s an extra Bonus Plan in addition to discount profits! 


The dealer’s price is protected—it’s a Fruehauf policy that 
Fruehauf Branches charge the advertised price. And Frue- 
hauf not only makes every effort to protect your price and 
assure your profits, but helps bring in customers, too. You 
receive a continuous, free supply of salesroom display mate- 


hundreds of thousands a year, (out- 


side of politics) could sell big 
blocks of prime _ stocks, just to 
qualify honestly to work for 


America at salaries that any en- 
vious cynic would call “peanuts.” 


Certainly, a remarkable 
“change” has taken place in 
Washington, much to the sur- 


prise of some newspaper com- 
mentators .. . accustomed for the 
last 20 years to the twists and 
turns of political shenanigans, In 
the words of a wise elder states- 
man, “God must be still in his 
heaven ... for the Government 
at Washington still lives.” 

Perhaps I can pick out some of 
those “straws” from the pages of 
just one Sunday newspaper. 

The “Hayride of the Gravy 
Train” ...Ma’s chief concern... 
price controls .. . may be ended 
soon, The biggest break has oc- 
curred in the beef market, and 
prices are still dropping on the 
midwest primary markets. When 
the lobbyists employed by the stock 
raisers, told the votors last fall 
that, since “we never had it so 
good” and they might expect an- 
other four years of the “bonanza,” 
—they forgot the consumer who 


rials, direct mail promotions, and sales literature! 


Take advantage of this sure-fire, profit-making plan. Offer 
your customers the extra service of a complete purchase all 
in your salesroom. Fruehauf has a full line of truck bodies, 
including over 500 optional features. The prices are low— 


and your profits are guaranteed. 


TRUCK BODY DIVISION 


FRUEHAUF TRAILER COMPANY 


DETROIT 32, MICHIGAN 
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had trouble paying his bills. He| --- 


register 
* 


might wake up 


* 


Old Law Goes to Work 
PPARENTLY, he did. The beef 
population is 92 million head 

and prices are 20 percent below the 

peak. The lobbyists neglected to tell 
the politicians that if production 
and prices went “hellity larrup, 
the law of diminishing returns 
would inevitably start to operate. 


“The Proper Study of Mankind Is 
Man” ... That ancient remark by 
one of our old philosophers must 
have impressed Paul Hoffman when 
he sold young Henry Ford II on 
the idea of giving $3% million from 
the Ford Foundation for the study 
of human behavior. (I'd say it’s 
about time.) The program will be 
headed by Frank Stanton, presi- 
dent of the Columbia Broadcasting 
System, so they ought to get a fine 
publicity break. In the _ six-year 
program, 50 scholars will assemble 
annually for study and collabora- 
tion. 

Young Henry never “pulled” a 
better or more truthful line than 
his father did when those “smart” 
Chicago lawyers got the auto- 
mobile manufacturer on the stand 
in his suit against the Chicago 
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“I'm anxious for the snow to 
melt so we can find out how 
many cars we sold this winter.” 
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Tribune for calling him a name. 
One of those lawyers boasted to 
me just before the trial, “Oh, 
we're goin’ to give Henry a ride. 
Yuh see, he doesn’t know any- 
thing about history.” (“I hope 
you and your associate counsel 
do,” I interjected.) 


“Most history is bunk,”—was the 
old man’s first reply to their erudite 
challenge. Old Aristotle himself, or 





Fruehauf Truck Bodies are ‘Unit-Built’’—pre- 


fabricated and ready for immediate assembly, 
mounting, and painting at your order—at no extra 


cost. Write for the ‘“Truck Dealer Price List’’. 


SELL FRUEHAUF TRUCK BODIES—AT PROTECTED PRICES, WITH GUARANTEED PROFITS! 





| Herodotus, could not have covered 
the subject more adequately. 

Why was Ford so right? ... He 
knew that most history is written 
| by the boys who took orders from 
|the politicians. That’s why Carl 
| Sandburg produced the best life of 
| Abraham Lincoln .. . he found the 
truth and told it. 

t + 


| Firm Foreign Policy 


i “‘"WYRADE, Not Aid” ... Winston 
Churchill arrived in America 
just in time to tell Ike that we 


could not expect peace or unity in 
Europe by treating them like “poor 
relatives.” 

Dulles’ speech sketched in broad 
strokes the firmer line the new 
Administration’s foreign policy 
would take. He said President 
Eisenhower would “find ways to 
make the foreign nations want 
peace.” 

Must have been quite a shock 
to the foreign politicians who help 
the people believe that Uncle Sam 
is really a sort of Uncle Shylock 
. . . Who sleeps in a diamond- 
studded bed and loves to be kidded 
as his representatives were at 
Yalta and Potsdam. 


How can any man respect a high 
and mighty guy who insists upon 
leading the orchestra and always 
insists upon paying the check? 
(Remember the old song, “Here 
Comes Charlie now’? He loved to 
pay the check.) No wonder Dulles 
has to go over and tell ’em we 
ought to “split the check” ... if 
only to retain the dumb waiter’s 
respect. 

“How About Korea?” , . . That’s 
the question always being asked 
by every mother and father who 
have a son in Korea, I can’t give 
you the answer, but at least we 
have someone on the job who 
knows what he is talking about. 


Truman says he doesn’t think the 
Russians have developed the atomic 
bomb. His scientists say they have. 
I don’t think Ike cares whether it’s 
atomic, hydrogen or what have 
you. If we are goin’ to have a fight, 
let’s have it, and get it over with 
. . . come what may. I'll bettcha 
he’s just as sick as the rest of us 
at the futility of “mumbling our 
words” in a high school debate. 

+ * * 


Momentous Decisions 
KE and John Foster Dulles made 








their first exploration of a new 
foreign policy on the USS Helena 
as it steamed from Guam to Hawaii 
last December. Ike had just com- 
pleted a tour of the Korean front, 
while Dulles had made a close ex- 
amination of the diplomatic aspects 
of the war and its relation to global 
policy. 

Two decisions were made... far 
stronger pressure on the Chinese 
Communists to come to terms in 
Korea and an order permitting the 
Chinese Nationalist forces, now 
penned up on Formosa to attack 
the coast of China . and—a 
firmer line without European 
allies, thereby forcing speedier 
participation by them to build 
Europe’s defenses. 


P. S. What more can honest 
men do... after 20 years of 
political “finagling”? Reminds me 
of the time when I was a re- 
porter on a Chicago newspaper 
- + - coming downtown on one of 
the old Cottage Grove Ave. cars, 
talking baseball to Frank Chance 
and Lee Tannehill, stars of the 
Cubs. A bully got on and gave a 
little fellow a push and growled 
- -. “git outta muh way”. The 
little lad apologized and moved 
over. 

The big bully gave him another 
shove . . . whereupon the little guy 
crouched like a jumping jack ... 
and when he came up, he hit the 
big guy so hard—that he went coat- 
tail-over-tea-kettle over the back 
rail, 

The little chap brushed off his 
hands and said nothing. The car 
never stopped, and we went on 
talkin’ baseball. I’m sure Eisen- 
hower isn’t afraid of Joe Stalin. 
Most intelligent Americans seem 
to agree with me. 


Post for Donkerbrook 


J. C. Youdan, general manager of 
Alexander Kaiser-Frazer Co., of 
Dallas, has appointed E. Donker- 
brook as used-car manager. He 
also announced that the firm was 
opening a fourth used-car outlet 
at 3800 Live Oak St. Donkerbrook 
formerly was with Kaiser-Frazer 
Corp. in Detroit. 
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@ It may almost seem like sleight-of-hand the way a Blue Coral Treatment can whisk off 
dirt from a car finish in seconds . . . burnish the scummiest finish to a beautiful bright 
mirror-like surface ... then seal it safely against any and all future weather 
conditions. But there are no tricks to our trade! The acknowledged supremacy the 
Blue Coral process has enjoyed for over 25 years was earned by using the most 
carefully formulated methods — consistently maintained — plus the finest, safest 
ingredients obtainable. That's why America's leading car manufacturers endorse 
Blue Coral — why car dealers recommend it to their customers — why car owners 
will not accept a substitute. Blue Coral is the finishing touch for any car. 


H. D. T. COMPANY FACTORS, INC. Creators of the Blue Coral Treatment WHITE PLAINS, NEW YORK 





This Beauty Is still on the dratting board 





— bur the of the Future. 


0 “someday-maybe” about these sales-minded 
N seats and backs. They’re the new AIRFOAM 
cushioning creations that folks are buying big— 
right now —in one of America’s most popular 
medium-priced cars. 


The distinctive sweep of line and unusual con- 
toured piping—both made possible by AIRFOAM 
engineering —are fast becoming more and more 
a part of the American scene. People want this 
modern cushioning in cars of all prices. 


e 


They want AIRFOAM seats of greater depth — 
they want them front and rear. They want plenty 
of AIRFOAM in seat backs, too—and they’re buying 
the cars that have it! 

If you have these AIRFOAM advantages to offer 
— make the most of them. Make these beautiful, 


buoyant seats-of-the-future bring you more busi- 
ness TODAY! 


Goodyear, Automotive Products Division, 
Akron 16, Ohio 














THE WORLD] FINEST) « 





They said 
it couldn't be done! 


Smartly styled contoured piping like this 
was once such a costly production that only 
luxury, custom jobs could have it. 


But AIRFOAM Design Engineering accom- 
plished the “impossible” — developed tech- 
niques-of-the-future to help you build sales 
in all price-ranges—TODAY! 


MORE AIRFOAM IN YOUR LINE—MEANS MORE NAMES ON THE DOTTED LINE! 


FAR 


Airfoam—T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 
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We think you'll like "THE GREATEST STORY EVER TOLD” — every Sunday— ABC Radio Network 
THE GOODYEAR TELEVISION PLAYHOUSE every other Sunday—NBC TV Network 


How Airfoam Betters Your Car — 


AIRFOAM cushions the ride as 
no other type cushioning can— 
makes any car seem smoother 
rolling, better ballasted. 


AIRFOAM seats you deep in the 
lap of luxury—but gives firm, 
buoyant support that keeps 
driver and passengers relaxed 
through the longest day. 








AIRFOAM is “air conditioned” 
—its billions of air-cushions 
breathe with every motion, 
stay cool, fresh, inviting. 


AIRFOAM holds its shape, keeps 
upholstery smooth, plump, 
young looking—increases 
resale value of car! 
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Sales Conditions in Various Areas .. . 


Auto Market Reports 


167; Oldsmobile, 142; Mercury, 
133; Pontiac, 120; Nash, 92; 
Dodge, 75; Chrysler, 57; DeSoto, 
54; Cadillac, 48; Studebaker, 44; 
Hudson, 24; Packard, 23; Lincoln, 
14; Kaiser, 8; Willys, 7; Henry J, 
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Memphis reached a peak in May with 2,090 
E sales, 

February new-car business in Changes in the standing of in- 
Memphis showed an improvement | dividual makes for the first month | 
over that of the previous month,|of 1953 as compared to January, | 
but in the words of one dealer, “It | 1952, were: a 
is still Ford moving from second to first! 5; Jaguar, 3; MG, 1. 
about. ; place over Chevrolet; Buick taking| New-truck registrations by make 

Keeping step with the new cars,|over fourth spot, with Oldsmobile|for January: Ford, 93; Chevrolet, 
the used-car market also has picked | dropping from fourth to fifth, and|73; International, 31; General Mo- 
up a little. However, the main com- | Mercury jumping from ninth place tors, 20; Dodge, 15; Divco Twin, 3; 
plaint remains the same as in Jan-/|to finish ahead of Pontiac in the Henney, 3; Willys, 3; Reo, 2; Stude- 
uary: Would-be buyers do not have | sixth and seventh place brackets. baker, 2; Autocar, 1; Cadillac, 1; 
enough equity on cars they want Used-car sales during January | Mack, 1, and White, 1.— (Emery 
to trade in.—(Emmett Maum.) were almost identical to those of | Bacon.) 

* * & January, 1952. This year there were | 
Pa ° 3,140 registrations against 3,141 a/| i 
Cincinnati ae an g a | Lees Summit, Mo. 
‘ . : | New-car demand in Lees Sum- 

New-car sales for January in New-truck volume registered a| mit Mo. is strong, but increased 
Hamilton County (Cincinnati) to-|slight gain over the preceeding|nymbers of units from factories 
taled 2,110 units, a substantial im-| month (December, 238; January, ; ; = 

ry,|during the coming months are ex 
provement over January a year|249) but was more than 30 units | ected t i th ket l 
ago when 1,773 registrations were | bel the fi for J 1952 if - oe oe aie: dean ain 
ded ’ gis elow the hgure for January, "| tent. Some dealers have firm orders 
recorded. New-car registrations by make | awaiting factory delivery. 

The January figure topped all | for January: Ford, 496; Chevro- | The used-car situation is a dif- 

months of 1952, which earlier had | let, 366; Plymouth, 231; Buick, | ferent story. Demand is_ ex- 


nothing to get excited | 


go 
BE PARE 


Ford Dealer Cited— 


Denny J. Laughman (left), of Laughman | 
Motor Co., Barberton, O., receives the | 
Ford Four-Letter award for 1952 from Ed 
Knoll, a field manager of the Cleveland 
district. 


+ * x 


ceptionally slack and prices are 
softening. Prospects are haggling, 
and dealers invite offers. 

Dealers consider present used-car 
stocks in the area as only slightly 
high but expect an increase as 
new-car deals are completed. The 
falling market and weak used-car 
‘demand slow up closing of new-car 
deals. 

Service is strong, maintaining the 
i iu 


adie | | | 4 


FOR SPRING CHANGEOVER 
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| excellent volume established in the 


s.—(L. H. Houck.) 
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Miami, Fla. 


The used-car business has re- 
mained on the dull side in the 
Miami (Fla.) area, with prices 
ranging $50 to $100 lower than they 
were a few weeks ago. 

However, both new and used-car 
dealers anticipate an upswing in 
buyer interest as a result of the 
well-attended General Motors 
Motorama, and the Chrysler en- 
gineering exhibit, which is 
scheduled to open in April. 

New-car dealers in the area are 
stepping up training of salesmen 
and giving more attention to 
running down prospects. — (G. S. 
Connell.) 


past several year 
* 


* * 


Omaha 


January showed a sales gain of 
more than 300 units as compared 
with December in Douglas County 
(Omaha), with total January new- 
car sales of 1,032 as against the 
previous month’s 730. 

Ford was far in front with 266. 
In second spot, Chevrolet totaled 
135, only two cars more than 
third-place Plymouth. 

Chevrolet led in trucks, with 114, 
followed by International with 111. 
Ford was down to 39 units for 
third place. The new-truck sales 
total for January was 305, as com- 
pared with 160 in December. 

Used-car stocks have been very 
high.— (Arthur R. Oleson.) 

* + ” 


Buffalo 


New-car sales in the Buffalo area 
during December showed a sub- 
stantial increase over the _ cor- 
responding 1951 month, but dropped 
below the level of 1950, a report by 
the Buffalo Automobile Dealers 
Assn. reveals. 

December sales totaled 2,540 
compared with 1,656 in December, 
1951, and 2,883 in December, 1950. 
In November, 1952, sales totaled 
2,821. 

New-car sales in 1952 totaled 
30,282 compared with 36,428 in 1951 
and 45,273 in 1950. 

Commercial car sales during De- 
cember totaled 286 compared with 
155 in December, 1951, and 180 in 
December, 1950. 

Commercial car sales in 1952 
totaled 3,057 compared with 3,824 
in 1951 and 3,783 in 1950.—(George 
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Columbus, O. 


New-car sales totaling 747 were 
registered in Franklin County (Co- 
lumbus), O., during the first 15 days 
of February, according to a report 
from the clerk of courts. 

Ford led sales with 169 cars, 
Chevrolet was second with 159, and 
Buick was third with 80. Others 
were Plymouth, 79; Austin, 1; Cad- 
illac, 10; Chrysler, 13; DeSoto, 19; 
Dodge, 35; Henry J, 1; Hudson, 9; 
Kaiser, 1; King Midget, 1; Lincoln, 
3; Mercury, 33; Nash, 17; Oldsmo- 
bile, 37; Packard, 13; Pontiac, 44; 
Studebaker, 18, and Willys, 5. 

New-truck sales totaled 83, with 
Chevrolet, Ford and International 
leading sales in that order.—(Bert 


* * 
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Washington, D. C. 


New-car sales totaling 1,817 dur- 
ing January were recorded for the 
Washington (D.C.) area, according 
to the Washington Automotive 
Trade Assn. Comparable figures for 
the same month last year showed 


* 


| sales totals at 1,522. 
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INDEPENDENT DISTRIBUTORS 
INDEPENDENT DEALERS 


New-truck sales were also up, 
with 155 units registered in Janu- 
ary, 1953, as compared with 148 
for January last year. 

By makes, cars were sold as fol- 
lows: Plymouth, 499; Ford, 338: 
Chevrolet, 278; Buick, 77; Cadillac, 
55; Chrysler, 52; DeSoto, 35; Dodge, 
99; Henry J, 6; Hudson, 26; Kaiser, 
8; Lincoln, 18; Mercury, 51; Nash, 
16; Oldsmobile, 77; Packard, 30; 
Pontiac, 91; Studebaker, 41; Willys, 
13; British Ford, 4; Austin, 1; 
Jaguar, 1, and miscellaneous, 1. 
(William Ullman.) 

x - 


Warrensburg, Mo. 


Most Warrensburg (Mo.) dealers 
have a waiting list of customers 
for new cars. Some dealers also 
report a good list of customers who 
are interested in buying used cars 
of a particular make and model. 

Service volume is good and is ex- 
pected to hold up throughout the 
summer.—(L. H. Houck.) 


* 





AUTOMOTIVE NEWS, MARCH 2, 1953 19 
THE AMERICAN MAGAZINE MOVES AHEAD 


—Fourth in a Series of Progress Reports 
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for each 


10,230,000 


30,349,000 min an 


40,920,000 ~~ 


issue of THE 
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Largest Readership Survey Ever Made 
Shows New Basic Facts 


Now, a new readership study, by far the largest 
and most thorough ever conducted, reveals im- 
portant new data about magazine reading. New 
findings means new evaluations. Based on 33,452 
detailed personal interviews using the most pre- 
cise research techniques, W. R. Simmons and 


Associates have found these valuable facts: 


10,230,000 People Read Each Issue 


of The American Magazine 


The big national family magazines are read, not 
by the buyer alone, but by his family group. The 
American Magazine, because of its family interest, 
wins an average of 4.24 readers for each individ- 
ual copy. More readers means more buyers. The 


American Magazine delivers a total of 10,230,000 






30,349,000 reading hours per issue. More reading 
time means more selling time. In this vital respect, 
no other family magazine delivers such reader- 


ship as The American Magazine. 


People Read The American Magazine 
40,920,000 Times Per Issue 


Because of their interesting editorial content, 
most family magazines are opened up and read 
at least twice per issue. But The American Mag- 
azine is opened up and read four times! More 
reading sessions means more selling opportuni- 
ties. The American Magazine provides a grand 
total of 40,920,000 reading sessions per issue... 
40,920,000 opportunities for your advertising to 


be seen, read and acted upon. 


In Television Homes The American 


MerTICAN » 
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American Magazine is additional, convincing evi- 
dence of its editorial strength. 


The American Magazine Guarantees 


Advertising Rates for 1953 


Through sound, unforced circulation methods, 
the January 1953 issue of The American Mag- 
azine hit above 2,700,000—250,000 more than the 
current rate base of 2,450,000. For the last year, 
advertisers have been getting a bonus of 100,000 
or more every issue. Bonus circulation means 
lower cost for advertisers. Yet The American 
Magazine guarantees advertisers current rate pro- 


tection until January 1, 1954. 


No matter how you figure it—on ABC 
circulation or any other basis—The 
American Magazine delivers more 
value for every advertising dollar. 


M — lts S I Kawa Kaa KK KKK KKK KKK KK 
actual readers per issue to its advertisers. agazine Froves Its Strength * + 
GET ALL THE FACTS— 
40% of The American Magazine readers live in * * 
People Spend 30,349,000 Hours a ‘ ‘ * Ask your American Magazine Representative * 
2 homes having television sets. While those with- * : o 
Reading The American Magazine Bae : to arrange a presentation of the new reader- 
out television spend 3 reading hours per copy, * ship data. We have no “dog and pony” show, * 
In addition, varying with the individual family those with television spend almost as much, * but we are prepared to present the facts * 
magazine's editorial content, the average reader actually 2 hours and 56 minutes per copy. That's %& about each of the five magesines sudiod. * 
: ai peas a lead 2% | di Po eS % Breakdowns by sex, city-size, age-group, in- »& 
spends an hour or more reading every issue. The only 4 minutes or 2% less reading in television %  come-group; per reader, per copy, per issue; 
; American Magazine, by contrast, receives an homes. Other magazines show from 10% to 28% & of readers, readings, and reading time; for 
; average reading of 2 hours and 58 minutes per less reading time in TV homes. Steady reading * each of the big five family magasines; show * 
? i Se 
reader. Thus 4.24 readers per copy give a total means steady selling. The fact that television jp Cemmparhens vital te etageneiooendewenne 
reading of 12 hours and 35 minutes—a total of has had little or no effect on readership of The KKK KKKKKK KK KK KEKE 
e 





The Crowell-Collier Publishing Company, 640 Fifth Avenue, New York 19, N. Y., Publishers of The American Magazine, Collier's and Woman's Home Companien.. 


Demonstrators Bone of Contention .. . 


A Look at Dealer Taxes 


Following is a digested version 
of a discussion on dealer tazes, 
delivered at the recent NADA 
convention by L. H. Penny, certi- 
fied public accountant in San 
Francisco: 


EALER taxes is a large subject. 
How large, probably none of us 
comprehend, although we get a 


vague idea sometimes when we see | 


references in the press to the 


staggering percentage of the de-| 


livered price of a new car that is 
represented by taxes. 


In the limited time at our dis- 
posal today, we must confine at- 
tention to some particular type 
of the dealers’ tax problems. I 
have chosen the federal income 
tax, but we must limit our at- 
tention to a very small portion of 
this subject and to _ certain 
questions or problems that seem 
to be of the most interest or im- 
portance at the moment. 

For the past several years, the 
income item sought most by a large 
segment of our taxpaying popu- 


lation has been the _ long-term 
capital gain. 

The Internal Revenue Code now 
gives the benefit of the long-term 
capital gains treatment to profits 
arising from the sales of “property 
used in the trade or business” and 
held for more than six months, The 
term “property used in the trade 
or business” is defined, by statute, 
to mean property of a type which 
is subject to the allowance for de- 
|preciation, which 
jincludible in the taxpayer’s inven- 


|tory if on hand at the end of the| 


| year, and which is not held prima- 


|rily for sale to customers in the} 


| ordinary course of the trade or 
| business. 


. + * 


| T WAS thought by many that 
land other company cars would 
|meet this test. While in use and 


|assigned to salesmen or other em- | 
|ployes they are not being held or) 


‘offered for sale. While being so 


|used, they are wearing out and an 


— 


is not properly | 


demonstrators, executive cars,| 


allowance for depreciation should 
be made. 

As this information spread among 
the dealers, more and more claimed 
capital gains treatment for the 
gross profit on demonstrator sales. 
The tax results were so beneficial 
that some dealers began furnishing | 
salesmen with two demonstrators a | 
year, selling each one after it had 
been on hand about six months and 
two days. 

It was only natural that the 

Treasury Department would try | 


to do something about such a | © 


situation. One of the early 
theories of the revenue agents 
was that during the few minutes 
it took to sell a demonstrator, it | 
was “held for sale to customers” | 
just like any ordinary inventory 
item. The government tried that 
idea on a Nevada concern that 
both rented and dealt in slot ma- 
chines, but the taxpayer won. In 
other words, what the item was 
held for during the months it had 
been on hand was controlling. 
The next formal attack in the tax 


~ &. 


he 
| Katz Gives Prize for First Baby— 


A certificate for $50 worth of baby food is awarded to Mrs. Eleanor Foster, who 


gave birth to the first child in DeKalb, Ill. 


, on Chevrolet's announcement day. Ray- 


mond Katz (right), president of Fourth Street Motor Sales, Inc., makes the presentation. 


intendent of Glidden Memorial Hospital. 


| Watching are E. E. Fross, assistant zone manager, and Mrs. Molly Abbott, super- 


court was based on the contention 
that the automobiles were original- 
ly purchased for sale to customers; 
that their use as demonstrators or | 
company cars was incidental and | 


“4 


| were 1942 models. 


did not alter the fact that they 
were purchased and always held 
primarily for sale. The taxpayer 
lost. The case is that of W. R. 
Stephens Co., Buick dealer in 
Minneapolis, decided on Aug. 8, 
1951. The years involved were 1944 
and 1945 and the cars in question 


* * * 


HE statement of facts in the 

report on the case indicates 
that there was probably some con- 
fusion in the records or in the 
court’s interpretation of the ma- 
terial submitted. At any rate, the 
court stated that, after careful con- 
sideration of the evidence, it con- 
cluded that there had not been a 
sufficient change in the purpose for 
which the automobiles were ac- 
quired to convert them to property 
used in the trade or business. Hav- 
ing made that determination, it 
followed that gain from the sales 
of the cars was ordinary income 
and that no deductions for depreci- 
ation were allowable. 

For the year and a half since 
that decision was rendered, the 
Internal Revenue agents have 
had a rich harvest, going from 
one automobile dealer to another, 


| throwing out the depreciation on 


ishine on Nov. 4, 


demonstrators and company cars, 
and disallowing the capital gains 
claimed on their sale. 

The dealers saw a ray of sun- 
1952, however, 


| when the tax court handed down 
|}an exactly opposite decision in the 
| case of Latimer-Looney Chevrolet, 


| Inc. 


|THE decision 


As a truck dealer, many of the customers who look to you 
with confidence for guidance in the selection of their next 


truck—will also want your recommendations on hoist and 
body equipment. We sincerely feel you will STRENGTHEN 


your relationship with truck customers when you recommend 


Marion Bodies & Hoists. 


Here’s Why—Marion Hoists have sturdily-built, all-welded 


ee Oe | 


BODIES A 


LE oe 


subframes for extra strength. Marion's patented double- 
Pp 


arm lift is designed and constructed to give maximum 
efficiency at extremely low oil pressure . . . an important factor 


for trouble-free operation of the pump and other moving parts. 


This is just part of the story, you owe it to yourself and 


Marion Distributor or write direct 


your customers to get all the facts. See your nearby 
. . « find out how 


Marion Bodies & Hoists are designed and built to add real 


BODIES 


AND HOISTS 


fon 


value to your trucks. 


A handy Marion Dump Body 


Selector and Body Capacity 


Chart is yours for the asking. 
It's another Marion exclusive. 


METAL PRODUCTS CO. 


Marion, Ohio, 


U. S. A. 


Manufacturing a complete line of standard and special hydraulic hoists and dump bodies. 


| benefit. 


| decision 


* x 


in the Latimer- 

Looney case points out that 
while the cars in question were 
charged to the new-car inventory 
account when purchased, entries 
were made in the same month 
transferring them to the account 
for company cars before the first 


= 


| set of general ledger postings was 


made. Mention is also made of the 
fact that the cars were driven from 
8,000 to 12,000 miles before they 
were sold, that they were licensed 
in the regular manner when they 
were placed in service and that 
they were insured for the dealer's 
The opinion makes no 
reference whatever to the apparent 


;conflict with the decision of the 


same court in the Stephen case. 
The matter was further com- 
plicated nine days later when, on 
Nov. 13, 1952, the U. S. Court of 
Appeals sustained the tax court’s 
in the Stephens case. 
There may be some hope for the 
dealers in the fact that one judge 
dissented and that the opinion of 
the majority, in substance, held 
only that the taxpayer had not 
sustained the burden of proving 
that the cars had not been held 
primarily for the purpose of sale 


in the ordinary course of his 


business, 


The issue is not settled and, 


| judging from the history of other 


issues upon which conflicting de- 
cisions have been rendered, it may 
be as long as four or five years 
before we know the answers. In 
the meantime, it is to be expected 
that the Treasury Department, 
armed with the decisions in the 
Stephens case, will continue dis- 
allowing the capital gains benefits 
for profits on sales of demon- 
strators and other company cars. 
There is some chance, of course, 
that the final decision will favor 
the taxpayer. The dealer who, ar- 
(Continued on Page 41, Col. 1) 
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If your requirements involve the transmission of 
power in farm tractors, and if you are thinking 
in terms of performance, dependability and 
long service, it is more than likely you'll 
choose Clark Transmissions. They have 
been favored by automotive manu- 
facturers for more than a quarter 
century ... ample evidence, we 
believe, that “it's good business to 

do business with CLARK.” 
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ae CLARK EQUIPMENT COMPANY, Buchanan, Michigan 


Be Other Plants: BATTLE CREEK AND JACKSON, MICHIGAN 
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CLARK Fork TRUCKS 


PMA aU CS 


INDUSTRIAL TRUCK DIVISION * CLARK EQUIPMENT COMPANY «© BATTLE CREEK, MICHIGAN 


Please send me the latest issue of Material Handling News. 


Name 
Firm Name 
Address 


City Zone State 
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In all parts of the world, in all 

sorts of places—at warehouses, 

in mills and factories, on load- 

ing docks and piers—Clark 
machines are speeding operations, pre- 
venting traffic jams, cutting down acci- 
dents, multiplying storage-space capacity, 
and—making money for their users. With 
standard forks or special attachments 
(quickly interchangeable) they handle just 
about anything. that’s movable—boxes, 
bales, blocks, barrels—speedily, econom- 
ically. And the precision-engineering of 
Clark machines keeps them on the job 
year after year, with minimum mainte- 
nance effort and cost. 


Find out how you can best utilize this proved and profitable 
handling method. Special Clark recommendations for your 
particular operation will cost you nothing, obligate you in 
no way. Consult the Clark dealer, he is listed under “Trucks 
—Industrial” in the Yellow Pages of your phone book. 


PRODUCTS OF CLARK—TRANSMISSIONS * FORK TRUCKS & TRACTORS 
* POWERED HAND TRUCKS °* GEARS & FORGINGS © AXLE 
HOUSINGS ° ELECTRIC STEEL CASTINGS * AXLES * TRACTOR UNITS 
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‘Bears’ Boost Stake 


In Hudson, 


By George Deery 
Associate Editor 

| auto makers appear in the 

short position compilation for 
the month ended Feb. 13, with 
Hudson and Packard showing 
higher totals than they did for the 
30-day period closed Jan. 15. 

The latest figure for Hudson is 
8,901 shares, which compares with 
8,616 a month earlier. In the 
same period, the bears’ stake in 
Packard shot up to 13,300 from 
4,506. 

General Motors, which led all 
classifications in the previous re- 
port by the New York Stock Ex- 
change, cut its total to 46,406 from 


Continental Ups 
Net to $6,126,021 


Continental Motors ended its fif- 
tieth year on Oct. 31, 1952, with 
record sales and working capital, 
and net earnings that have been 
exceeded only once previously, C. J. 
Reese, president, told stockholders 
in the company’s annual report. 

Sales to date in the first quarter 
of the 1953 fiscal year have ex- 
ceeded those for the corresponding 
period a year ago, he said. Unfilled 
orders at the close of the 1952 fis- 
cal year were substantially greater 
than a year ago. 

Sales for the 1952 fiscal year to- 
taled $264,219,009, compared with 
$166,677,855 in 1951. 

Net earnings, after provision of 
$14,900,000 for income and excess 
profits taxes, amounted to $6,126,- 
021, or $1.85 per share of common 
stock. This compared with $4,469,- 
063, or $1.35 per share, in the pre- 
vious year. 


Tops $1 Billion 
Associates Investment Sets 


Record for Volume 


Associates Investment had its 
first billion-dollar year in 1952, Rob- 
ert L. Oare, chairman, has reported. 
Volume reached $1,128,377,191, an 
increase of 19 percent over 1951’s 
previous record volume of $946,779,- 
740. 

Consolidated net income after 
taxes in the year ended Dec. 31 was 
$11,737,463, also a record, compared 
with the preceding year’s earnings 
of $11,630,511. The 1952 earnings 
were equal to $10.86 a share, as 
against $10.76 a share on the same 
basis in 1951. 

Total receivables outstanding Dec. 
31 were $482,008,196, compared with 
$373,200,467 at the end of 1951. 

Retail motor vehicle installment 
receivables outstanding totaled 
$372,957,016, up 36.1 percent over 
outstandings a year before. The 
rate of increase was greater than 
that of the national total of auto 
receivables, which the Federal Re- 
serve Board reported as increasing 
28.5 percent for the year, the firm 
states. 
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New Title for Joe— 


Eleven-year-old Joe Lunn, winner of 
the 1952 All-American Soap Box Derby, 
has just won another honor. He has been 
named ‘Young Mechanic of the Year" by 
Young Mechanic Magazine. The _ publi- 
cation recently featured Joe's drawings 
and a first-person account of his Derby 
victory. Above, Joe is presented with a 
silver plaque from the magazine by 
Lawrence Shields, mayor of Columbus, 
Ga. Joe lives in Thomasville. 
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Packard 


47,933, leaving Baltimore & Ohio 
R. R. in the top spot. The railroad 
firm had 46,460 shares credited to 
it—90 less than at the middle of 
January. 
* * * 

(aoe dropped to 21,281 

from 22,464. Likewise, in the 
case of Studebaker, the drop was 
not sharp but was counter to the 
upward trend in the short position 
for all issues on the Big Board. 

There was a jump in the short- 
side for all stocks to 1,648,375 in the 
January accounting. This compares 

with 1,555,995 a month ago. It is 
the sharpest rise since Sept. 14, 
1951. 

Briggs, a newcomer to the list 
(which is based on a short posi- 
tion of 5,000 shares or more, or 
in which a change of more than 
2,000 shares occurred), increased 
to 6,090 shares from 4,550. An- 
other to make its first appear- 
ance in many months was Amer- 
ican Brake Shoe — 2,200 shares 
against 100. 

There was no set pattern among 
the rubber firms. Goodrich was up 
slightly to 13,595 from 13,376. 
Goodyear and U. S. Rubber went 
the other way—the former slipping 
to 8,705, from 9,608. The change in 
U. S. Rubber was much sharper; 
it closed the month with 12,412 
shares on the shortside of the 
ledger, as compared with 9,845 in 
the previous report. 

Gar Wood reduced its position 
to 7,000 shares from 7,300; Sinclair 
Oil to 4,156 from 9,438. Standard Oil 
of N. J. to 8,173 from 8,178. The 
bears boosted their total in Ameri- 
can-Bosch to 5,102 from 4,102. 


L-O-F Net Slips 
To $14,907,893 


Net earnings of $14,907,893, equal 
to $2.88 a share, resulted from total 
sales of $166,442,764 in 1952, it has 
been reported by Libbey-Owens- 
Ford Glass. 

Sales were 5.5 percent under the 
previous record year and earnings 
declined 3.7 percent, largely due to 
effects of the steel strike, according 
to John D. Biggers, president. 

Last year, taxes amounted to $21,- 
691,909, equal to $4.19 a share, and 
higher wages brought the total of 
wages, salaries and employe bene- 
fits to $61,186,258 for an average 
of 11,488 employes. 

Biggers reported that 1952 closed 
with the final quarter recording 
the largest business volume and 
best results of the year. A large 
backlog of orders was carried over 
into 1953, the company said. 


Highs for Clark 
$132 Million in ’52 Sales 


Nets $5% Million 


Clark Equipment Co. has an- 
nounced that 1952 set new highs in 
both sales and earnings. 

Preliminary figures disclosed by 
George Spatta, president, indicate 
that total sales for 1952 were $132 
million and that earnings, after 
taxes, would be in excess of $5% 
million. This represents a gain over 
1951 of approximately $2 million in 
sales and $225,000 in earnings. 

Although the previous record for 
sales was established in 1951 with 
a total volume of $130,148,000, the 
previous record for highest 
earnings was established in 1948, 
when the company earned $5,441,- 
000. 

“In 1953,” Spatta said, “we antici- 
pate operations at the level estab- 


New Seat Cover Trim 


Introduced by Bolta 
LAWRENCE, Mass.—Bolta-Weld, 
a new plastic material designed as 
a trim for volume-priced auto seat 
covers, is being produced by Bolta 
Products & Sales, Inc. 
Combining a _ quilt-like ap- 
pearance with strength and dura- 
bility, Bolta-Weld is made with a 
face sheet of Boltafiex plastic 
bonded to a tough, nonwoven 
fibrous backing, the firm says. 


lished during the past year. Our 
backlog position in both industrial 
trucks and automotive components 
is strong, and we are especially 
encouraged at the sustained in- 
crease in the amount of business 
we have been getting from in- 
dustrial users of materials handling 
equipment.” 
* * 


Lakey Foundry Net for Year 


Boosted to $744,456 


Lakey Foundry had net earnings 
of $744,456, or $1.52 per share, for 
the fiscal year ended Oct. 31, 1952, 
J. O. Ostergren, president, has re- 
ported to stockholders. This com- 
pared with $615,257, or $1.25 per 
share, in the previous year. 

Net sales for the 1952 fiscal year 
were $16,297,817 against $16,933,638 
in 1951. 

Ostergren said that the improve- 
ment in earnings was accomplished 
in the face of a 10 percent reduc- 
tion in tonnage of castings shipped. 
It was made possible by higher 
production efficiency resulting from 
the company’s modernization pro- 
gram and higher prices during the 
early months of the year, he ex- 
plained. 

Investment of approximately $3,- 
177,000 in new plant facilities over 
the past 10 years has_ enabled 
Lakey to meet competitive condi- 
tions in the face of a more than 
100 percent increase in average pay 
of its hourly-rated employes during 
the same period, Ostergren said. 


Golden Hints 


GM Suggestion Plan Sets 


11-Year Records 


DETROIT.—Established 11 years 
ago, the General Motors employe 
suggestion plan set four records 
last year, according to Harry W. 
Anderson, personnel vice-president. 

“In 1952,” Anderson said, “GM 
employes submitted 144,890 sug- 
gestions, compared with the previ- 
ous high of 140,830 ideas in 1951. 
Also last year, 33,863 suggestions 
were adopted—a new high over the 
1951 record of 30,758 suggestions 
adopted. Awards totaled $1,678,372 
against $1,516,533 paid out in 1951. 

“In addition, last year 64,909 of 
our employes turned in one or more 
suggestions. This represents the 
highest percentage of employes 
participating in any one year.” 

Anderson said that, in 11 years, 
GM employes have submitted 944,- 
778 suggestions, of which 217,013 
were adopted and paid for with 
awards amounting to $9,232,540. 
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Uncle Sam Puts 
Bite on U.C. Man 


ATLANTA.—Federal internal 
revenue agents have moved in on 
used-car dealer Jack Towns, seized 


his office furnishings and cars and | 


impounded his $9,678 bank account 
to satisfy $33,826 in taxes said to 
be owed by Towns and his wife for 
1946-49. 

W. W. Holland, director of In- 
ternal Revenue for Georgia, said 
that 81 automobiles owned by 
Towns will be sold at _ public 
auction Feb. 24 off one of Towns’ 
used-car lots. 

Meantime, A. E. Parham and J. 
W. Andrews, owners of Parham 
Motor Co., Toccoa, Ga., have asked 
a temporary injunction against 





Holland, charging that $8,500 of the 
impounded money rightfully be- 
longs to them for cars they sold 
Towns before his bank account was 
seized. The cars were paid for by 
check which was not honored be- 
cause of the seizure, they contend. 


Sparks Named President 


Of Oregon Dealer Group 

Charles Sparks, of Eugene 
Truck & Machine Co., Eugene, 
Ore., is the new president of the 
Eugene-Springfield New Car & 
Truck Dealers Assn., succeeding 
Clarence L. Scherer, of Spring- 
field Motors. 

Elmer Gilbertson, of Bailey & 
Gilbertson, was elected vice-presi- 
dent. 











TURNTABLES! 


DIRECT FROM THE MANUFACTURER TO YOU 





Set up your 


Limited time 
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F.0.B. Port Chester 
Write for catalog No. 9 


MACTON MACHINERY CO., 
LOCUST AVENUE « 
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own NEW CAR SHOW! 

® Costs about 1 cent per hour to operate 
® Collector rings for interior lighting 

® Drive on runway ®@ 4500 Ib. Capacity 


© Unconditionally Guaranteed for 1 year 


INC. 
PORT CHESTER, N. Y. 





GREATER STRENGTH » UTMOST SECURITY > LOWEST COST * HIGHEST VALUE 


sPECIALIZED UTILITY BODIES For att purposes 


Model D as illustrated is also 
available with telescopic roof, 
canvas top or all steel enclosure. 


“Bodies you can depend o 


the skill, quality and integrity that goes 
into every Morysville unit. Made by expert 


craftsmen from 14 and 16 
on heavy U channel under 


bodies are the strongest in the industry. 


oTHER PRODUCTS 


WRECKER AND PICK-UP BODIES 
* 


CANVAS TOPS « MATERIAL TRAYS 


LADDER BRACKETS * TOOL BOXES 


PIPE VISE 


$ « SAFETY BUMPERS 


n”’ result from 


ga. body steel 
structure these 


%, 


813 SO. READING AVE. 
BOYERTOWN, PA. 





All compartments are weather sealed. 
Perfect fitting doors with recessed spring 
loaded locks and many other advanced 
features to meet your particular require- 


ments. Write for catalog and prices. 
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Distributers in principal 
cities cost of the Mississippi 
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Lawsuits Affecting Dealers. . . 
Court Decisions 


By Leo T. Parker liable for $3,280 damages this court 
Attorney at Law said that both drivers were negli- 
I IGHER courts often disagree on} gent and therefore jointly liable. 
liability of motor vehicle 4 * 
rivers in highly similar cases. | ¢:_., it 
ee tee thar hen found the Government Vehicles 
leading driver responsible for acci-| A NOTHER peculiarity of col- 
dents caused by sudden stops or|+~* lisions arises when a privavely 


failure to signal turns, and some-| owned automobile collides with a 
times have found the rear driver|motor vehicle owned by a mu- 
liable in an accident of the same|nicipality, a state or the Federal 
type. |}Government. The publicly owned 
Sometimes, as in the following| vehicles are immune to damage 
cases, they have found _ both| suits. 
drivers liable. According to recent higher court 
y i ration, in Snyder v. | decisions, the private owner may 
Portland Traction Co., I%5 Pae. be solely liable, both drivers may| Adds European Touch to Plymouth— 
(2d) 563, testimony showed that | be jointly liable, or the driver of) Les White (left), Chrysler-Plymouth dealer in South Gate, Calif., is said to be the 
a rear automobile collided with a | the publicly owned vehicle may be| first dealer in the area to install a Continental spare tire kit on a 1953 Plymouth. At 
forward automobile which turned | held entirely liable. right is Walter Schultz, of Schultz & Co., distributor of the Continental kits. 
without proper signal, | For example, in Brown v. | ————— . a . sentinel maine 


The driver of the forward car ee ae ros (2d) 348, = —— | and immune from suit, the higher| driver of the Army truck is defi- 
Sn cecen vietae tsomeen ene ef the on io ,oe | court held the private owner liable| nitely and incontrovertibly es- 
thereby injured. The injured person| caused a collision with a privately for $15,300 damages for injuries| tablished, but, in view of the fact 





sued the drivers of both automo-| owned vehicle. sustained by a passenger in his| that the said truck was the proper- 
biles for damages. Because the truck was the| automobile. This court said: ty of and was being operated by 
In holding the two drivers each! property of the U. S. Government! “The gross negligence of the|the Government of the United 
















Can You Name It? 


The men on this “air conditioned” 
model 1910 truck really had an out-in- 
front riding position. This old COE job 
had a 4-ton capacity and its brand 
name is one that’s famous among pres- 


ent-day heavy-duty trucks. 


PERFECTION 


BODIES & HOISTS have been 
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During the past 35 years the motor truck industry 
has multiplied itself approximately 130 times. 
And keeping pace with this tremendous growth, 
PERFECTION has been constantly out in front as 
an independent manufacturer in the truck body 
field. Likewise, PERFECTION Bodies and Hoists are 
an out-in-front choice of both truck dealers and 
users because they are — 


DESIGNED — to permit quick, easy installation on 
your trucks. 


— with adequate safety factors. 
—to deliver the best performance on 
the job. 
CONSTRUCTED — of high quality materials. 
— by skilled workmen. 
— to give the longest service on the job. 


Photo shows a PERFECTION No. 354 Heavy-Duty 
Dump Body of 15-yd. capacity installed on a semi- 
trailer with a PERFECTION Iso-Draulic Roll-A-Lift. 


For literature write Dept. A-33 
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Engineered, Manufactured, and Guaranteed by 


THE PERFECTION STEEL BODY COMPANY . eee ae! Ue 











Willys Offers Owners 
A Golden Opportunity 


TOLEDO.—Owners of the 1953 
Aero Willys whose “W” emblems 
on the front grille and rear deck 
lid are chrome may exchange 
them for gold-colored emblems 
commemorating the firm’s 50th 
anniversary, it has been an- 
nounced, 

The company reports that all 
1953 models produced prior to 
mid-December carried the 
chrome insignias, but that deal- 
ers are now prepared to replace 
them at minimum cost. 





States, protected from suit in a 
tort action by virtue of sovereignty, 
the defendants in this suit must of 
necessity bear the full brunt of the 
action against them as joint tort 


| feasors.” 
* * 6 


_| Indirect Injuries 


| co a higher court has 
held that a negligent driver 
who is not immune to suit is liable 
|for all injuries both directly and 
indirectly caused by his negligence. 


For example, in Gunter v. 
Fisher, 41 So. (2d) 692, it was 
shown that a driver stopped his 
car at night on the right side of 
the highway. A rear car collided 
| violently with the forward vehi- 
| cle, 


| The driver of the rear automobile 
| was imprisoned in his car. A man 
named Lynch attempted to free the 
| trapped driver, who became excited, 
| picked up a pistol from the floor of 
|his automobile and shot Lynch. 


The higher court awarded Lynch 
|heavy damages from the forward 
driver, and in addition held the 
|driver of the rear car entitled to 
| recover damages. 


| Automotive Firms 
Boost NASCAR 


‘Driver Awards 


DAYTONA BEACH, Fla.—Awards 
| contributed by automotive concerns 
| boosted considerably the earnings 
|of the top 50 drivers in the Na- 
{tional Assn. for Stock Car Auto 
| Racing in 1952, Executive Secretary 
| William R. Tuthill has announced. 


In addition to the post-season 
| point fund award of $55,789.25 to 
be shared by NASCAR drivers, ad- 
ditional cash awards totaling $8,700 
| will be presented by automotive 
companies at the annual victory 
| dinner Wednesday (Feb. 11) during 
Speed Week here. 

These figures do not include the 
‘record - breaking $1,208,609.20 in 
purses paid to drivers participating 
|in 1,029 sanctioned race meets last 
| season. 
| The top 10 post-season money 
|/winners and revised amounts are: 

Tim Flock, Atlanta, $3,230; Mike 
|Klapak, Warren, O., $2,800; Frank 
Schneider, Tampa, Fla., $2,421; Lee 
Petty, Randleman, N. C., $2,093; 
|Herb Thomas, Olivia, N. C., $1,777; 
Dick Linder, Pittsburgh, $1,580; 
Don Bailey, Brockway, Pa., $1,385; 
'Neil Cole, Oakland, N. J., $1,383; 
|Fonty Flock, Decatur, Ga., $1,332; 
jand Joe Weatherly, Norfolk, Va., 
| $1,305. 

Organizations contributing to the 
|additional awards are Champion 
Spark Plug Co., $5,000; Miracle 
Power, $2,500; Wynn Oil, which 
presented $1,000 and diamond lapel 
pins to leading mechanics, and 
Nash and Pure Oil Co., each of 
which made awards during the 
season totaling more than $10,000. 


L.A. S ports Show 
Draws 125,000 


| LOS ANGELES. -— Despite a 

weekend storm, more than 125,000 
persons viewed the third annual 
|Los Angeles International Motor- 
|ama Exposition, an increase of 
| nearly 23,000 over last year’s show, 
|}according to Robert E. Petersen, 
producer. 

Features of the exposition in- 
cluded a collection of sports, 
foreign, custom and antique cars; 
hotrods, streamliners, Indianapolis 
racers, domestic and foreign mo- 
tor cycles, and commercial acces- 
sory and supply exhibits. 


Another highlight was an array 
of fiber-glass custom automobiles. 
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But Hazards Are Plenty, Dealers Say . ‘ . 





Leasing Gains Favor 


By Jack Weed 
Truck Editor 

T SEEMS more than coincidental | 

that the further they move into 
what looks like a very competitive | 
truck selling year, more dealers are 
becoming increasingly interested in 
the possibilities of truck leasing. 

The attraction to leasing is 

probably inspired by the feeling 
that if they can lease an appreci- 
able number of trucks, they will 
stand a better chance of obtain- 
ing better profits on them, even 
though collection of such profits 
may be spread over longer 
periods, 

For those dealers already in the 
leasing game via a subsidiary com- 
pany that has proven its ability to 
write profitable lease contracts, the 
promise of higher gross profits 
likely will hold true. 


* * * 





-- IS especially likely to be true 
for those dealers who, like so 
many dealers today, are short of 
the type of salesman who spends 
his time selling the customer in- 
stead of selling the house on taking 
a longer tradein deal. 

Dealers with leasing setups 
also capture a larger additional 
gross in parts sales for leased 


units, even though the leasing 
deal does its own maintenance 
work, 

Being in  semi-control of the 


fleets, the dealer can usually steer 
the parts business back to his own 
parts department for an adequate 
gross profit, instead of being in 
competition with a jobber for the 
business as would be the case when 
the fleet is sold outright. 


* * * 


OWEVER, dealers must realize 

that there are considerable 
hazards inherent in truck leasing. 
This is particularly true if the 
leasing venture is not established 
as a separate company under the 
direct management of a man 
thoroughly grounded in the busi- 
ness. 


The man must not only be an 
expert on fleet operation, but also 
must know how to develop proper 
rates and length-of-lease periods 
for each individual transaction. 

Experienced leasing men empha- 
size that there is no one leasing 
pact applicable to two companies, 
even though they may be in the) 
same business and operate in the 
same area. | 

This writer has spent consider- 
able time over the past few weeks} 





talking to west coast dealers who 





By Bernie Thomas 
Associate Editor 
IG-THREE truck sales skidded 
22 percent in 1952, while sales 
of all other make trucks fell off 
9 percent from the year before. 

Civilian truck production at all 
plants, and consequently sales, 
was adversely affected throughout 
1952 by Government controls over 
use of materials. 

Although last year’s truck output 
total was only 14 percent thinner 
than that of 1951, the whole 1952 
truck sales melon showed a 19 per- 
cent shrinkage from the size of the 
previous year’s. 

* * * 

HERE were 811,807 American- 

made trucks registered in 

domestic markets last year, as 
against 1,003,599 during 1951. 

The fact that only 66 percent 
of it was registered indicated the 
degree to which last year’s rela- 
tively high truck output was sus- 
tained by military orders. The 





have long been active in leasing. 
Around Los Angeles and San Fran- 
cisco there have’ been several 
switches recently in old-line leasing 
deals that were either founded by 
truck dealers or in which dealers 
were heavy stockholders. 
* * + 

N AXIOM of one of the most 
~™ successful dealers in this area 
is that no dealer should ever in- 
vade the leasing business unless he 
is prepared to take the bitter with 
the sweet. That is, work on the 
bitter deals until he makes them 
pay out. 

Truck leasing runs into really 
big money, and a dealer must be 
certain of an additional money 
source from the outlet, whether a 
bank or other financial institution. 

A dealer might start out with 
less than a 100 vehicles, and soon 
find it necessary to finance sev- 
eral hundred over one _ lease 
term because of the rapid growth 
of his client. Several hundred 
units would run into millions of 
dollars fast. 

The dealer should also have an 
ironclad agreement with his source 
of insurance. This is most im- 
portant. The dealer must be certain 


|that the insurance company will 
| be in on the contract to the finish. 
+ + * 

GOOD lease deal will not stand 

for any change in the middle 

of the term, and the rate must be 
guaranteed firm for the length of 
the agreement. 

It was interesting to discover 
from one west coast dealer-leaser 
that 75 percent of his operation’s 
accidents are “back-up” accidents 
—backing into docks, narrow 
passageways, etc. 

That leasing operation usually 
arranges a 2-year lease on con- 
ventional body jobs. The length of 
lease, and the rate, is upped for 
trucks with unconventional bodies. 
For example, fleets with “cold 
boxes” call for a three-year term 
or more. 

Usually, truck leasing companies 
never renew an entire fleet at one 
time, even when they take over a 
fleet that is in use. Successful 
companies say it is good practice 
to renew only so many units each 
week on fleets that run as high as 
500 to 700 units. 

* * om 
i. reason for the reorgani- 
zation of most leasing ventures 
on the West Coast appears to be 
(Continued on Page 27, Col. 1) 


Each Maker’s Share of Truck Sales .. . 
How They Fared in '52-'5I 


(U.S. Makers Only) 


Total 
Sales 
1952 


272,249 
.... 179,523 
... 102,129 


Chevrolet 


Total Big Three ........... 


Total 
Sales 
1951 
350,344 
250,802 
106,600 
100,285 


808,031 


Pct. of 
1952 
Total 


33.5 
22.1 
12.6 

9.8 


78.0 








International . 
Studebaker ....... 
Willys-Overland 

White* 

Mack ....... 

Diamond T . 

Reo 

Divco 

Brockway 

Autocar 

Federal ; me 
Miscellaneous ...................... 


11.4 95,184 
3.6 32,675 
2.6 24,292 
1.4 12,594 
0.9 9,794 
0.4 4,508 
0.4 3,427 
0.3 3,752 
0.2 2,182 
0.2 2,112 
0.1 1,008 
0.5 4,040 


0.4 
0.2 
0.2 
0.1 
0.4 





Total Independents 


*Includes White-Sterling sales. 
+Not including 292 foreign-make sales in 


* * * 


1951 ratio of registrations to pro- 
duction was 71 percent, and 
1951’s truck production total was 
about 120,000 units greater than 
last year’s turnout of 1,223,397 
units. 

Inasmuch as military orders have 
been spread out over longer periods 
and manufacturers are still slating 
higher production in 1953, it all 
adds up to a bigger truck sales job 
for dealers this year. 


* * * 

A SHIFT in market penetration 
+% performances last year saw all 
Big Three truck makers, with the 
exception of Dodge, suffer losses. 
Chevrolet, Ford, Dodge and GMC 
accounted for an aggregate 78 per- 
cent of all 1952 truck sales, as 
against 80.5 percent in 1951. 

The 2.5 percent market pene- 
tration gain for all other makers 
in 1952 was equal to 20,395 truck 
sales. 

Chevrolet, Ford and GMC bore 
the brunt of that loss, and more— 


19.5 
100.0 


22.0 195,568 
100.0 1,003,599 


1952 and 251 such sales in 1951. 





of total truck sales in 1952 to 12.6 
percent, as compared with 10.6 per- 
cent in 1951. According to the size 
of the 1952 market, Dodge’s gain 
was tantamount to about 20,500 
sales. 

Chevrolet’s share of total 1952 
truck sales fell off to 33.5 percent 
from 34.9 percent in 1951. Ford 
dropped from 25 percent to 22.1 
percent, while GMC’s share shrunk 
from 10 percent to 9.8 percent. 

* * * 


LSEWHERE in the industry, 
the biggest market penetration 
gain was taken by International. 
Trucks bearing that company’s 





label accounted for 11.4 percent of 
all 1952 sales, as against 9.5 percent 
in 1951. 


For 1952, Studebaker, Willys, 
White, Reo and _ miscellaneous 
makers showed minute market 


penetration gains, while Mack and 


..» by Jack Weed 


a I SIT here in my room at the 
St. Francis Hotel in San Fran- 
cisco writing this column, I am 
reminded of a certain radio an- 
nouncer who used to take the time 
allotted for describing the Rose 
Bowl football games to talk about 
the cloudless blue skies and the 
magnificent mountains in the back- 
ground of the stadium. I have spent 
the past two and a half weeks 
really enjoying California weather 
for the first time in my over 30 
years of pilgrimaging to the west 
coast. 

I know now that all the “guff” 
these west coast boys throw at 
you about the wonderful weather 
they have out here isn’t all 
Chamber of Commerce canned 
talks. For once in my life I have 
been here in the winter when 
they have it. It was really too 
warm in Los Angeles to wear a 
topcoat of any kind while I was 
down there talking to some of the 
biggest truck leasors in the busi- 
ness, several of them _ either 
owned outright or owned in 
major part by franchised truck 
dealers. 

I kinda think, however, that the 
beautiful clear weather I enjoyed 
was as much a surprise to the 
“native sons” as it was to me. A 
breeze from the desert came up the 
night I hit town and blew what 
they claimed was the worst smog 
condition they had had this winter 
all out to sea. Lucky me. 


And as I ambled all over the Bay 
area from my headquarters here 
in the St. Francis, also calling on 
dealers who were either big in the 
truck leasing business or just wet- 
ting their toes preparatory to 
getting into the game, I had the 
same luck as to the weather—not 
quite so warm as in L. A., but still 
warm enough so that I could have 
gone without a topcoat most every 
day. 


* * * 


Sluff Em Off 
[= ADDITION to picking up some 
very interesting information as 
to what is going on out here on 
the coast from a_truck-leasing 
standpoint—and it’s hotter than a 
two-gun man’s pistol—I also ran 
into some very interesting think- 
ing, on the part of some of the 
leaders in truck selling, that I 





Big Three’s Sales Tumble 22% in Year 


because Dodge increased its share;Divco showed losses in the same 


proportion. 

It is estimated that U. S. 
“civilian-only” truck production 
during 1952 totaled 1,015,000 units. 
In that total were 639,700 lights, 
264,600 mediums and 111,200 
heavy models, Percentagewise, 
the production ratio was 63 per- 
cent, 26 percent and 11 percent, 
respectively. 

Except for lights, truck sales 
during 1952 showed a sharply 
different trend. Of the 811,807 
trucks registered last year, 62.5 per- 
cent were lights, 30.3 percent were 
mediums and only 7.2 percent were 
heavy models. 

* x * 
RBASCNS for the discrepancy in 


weight classes between sales 
(Continued on Page 28, Col. 3) 


New Products 


See Page 36 








think bears a little thinking out 
loud and in print. 


Dealers out here are just as 
conscious of the impending 
highly competitive market as 
they are back east — perhaps 
more so—and they are looking 
into every faucet of their busi- 
ness to find out where there are 
any profit leaks that can be 
stopped before the real pressure 
comes on, 


One of the things that the deal- 
ers, who sell both passenger cars 
and trucks in volume, are worried 
most about from a maintaining-of- 
profit angle is not the competition 
they get from the dealers selling a 
competitive make of vehicle, but 
the undercutting they get from the 
smaller dealers in their own make 
of car who must take a certain 
number of trucks to fulfill the obli- 
gations of their franchise but who 
have no interest in the truck busi- 
ness, don’t know how to sell trucks, 
especially the larger sizes, at a 
profit, and will sluff them off at 
most any price to get rid of them. 

+ * * 


Old, Yet New 


‘i big boys claim that these 
smaller dealers look up the 
registrations to see what firms 


have bought trucks of their make 
(Continued on Page 29, Col. 1) 





90 Pct. of Haulers 


Obey Load Limit 


In Pennsylvania 


HARRISBURG, Pa. — (UTPS)— 
With more than a million trucks 
transporting goods over Pennsyl- 
vania highways, the motor trans- 
port industry last year chalked up 
the best record in its history for 
compliance with Pennsylvania's 
stringent weight limitations, ac- 
cording to a survey by the Penn- 
sylvania Motor Truck Assn. 

The survey is based on figures 
supplied by the Pennsylvania 
state police, 

Ninety percent of the 280,366 
trucks weighed in 1952 were within 
the legal limits, a record 5.6 per- 
cent better than for 1951. Although 
nearly 100,000 more trucks were 
weight-checked last year compared 
to 1951, an increase of more than 
50 percent, only 2.88 percent of 
them were found to be more than 
5 percent overweight, and a de- 
creasing percentage of the totals 
was reported more than 10 percent 
overweight. 

“This record indicates that the 
motor transport industry is succeed- 
ing in its efforts toward self-polic- 
ing,” an official of the association 
stated, pointing to the fact that the 
$1,198,175 paid in fines in 1952 for 
overweight trucks was appreciably 
less than the amount collected in 
1951. 

Trucks from out-of-state, ac- 
customed to permissable weights 
well in excess of Pennsylvania’s 
on the more commonly used types 
of highway carriers, exceeded the 
number of Pennsylvania - regis- 
tered trucks subjected to weight 
inspections by nearly 10 percent. 

The PMTA long has advocated 

uniform compliance with this 
state’s weight laws, and during the 
1951 session of the Legislature sup- 
ported a bill that would have im- 
posed even higher fines for weight 
violations and placed the penalty 
against truck owners rather than 
drivers, 


XUI 








26 






DETROIT.—The Voice of Ameri- 
ca may come from Kokomo, Ind.; 
Columbus, O., or Louisville, Ky., 
says William F. Klugh, field 
section chief. 

The “Voice” is mounted on 
wheels in a Chevrolet-powered 
tractor-trailer unit that moves 
around the country to capture word 
pictures of American life which in 
turn are broadcast to countries be- 
hind the iron curtain. 


It has covered such widely 
different activities as election 
night excitement in Times 


Square, the 250th birthday of De- 
troit, a Boy Scout jamboree at 
Valley Forge and Independence 
Day observances in Philadelphia. 

The truck is a heavy-duty, cab- 
over-engine model. The total load 


‘Voice’ Put on Wheels 


Chevrolet Truck Helps Capture U. S. Scenes 
For Broadcast to Red Lands 







is 11% tons. The combined length 
| of tractor and semitrailer is 31 feet | 


The semitrailer formerly was a| 
| panel truck. The cab and engine} 
were removed, and several feet} 
were added to the front end. In 


| electrical generator. At the rear of 
|the trailer is a soundproof studio 
with windows on three sides in 
which interviews may be conducted | 
before a microphone. 


The center section is the nerve 
center of the unit, with the con- 
trol panel, two tape recorders, 
two disc recorders, two short 
wave receivers and a small trans- 
mitting unit. 





AUTOMOTIVE 





Broadcasts emanating from the 


| six inches, i . 


and Flying Disc in 1952. 





this front portion is the 5,000-watt | Chive's Creation Leads Mardi Gras Parades— 
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unit may either be recorded, or| of emergencies or disasters. Should 
transmitted to regular radio facili-| normal power in some area go out, 


ties. 


ithe truck still could send radio 


The truck serves a dual purpose, | messages and contact other radio 


according to Klugh, 


since 


it can|stations for help outside the dis- 


also be used as a stand-by in case| aster area. 











Tandem-Drive Units 


MOVE EXTRA-HEAVY LOADS OVER EXTRA-RUGGED TERRAIN 


HEAVY-DUTY TANDEM 
WITH DOUBLE-REDUCTION DRIVE 


Available with either through 
drive or inter-axle differential, 
units are especially 
adaptable for off-highway use. 
move mammoth loads with 
regardless of terrain. Power- 

ful TDA Brakes assure itive 
vehicle speed control at 


these 





this type of final 


I times. ture in 





High-Powered Engines Can 
Be Used to Full Advantage! 


TDA makes it possible to move the heaviest 
type of loads through rough off-highway 
terrain. In such fields as logging, mining 
or construction, where trucks must move 
miles over temporary roads to and from 
jobs, TDA Tandem-Drive Units provide 


the needed strength and pulling power. 


These heavy-duty axle units take full ad- 
vantage of high-powered engines, resulting 
in greater tractive ability and lower oper- 
ating costs. TDA Tandem-Drive Units pro- 
vide truckers with many other important 
advantages, too. For instance, the axles are 
always kept correctly spaced and aligned 
by means of a parallelogram suspension of 
the torque rods. This eliminates the possi- 
bility of weight transfer. 


Since tandem-drive units first came into use 
more than 30 years ago, Timken-Detroit 
has led the trucking field in their design 
and manufacture. Designed and built in 
their entirety by TDA, these rugged tan- 
dems have been used in practically every 
type of hook-up for tandem rear axles in 


* this country and abroad, under every make 


of six-wheel truck. Therefore, the TDA 
design of tandem-drive units reflects this 
30-year record of engineering and manufac- 
turing leadership. Write to Timken-Detroit 
today for the interesting story of Six- 
Wheelers and TDA Tandem-Drive Units. 





DOUBLE-REDUCTION FINAL DRIVE 
WITH INTER-AXLE DIFFERENTIAL 


”*This double-reduction final dri 
has rugged, time-proven Hypoi 
gearing in the first reduction. The 
slower gear ratios practical with 


sil 


ive make it 


especially adaptable to high- 
wered engines—an important 
-highway operation. 





THE TIMKEN-DETROIT AXLE COMPANY 
Detroit 32, Michigan 


WORLD'S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 
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Mack Announces 


Two New C-O-E 
Over-Road Units 


NEW YORK.—Two new cab- 
over-engine tractors, designed for 
over-the-road hauling of maximum 
loads allowed in the majority of 
states, are announced by Mack 
Trucks. 

Added power and reduction in 
chassis weight without any sacri- 
fice of strength have been em- 


Since the Rocket flashed through New Orleans’ streets in 1949, Chive Motors | Ployed, says Mack, to permit the 


(Studebaker) has turned out one special “fantastic’’ car annually. Above is Chive's 
Golden Disc for 1953, which was the lead car in all the Mardi Gras parades last week. 
Other cars put out by Pierre Chive jr. included the Jet in 1950, Flying Saucer in 1951 


greatest possible percentage of 
permissible GCW to be made up of 
payload. 

In addition, the tractors are said 
to be so designed that they can 
accommodate 35-foot trailers and 
still remain within a 45-foot overall 
length limit. 

Designated as models H60T and 
H61T, the two tractors differ only 
in respective powerplants. The 
H60T is powered by a gasoline 
engine, producing 170 horsepower. 
Power for the H61T is furnished by 
a diesel engine delivering 170 horse- 
power. An air starter for cold 
weather is offered on the diesel. 

A feature of both models is a 
full-tilt, three-man cab. Placed di- 
rectly above the powerplant, the 
cab can be tilted forward manually 
in less than two minutes, says 
Mack, leaving the powerplant ac- 
cessible for inspection and mainte- 
nance, : 


GM Ready to Open 
New Body Plant 


DETROIT. — Giant presses will 
begin stamping out automobile 
body components in the new Fisher 
Body fabricating plant on Willow 
Springs Rd. some 20 miles south- 
west of Chicago’s loop in the “very 
near future,” it was announced last 
week by James E, Goodman, gen- 
eral manager of the General Mo- 
tors body-building division. 

At the same time, Goodman an- 
nounced the appointment of An- 
thony Stormzand, formerly man- 
ager of Fisher’s Pittsburgh plant, 
as manager of the new plant. 

The new factory is another unit 
in GM’s dual-purpose plant pro- 
gram. Half the plant will be de- 
voted to production of auto bodies 
and half will be occupied by Buick 
for its jet engine program. 


Round One! 


Ore. Dodge Dealers Train 


For Sales Fight 


PORTLAND, Ore.—A_ regional 
sales meeting of the Dodge dealer 
organization held here took on all 
the aspects of a championship bout. 
The meeting started off with a 
lively prizefight in a ring erected in 
the mirror-lined Rose Bowl Room 
of the Hotel Multnomah. 


Cues for the speeches were taken 
from the fighters—it’s going to be 
a fight in 1953 for business. 

Speakers included George Or- 
phal, western zone sales manager; 
Foster Ely, western zone truck 
sales manager, and Sam Mitchell, 
Portland regional manager. 


IH Opens Truck Branch 


In Grand Rapids, Mich. 

GRAND RAPIDS, Mich. — Inter- 
national Harvester Co. has opened 
a truck sales and service branch at 
Hall St. and Buchanan Ave. S. W. 

The building was erected by F. 
A. Wilhelm, of Indianapolis, who 
has leased it to International 
Harvester. There are 15,000 square 
feet of floor space. 

J. P. Neve is manager of the 
branch, which has a staff of about 
40. 





Burke Motors Switches 


To Ford Franchise 


Burke Motors, Inc., of 6455 S. 
Western Ave., Chicago, former De- 
Soto-Plymouth dealer, has become 
a Ford dealership according to 
Bernard Burke, president. 

Burke had been a DeSoto-Plym- 
outh dealer for 21 years in the 
same location. The facilities were 
modernized three years ago. 

In addition to taking over the 
Ford franchise, Burke assumed 


ownership of Safety Motors, a Ford 
dealership at 2300 W. 63rd St., 
which he will use as a Ford truck 
operation. 
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But West Coast Operators Cite Pitfalls... 


More Dealers Eye Leasing 


(Continued from Page 25) 

that the original company ran out 
of money with which to expand. 

Leasing firms that furnish satis- 
factory service are constantly hav- 
ing attractive business thrown at 
them, and they soon outgrow the 
line of credit they first established. 

Truck leasing men on the West 
Coast believe that the many 
companies in operation have 
hardly scratched the surface of 
business to be had from “gilt- 
edge” firms who are wide open 
for leasing deals. 

To meet the demand of the leasee 


nance of the vehicles, he must be | faster. 
certain that the leasee will be able| hazard of being thrown for a loss 
for having miscalculated on a bid, 
|or running into unexpected trouble. 


to carry out the terms of the lease 
over its entire period. 

The “finance” lease 
particularly attractive to con- 
tractors who want to amortize all 
or most of the equipment they use 
during the life of each big contract. 


Some firms lease all their 
equipment on such a basis. 
* * * 


ECAUSE the term of such a 
lease is usually shorter than 
other types, the contractor is re- 
ported not only willing but usually 


who wants to free capital for use| jnsistent upon a higher monthly 


in the business, several dealers are 
concentrating on what is referred 
to as “finance leasing.” 

2 oz ° 


| THAT type of leasing, the 
dealer or leasing company as- 
sumes no maintenance _ responsi- 
bility. The leasee is merely 
furnished the number of units he 
needs over a period of time in 
which they can be practically 
amortized. The fee is a set sum 
each month. 

However, even on that type of 
deal the integrity and credit 
rating of the fleet owner must be 
of the highest. The fleet owner 
must have the ability to take over 
the trucks at the risidual balance, 
if at anytime he wants to dis- 
continue the lease. 


And, because the dealer has no 
control over the use or mainte- 


Auto-Lite Cites 
6 Haulers for 
Safety Efforts 


LOS ANGELES.—Com panies 
which contributed to the cause of 
truck safety on the nation’s high- 
ways during the past year were 
honored with special awards by 
Electric Auto-Lite Co. during the 
fourth annual California Motor 
Transport Assn. convention. 

Awards to the safety engineers 
of six western companies were 
made by Ray Bell, national fleet 
representative of Auto-Lite, before 
an audience of an estimated 800 
truckers. 


The winners were B. J. Wilson, 
Garrett Freight Lines, Pocatello, 
Id.; Ray M. Johnson, Pacific High- 
way Transport, Seattle; Victor M. 
Jones, Lee & Eastes, Seattle: Lloyd 
Erxleben, Bekins Van & Storage 
Co., Los Angeles; C. H. Painter, 
Navajo Freight Lines, Los Angeles; 
and W. J. Rellaford, Asbury 
System, Los Angeles. 


“With the constantly increasing 
volume of motor traffic over our 
highways, safety of operation be- 
comes proportionately more vital,” 
declared Bell. “We of Auto-Lite 
are, therefore, particularly proud of 
the remarkable safety records 
made during the past year by the 
winners of our annual contest.” 


The safety awards are based on 
the carriers’ accident ratio per 100,- 
000 miles, as reported to the Ameri- 
ean Trucking Assn. The carriers 
are divided into classes, such as 
moving and storage, private carri- 
ers and city carriers. 


Phila. Spring Firm 
Cited in FTC Edict 


WASHINGTON.—The Federal 
Trade Commission last week 
ordered a Philadelphia firm to dis- 
continue selling auto springs with- 
out indicating whether they are 
made, completely or partially, of old 
and previously used parts. 


The decision was issued by an 
FTC examiner on a complaint 
against Sidney Lenet, trading as 
M & M Spring Co., 3842 Cambridge 
St., Philadelphia. 


Ringer Buys Dodge Firm 

Amlin Motor Sales, Xenia (O.) 
Dodge-Plymouth dealership, has 
been sold by James H. Amlin to 
Robert L. Ringer, of Jamestown. 
The business will be known as Bob 
Ringer Motors. Amlin retains his 
Dodge-Plymouth dealership at 
nearby Fairborn, and is planning a 
larger dealership in a metropoli- 
tan area. 


rate structure. 


This works to the advantage of 
the dealer by reducing his lease 





has proved 


| 








But there is the 


The dealer’s protection is to 
have a sufficient line of credit so 
that he can hold the vehicles 
until they can be sold or leased 
to another contractor who needs 
the same type of equipment, 


The impression one gets on the 
West Coast is that a dealer with a 
sound leasing operation can realize 
per unit on his 
trucks during a period of active 


a larger gross 


and even vicious competition. 
However, he _ will be 


his contingent liability will 
as his business increases. 


This modern manufacturing plant, located at 
Kenton, Ohio, houses the Trailer Axle Division of 
The Timken-Detroit Axle Company. 


WORLD’S LARGEST MANUFACTURER OF 
AXLES FOR TRUCKS, BUSES AND TRAILERS 


PLANTS AT: 


constant 


earning 
every cent of his greater take, and 
grow 








A Bull Goes to the Market in Style— 


Conveyances for meat on the hoof must be just about as carefully built as those 


for human transportation, says Fruehauf Trailer Co. A steer or lamb is likely to be 
shaken up, bruised or even fatally injured if not carefully transported in vehicles 
designed for the purpose. Above, a prize Angus bull, representing many top-grade 


steaks, boards a Fruehauf “livestock limousine" for a one-way ride to the market. 








Timken-Detroit knows trailer axles! More than 40 years’ 
experience in building axles for trucks, buses and trailers 
attest to that! Furthermore, nine great plants—one of 
which is devoted to developing and producing trailer 
axles—are provided with every modern engineering, 
research and production facility. Highly trained techni- 
cians are constantly at work improving the materials, 
design and workmanship that go into every trailer axle 
produced by Timken-Detroit. Months, and often years, 
are spent in developing and testing axles before they ever 
leave the blueprint stage. In the trailer axle field, too, 
Timken-Detroit knows its business! 
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_ Lad 
Dallas Leasing Firm Gets Safety Prize— 


J. E. Hestand (center), safety director of Columbia Lessors, Inc., Dallas, receives a 
safety plaque from Ace Taylor, of Electric Auto-Lite Co., for high standards of safety 
maintained during the past year. Roice E. Jones, president of Columbia, watches the 
presentation, which included a matched luggage set. 


Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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| 
[aj and production are obvious 


| Independents Off 9%... 


Big 3’s Truck Sales 
Drop 22% in Year 


(Continued from Page 25) 


the|there during 1952 fell off 154,641 
Government told manufacturers/ units, or 23.4 percent, from 1951. 
what portions of output they should | .* * * 

devote to certain size trucks, but IG Three 
customers went out and bought the percent of all 


makers garnered 82 
1952 light-truck 


size truck they thought best suited| sales, but their 1951 share was 85 | 


their needs. |percent. Moreover, combined Big 
Three light-truck sales for 1952 
showed a deficit of 25 percent from 
1951, while for all other makers 
| the drop was only 11 percent. 

It was inevitable that restrictions 


Until a week ago, Government 
controls required that truck 
makers devote only 61 percent of 
production to light models, 27 
percent to mediums and 12 per- | 
cent to heavies. n ; 

Big Three truck makers are | Big Three operations hardest. 
quick to blame their 1952 market| , Almost the same story covers 
penetration losses on the ceilings | the 1952 medi um-t ruck sales 
which have been set on light truck | situation. Here, Big Three sales 

: : | fell off 11 percent from 1951. The 
output since mid-1951. drop for all other makers was, by 

Most of the Big Three’s concen-| comparison, a mere 3 percent. 





tration in the truck field is in the| For medium-trucks, the Big 
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Advertise in the March 15 AUTO SHOW ISSUE 
of The Chicago SUN-TIMES 


The special Auto Show section with the Mar. 15 Chicago SUN-TIMES 
offers scores of interest-whetting features—stories on improvements in the 
new cars and trucks, pictures galore and absorbing articles by veteran auto- 
motive writers—all designed to put Chicago prospects in a car-buying mood. 

This great annual section offers you EXTRA value—yet regular rates 


apply. Reserve your space NOW! 


CHICAGO 


SUN-TIMES 


|on light-truck production would hit | 


\ lightweight category, and_ sales| Three’s market penetration slipped | 





in 


to 80 percent from 82 
1951. 


percent 
* * * 


/ DIFFERENT situation prevails 
+2 in the market for heavy trucks. 
Here, the Big Three is traditionally 
out-sold and out-produced by a 
group of nearly 20 independents. 

Although it might have been 
little consolation for the market 
penetration losses they incurred 
where most of the truck business 
is done, the Big Three faired 
relatively well during 1952 on 
heavy-truck sales. 

They got 32 percent of all such 
sales made last year, the same 
market penetration rating they had 
during 1951. Chevrolet is the only 
Big Three producer which does not 
compete in the heavy-duty market. 

However, that weight category 
finds GMC ahead of both Ford and 
Dodge in sales volume. 

Analysis of 1952 sales trends 
shows that light-trucks sold best 
in the final quarter of the year, 
| and December was the best sales 
month of all. 

Best sales period for medium- 
trucks last year was the second 
quarter, and April was the best 
sales month. 

Heavy trucks sold best in the 
first quarter of 1952, but April 
wound up as the top sales month. 


Pa. Inquiry Urged 
Into Truckers’ 


| Bribery Charges 


HARRISBURG, Pa.—(UTPS)—A 
resolution asking the Pennsylvania 
Legislature to look into charges by 








| organized truckers that “public of- 


|ficials’ were “bribed” during a 
|bitter fight over an increase in 
truck weights during the 1951 


session has been introduced by 
Senators Joseph J. Yosko, Bethle- 
hem Democrat, and Tilghman A. 
Freed, Allentown Republican. 


“These charges cast reflections 


| upon the integrity of all public of- 


create serious 
apprehension 


and must 
and grave 


ficers 
doubts 


|among the people concerning the 


good conduct of their Government,” 
the senators’ resolution said. 


“The seriousness of such charges 


‘demands immediate action in the 


interests of the citizens of the 


|Commonwealth to discover such 


| unlawful 


conduct, if true, or to 
protect the good name of public 


| officers, if false.” 


The resolution proposed ap- 
pointment of an investigative com- 
mittee of five Republicans and five 


| Democrats. 


| $250 million 


The committee would hold public 
hearings to look into charges of 
the Pennsylvania Motor Truck 
Assn. made in connection with a 
damage suit filed 


'recently against railroad interests 


and their publicity agency, ac- 
cusing them of using “vicious, 
fraudulent and corrupt” methods to 
deprive truckers of freight business. 

PMTA has issued a_ statement 
saving it had never accused Gov. 
John S. Fine or any member of 
the Legislature of anv wrongdoing 
in connection with a bill passed by 
both houses in 1951, but vetoed by 
Fine, to increase the weight limit 
for commonly used trucks from 45,- 
090 to 60,000 pounds. 

The big-truck fight is alwavs a 
perennial issue in the Legislature. 
but no measures to increase truck 
weights have been introduced yet 
in the current session. 


‘Chevrolet Story’ 
History Brought Up to Date 


In 1953 Edition 


DETROIT. — The 1953 edition of 
“The Chevrolet Story” is off the 
press, it was announced last week 
by the division. 

Revised annually to keep pace 
with the growth of the company, 
the latest booklet will be supplied 
through Chevrolet’s 28 plants and 
dealers and has been made avail- 
able to schools at the request of 
educators, the division said. 

The historical section traces the 
development of the company from 


| its modest beginnings in a Detroit 


machine shop in 1911 to its present 

| eminence as the world’s largest 
| automobile producer. Details of the 
| most recent expansion in dual de- 
fense-civilian manufacturing facili 
ties also are covered, 
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by Jack Weed 


(Continued from Page 25) 


recently and then offer them the | 
}admit I have an idea. But I must 
| be a little cagey and not divulge it 


same truck at a price which no 
dealer, who is endeavoring to do a 


good selling job, can possibly sell | yet since I have 


at and make any money. 

These dealers, especially those 
selling makes made by the facto- 
ries who also make cars, point out 
that they have to carry large inven- 
tories of such units in their own 
storage in order to be able to make 
deliveries in competition with the 
dealers who have a factory branch 
back of them. The factory 


branches, of course, carry the re-| 


serve stocks for their dealers and | 
of truck dealers have told me, that | 


retail outlets and the dealers sell- 
ing those lines can draw on the 
branch house stock for any heavy- 
duty unit they may need in a 
hurry. 

The big dealers I have been 
talking to—or to put it more cor- 
rectly—have been talking to me 
on this phase of the business— 
aren’t kicking about having to 
carry the stocks if they could 
maintain a reasonable profit ratio 
on the trucks they sell, without 
the sniping from their own 
brother dealers, who seemingly 
won’t even try to get a reasonable 
profit in a tough market on the 
heavier units. 

This is a problem faced in every 
big multiple-dealer city and, of 
course, is not new. In fact, it is 
about as old as the business. 

Several times one factory or an- 
other has tried to lick the problem 


by inducing a big dealer to open} 
up a separate truck sales deal so| 
that he could concentrate on truck | 


and truck-equipment sales and 
thus become known as truck head- 


quarters for that particular make. 
aa * + 


A Workable Plan? 


_ every attempt that I have} 
known about thus far has failed, | 
“sniping” mainly. One fac- | 
tory tried to lick it by having a} 
carry a} 


due to 


central showroom and 
small reserve stock for the benefit 
of the dealers in that area, but this 
didn’t lick the basic problem. 

In fact, it only spread the trouble 


not to be without point, I must 


not had time to 
check the legal angle that might 
make it unworkable. I will how- 


lever discuss it with any franchised 


dealer or factory executive who is 
interested in trying to evolve a 
means whereby the factory can be 
a little more assured that they can 
hit or beat their percentage of | 
weight class on trucks on a na- 
tional basis. 


And I know, from what a number | 


it can be made to keep them in the | 


|truck business in a big way and| 


| * * * 


| take some of the load off their back | 
in the maintaining of the new-| 
truck stocks they know they should 
have in order to do an outstanding | 
truck job. 
Why Not Truck Clinic? 

~ PEAKING about truck mer-| 
K _chandising just naturally walks | 





| 








since it made it possible for all} 


small, non-truck-minded dealers in 
the area to spread their price-cut- 
ting tactics wider by making it 


easy for them to take their friend | 


who bought his cars from the 


dealer down to the truck show-| 
room and have the aid of the truck | 


authority in charge to figure out 


the proper truck with the proper | 


equipment, so that they could walk 
into the real 
count with much more authority. 

On every approach to this prob- 
lem in the past, I have always 
banged my nose against the one 
basic fact that, under our present 
type of dealer franchise, every 
dealer is not only required but 
allowed to sell every product that 
earries his factory’s name that is 
in the line. This I know cannot 
be changed without a tremendous 
upheaval in all factory concept 
of factory-dealer relations. 


truck dealer’s ac-| 


More than 
a Million-and-a Half 


Just so that all this harangue is | 








Got the Crank?— 
Fred Kohlenberg, of Kohlenberg Buick, 


Inc., Eastchester, N. Y., takes a turn at the 


wheel of a 1911 model which he displayed | 


in his showroom in conjunction with 
Buick'’s golden anniversary. Other vin- 
tages, including a two-cylinder Model F 
built in 1905, were featured in the deal- 


er's antique show, 





in Trucks Today! 


trouble-free miles 
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jthat trucks 


| thumbs down on an exclusive truck | equipment business about whether | 
the last time they held the conven-| gealers in convention in Miami or | 


|last remaining cable car. 


| Miami. 






29 


MAKE US PROVE 


di 


me into the subject of truck shows | |}putting a truck equipment show | 
and truck sales promotion. |}into the works for Miami—in an- 

I was talking to a couple of the| other tent? There are thousands of 
directors of NADA about the lack|franchised dealers across this 
of emphasis given the truck end country that would like to enjoy 
of the business in this latest NADA | [the plus sales that truck equip- 
convention—the one that was the| ment would give them, if they 
primary reason for my being here|;new enough about the special | 
in San Francisco in the first place. body and equipment business to | 
It seems that some of the boys who} | know what it is all about. 
planned the “doings” for this con- Sees 
vention last summer did not believe! __. at 

would be the dealer} What Say? 

problem child that they evidently GAIN, I have not talked to any 
are turning out to be, and so turned | /\ of my friends in the truck 


THAT YOU CAN SEC 


100% to 200% Absorption 


IN YOUR SERVICE DEPARTMENT 


We Guarantee 
To Help You 


@ Increase Customer Paid Labor Sales 
@ Prevent broken promises to customers 


@ Give your Service Manager time to 
handle his executive responsibilities 


@ Permit Shop Foreman to devote all time 


clinic, such as the association had | they would like to exhibit to the | 
to improvement of mechanical work 


tion out here in the land of the @ Bring ALL service operations to 


clock-work precision 
APPROVED BY 
ALL LEADING MOTOR CAR 
MANUFACTURERS 


We have accomplished this for hundreds 
of Motor Car Dealers . . . coast to coast. 


not. Nor have I talked to any or 
|}my truck salesmanager friends to 
find out if they would support such | 
a show or not, and really get be-| 
hind it as they do the equipment | 
shows that I have no doubt some | 
of the factory boys will be backing | 
in many spots in the field this very | 
year. 

But I am pretty sure in my own 
mind that such a show would be 
well received by the dealers who 
would come to the convention, 
and that it might also be an 
inducement for many Southeast- 

(Continued on Page 37, Col. 1) 


Well, I don’t expect that you 
can put too much faith in a | 
strictly passenger car dealer be- 
ing his brother truck dealer’s 
keeper, but I am sure that a 
truck clinic at this last shindig 
would have had just as big an 
overflow audience as the original 
one had in this very hotel, 

But next year is coming up—at 
And again the shop-equip- 
ment show will have to go into a 
tent. 

So why not start to investigate 
the Possibility right — now of also | 


A note on your company letterhead will 
bring all particulars— promptly. 





FLASH-A-CALL 
SERVICE PRODUCTION CONTROL 


1112 South Wabash Avenue 
Dept. AN-38, Chicago 5, Illinois 








iver EXTRA # Gavtends 


of lower-cost 


Eaton 2-Speeds provide power and speed for quicker full-load trips, 


at lower cost 


per mile. Drivers easily select the ratio best suited 


to road and load, reducing stress and wear, adding thousands of 
miles to vehicle life. Eaton 2-Speeds make trucks worth more—in 
use, and when traded-in. 


EATON 


————— AXLE DIVISION ——— 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 





PRODUCTS: Sodium Cooled, Poppet, and Free Valves * Tappets * Hydraulic Valve Lifters® Valve Seat Inserts * Jet 
Engine Parts * Rotor Pumps * Motor Truck Axles * Permanent Mold Gray Iron Castings ® Heater Defroster Units ® Snap Rings 
Springtites * Spring Washers * Cold Drawn Steel ® Stampings® Leaf and Coil Springs® Dynamatic Drives, Brakes, Dynamometers 














Money in the bank for over 700 Rootes Dealers 


... the sensational new 


Rapid-fire sales...sure-fire profits...that’s the Hillman picture for 1953! 


If ever there was a car with the earmarks of 
sales success, it’s the new Hillman Minx for 1953. 

And if you don’t think the Hillman’s big-car 
effect is going to boom sales, you don’t know how 
your customers are thinking. Rootes dealers coast 
to coast are due for the biggest year they ever 
had, in Hillman sales and profits. 

There’s still time for other wide-awake and 


ambitious people to join the Rootes profit line. 


It’s the line that ties you in with Hillman Minx 
(Sedan, Convertible, and Estate Car), Sunbeam- 
Talbot (Sedan and Convertible), Humber Hawk 
and Humber Super Snipe, Rover, and the all- 
purpose Land Rover. 

. . and that’s only the be- 
ginning! “It couldn’t be done” but here you 
have it—the surprising new Hillman Minx for 
1953! It’s the first car in its class with light-car 


Big car lines . 


economy and graceful, flowing big-car lines. It’s 
the slickest job of design that ever sold customers 
through your showroom window! 

And that’s only part of the story—this °53 
Hillman is improved no fewer than 32 ways ove 
last year’s highly-successful Minx. 


Add to this, traditional Hillman economy, ease 
of handling and roadability, plus the Hillman’s 
flair for “parking in a pocket.” Then watch the 
dollars park in your pocket. 




















HILLMAN 
——for 1953! 





write... 
wire or 


call us today 


505 Park Avenue, New York, N. Y. 

42-14 21st Street, Long Island City, New York 
403 North Foothill Road, Beverly Hills, California 
465 California Street, San Francisco, California 







ROOTES MOTORS, INC. 









2019 Eglinton Avenue East, Toronto, Ontario 
25 St. James St., Ville St. Pierre, Montreal, Quebec 
3135 West Broadway, Vancouver, British Columbia x 





CANADA | ROOTES MOTORS («...) LTD. 
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Chevrolet, Tamaqua, and A. A. 
Stoudt, owner of Stoudt Chev- 


D e a | e r D o n g S | _ woe ; : | rolet, —* .: o 


Nall Motors, Inc. (Cadillac-Buick-]more used and reconditioned cars| Hi ee ae. 4 , Allum Filing New Order 
Chevrolet), Iowa City, Ia., has cele-| were moved, according to W. J. vee 4 E q For General Foods Fleet 
brated its 25th anniversary with a] Walker, owner. P ‘ Allum Motors, Inc. (Dodge-Plym- 
large ad in the local paper. V. W. More than 20,000 persons visited eo 3 outh), Sharon, Pa., has delivered 
Nall and Richard T. Feddersen are|the show, with a peak attendance a a | the first dozen 1953 Plymouths to 
owners. of 4,000 on the final day. A 1953 ; eA : 8a | Gene -ral Foods Corp., on a fleet 

The ad declared that the firm|Deluxe 88 was given away at the 7 : a order. 
was still “young in ideas for serv-|final-day drawing. Harry W. Allum, president, said 
ing you.” # t + his firm, which has been doing 
i New Blain Buick Home | ar, eet He , ee business with General Foods for 22 
Rooftop Display Designed wet * : neh sil} SE "om ee a years, has been appointed official 

. Blain Buick, Inc., of Celina, O.,| ' |representative for a territory in- 

For N. J. Dealership has moved into new quarters at cludin Erie. Pa: Pa i ; 
* : sey City, |725 W. Logan St 2 anton! : g Erie, Pa; Pittsburgh; 

A. C. Chevrolet Co., Jersey City, | ‘ g |"Laying’ It on the Line— Cleveland, Akron and Youngstown, 


= building “i > tg sone - Toneet ist . ‘ John Rudisill (at rostrum), executive vice-president of the Arkansas Public Expendi- O. 
oo ae the : Io os a. aaa Harris urg Chevrolet Group | ture Council, welcomes guests to the weekly ‘Eggs and Issues’ breakfast, being held - 
ia S500) sunace ar amas ca Reelects Sutliff President | during the biennial sessions of the Legislature. The meetings are designed to pro- Harrisburg Jews Elect 
and a new and used-car show area| _Elllis Sutliff, president of Sutlift |" Detter understanding between businessmen and legislators, and feature informal | Spyder as President 
h f li to owner| Chevrolet Co., has been reelected discussions on pending legislation and operational activities of the State Government. : 
on the roof, according to : - ; At each session, a specimen of “hen fruit" is presented to the legislator who h 
Lawrence Ambrosino president of the Harrisburg (Pa.) : : “ . go ee 
SS ene Chevectet Deaiers Aen “laid the biggest egg” of the week. At table (from left) are Senator James Johnson; | 
heat : . Gov. Francis Cherry; George H. Benjamin, executive secretary of the Arkansas Auto- 
7 s . | i 
Eddy’s Cars Come to Rescue Other officers include E. L. mobile Dealers Assn., and Rudisill. Benjamin serves as ‘chief cook" and master of | been elected president of the 
| United Jewish Community. Sny- 


. Sterner, president of Sterner 
As Godfrey Is Stranded Chevrolet, Inc., Red Lion, vice- | ‘**emonies ot the weekly nee A | der is past president of the Har- 


* 4 * 
+ * x 


Louis S. Snyder, co-owner of 
Warner Motors (DeSoto-Plym- 
outh), Harrisburg, Pa., has 


Toledo, came to the rescue re- | Martin & Metzler, Ephrata, sec- 
cently when comedian Arthur retary-treasurer. 
Godfrey and his troupe were Directors for this year are 
stranded in Toledo en route to a | Frank A. Moltz, treasurer of 
benefit show in Detroit. Moltz Chevrolet Co., Inc., Wil 
weecirey, eee 4 wee ee nee 
circled Toledo’s Municipal Air- 
port 30 minutes before being able 
to land after he was warned by 
radio that the Detroit field, like 
Toledo’s, was nearly weathered 
in. 
Eddy transported the troupe to 


Detroit in four late-model cars. 
* * * 


Brittain’s Silver Jubilee 

Economy Chevrolet Co., of Gi- 
rard, O., held open house in com- 
memoration of C. W. Brittain’s 25 

years in the automobile business. 

* * * 

- | 
Cleveland Dealers Aid 


Mothers’ Polio Drive 

At least 15 Cleveland area auto 
dealers offered cars with drivers to 
participate in the Mothers March 
on Polio recently. 

Supporting the drive were Bailey | 
Buick, Inc.; Barber Motors, Inc.; 
Commerce Motors, Inc.; Frank | 
Condon, Inc.; East End Nash Co., 
Inc.; Englander Motors; Erdelac| 
Sales; C. J. Harmon, Inc.; Leo 
Grabski; Horton Chevrolet; Inde- 
pendence Garage; Koepke Motor}; 
Sales; Meisel Motors; N. J. Pop-| 
ovic, and West Park Chevrolet. 
More than 30 cars participated. 

* * * 


N. California DeSoto Dealers 


Make Crockett President 


The DeSoto Dealers Assn. of 
Northern California has elected 
Allan R. Crockett, of Fresno, as 
president. He succeeds Irving 
Normandin, San Jose. 

Other officers elected were 
Bernie Leven, San _ Francisco 
dealer, vice-president, and D. F. 
Carnes, wholesale manager for 
James F. Waters, Inc., San Fran- 
cisco, secretary-treasurer for a 
sixth consecutive term. 

Directors are Normandin; John 
Koenig, Lodi; James E. Donahue, 
Daly City; James Prichett, Napa; 
James Di Bari, Oakland; Joseph 
Rossi, San Rafael; Leonard 
Corporon, Oroville; Quincy Davis, 
Palo Alto, and Frank Nunes, 
Newman. 


Pittston; G. W. Hamm, owner of | County Prison Board. 

Hamm Chevrolet, Lehighton, and Chairman of the 1953 Jewish 
of Weatherly Garage, Weatherly; National Fund project, Snyder 
M. S. Kovich, president of Kovich (Continued on Page 33, Col. 3) 


dent of Keckler Chevrolet, Inc., 
Bellefonte; H. E. Courtright, 
president of H. E. Courtright, 
_Ine. Cc larks Summit; Carlton H. 


Buick dealer Bob Eddy, of | president, and H. G. Martin, of | eth th 5 eee a | risburg Chamber of Commerce 
| 


liamsport; E. B, Keckler, presi- | Stauffer, of Roy Stauffer, Inc., | and a member of the Dauphin 
3 


* * * 


Ohio Willys Dealer Marks 
36 Years in Industry : Deep gusset pockets for heavy side ‘anid 


Leo J. Wenzel, owner of Wenzel’s . 3. Continuous-welded, Vee-Type side braces. 


Sales & Service (Willys), North ; 

Olmstead, O., has celebrated his _ &, Heavy steel body rail with reverse bend flange. 

36th year in the auto business. : 5. Cost steel heavy-duty bumper blocks, < 
Wenzel began in the industry at F RO ESS! REI Ot Be : : 

the Detroit Auto Trades School, 6. Heavy-duty tailgate hooks with wide bearing 

and went to Cleveland about 30 plotes. 


years ago, where he served as 7. Solady'pie th prevent ccddentel lend didilings: 


service manager of several dealer- : 
ships. His dealership now has a : Heavy, full width rear apron. 


modern brick building. : b+ a ores box-type tailgate construc- 


* * * 


Stotler Joins Hopkins e - ed i 

Joe Stotler, formerly associated e ae 

with Berl Berry Motors (Ford), 

Kansas City, Kans., has joined 

Hopkins Bros. Motors (Ford), Iola, 

Kans., as general manager. He 

had been with Berl Berry since 

1948. 


* 


Walker Oldsmobile Show 


Helps Sell 150 New Cars 
Walker’s Oldsmobile, Wakefield, 
Mass., sold more than 150 cars 
during a week-long show put on 
there recently. In addition, many 
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Bandages Won't Tie Up Herd's Sales— 

Salesman A. C. Herd, of Alexander Kaiser-Frazer, Dallas, recently suffered severe 
injuries in an accident while on his way to a demonstration. Although confined to 
bed, he decided to keep in touch with his contacts with the help of a specially 


installed telephone. He averaged 100 to 150 calls a day. Appointments booked 








Dealer Doings 





(Continued from Page 32) 


two years ago made a trip to 
Israel. He has also been active 
in the Jewish community’s an- 
nual campaign and is a founder 
of Temple Beth EL 


* + 


Perry Heads Drive 
Fred Perry, operator of J. C. Mo- 
tors, Inc., Junction City, Kans., has 
been named 1953 Red Cross Fund 
campaign chairman for Geary 
County. 


* ‘ * 


Brandenburg on Board 
W. A. Brandenburg, Chevrolet 
dealer in Mansfield, O., has been 
appointed a member of the Ohio 
Automobile Dealers and Sales- 
mens Licensing Board. His term 
expires Jan. 12, 1955. 
” oF * 


Martoranas Get Deal 
Frank and 


|age the service and parts depart- 
ments, respectively. 


* * * 


| 
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finally used a cutting torch in a 
futile effort to open the safe. Tools 
from the firm’s repair shop were 
used. The thief also ransacked the 
office but took nothing. 

Several hundred dollars in cash 
was in the safe. Papers in the 
safe were scorched by the torch. 

* * ¥ 


Pittsburgh Pontiac Dealers 


South Jersey Dodge Dealers 


Hand Gavel to Hadden 


The South Jersey Dodge 
Dealers Assn., has elected Arm- 
strong Hadden, of Bud Hadden, 
Pleasantville, as president. 

Nathan Berkowitz, of Kabalan 


| 


Elect Clark President 

The Metropolitan Pontiac 
Dealers Assn. of Pittsburgh has 
elected C. A. Clark, head of C. A. 
Clark, Inc., as president. 

Robert Gunn sr. was elected 
vice-president; Al Vail, treasurer, 


Sullivan, 
Collingswood, secretary, and Ray- 
mond L, Sirus, of Economy Mo- 
tors, 


Joseph Martorana, | 
brothers operating as Aero Motors, | 2 


Motor 


Sales, Cape May, was 
named _ vice-president; Edward 
O’Brien, of Federal Motor Co., 


Merchantville, treasurer; John L. 
of Fisher Motor Co., 


Inc., Gloucester, counselor. 
* of ok 


Salina Dealer’s Safe Gives 
| Burglar Nothing But Pain 


After battering a fireproof safe | 
t Paul Swartz Motor Co., Salina, | 


have received a Dodge-Plymouth | Kans., a safecracker left the place 


earlier were taken care of by Wes Hamilton and Chris Benson, assistant sales man- | dealership in Daly City, Calif. Gene | empty-handed. 
agers, who succeeded in closing deals on three of them the first week. 






Miya 






convece:; wooD 


GAR WOOD 


WAYNE, 


oe ee ent es 


This new, heavy-duty Gar Wood cam 
and roller hoist is the perfect working 
partner for heavy-duty Gar Wood dump 
bodies. Here are all the famous and 
exclusive features of Gar Wood hoists 

—famous “Rolling Wedge” cast steel 1 
cams mounted on rugged cam tubes to 
prevent body distortion... Gar Wood's 
unique “Flexamatic Body Suspension” 
that prevents transfer of twisting stresses 
to the hoist mechanism . . 
developments pioneered by Gar Wood 4. 
Industries, Inc.—the world’s largest manu- 

facturer of dump bodies and hoists for 5 
the motor transportation industry. 


Baily and Otto Hansen will man-! The burglar punched, pried and | 


hinges. 


. all exclusive 3. 


so @ 


grooves. 


MICHIGAN 


|Service, Owensboro, Ky., 





| 
| 
| 
| 
} 



























GAR WOOD HOISTS 


FAMOUS FOR FEATURES LIKE THESE: 


- Famous “Rolling Wedge" cast 
steel cams. 


2. Heavy-duty cast steel body 


Heavy-duty crane rail tracks. 


Bolted-on cylinder head and 
packing gland for easy service. 


. Full length steel sub-frame. 


6. Rugged body guides to prevent 
weaving. 


7. Heavy steel cross members 
. Heavy-duty cylinder supports. 


. Multiple piston rings in separate 


10. Heavy-duty stop chain. 


For more to tell—more to sell—sell Gar Wood Dump Bodies and Hoists. See your 
nearby Gar Wood Distributor—or write to Customer Service Department, Gar 
Wood Industries, Inc., 36007 Main Street, Wayne, Michigan—for full information 
about boosting your sales and increasing your profits. Do it—TODAY! 


INDUSTRIES, 


re | 





| 


| 


(Packard), 


and Ray Weaver, secretary. 
Named to the board of direc- 
tors, besides Gunn, Weaver and 
Vail, were S. Alpern, G. C. Shrift, 
N. G. Helwig, Charles Walker 
and Charles Eicher. 
* * + 


| Ky. Dealers Take Action 


As Car Thefts Mount 


R. H. Riley, of Arcadia Motor 
has re- 
ported the theft of a black two- 
door 1950 Packard, Engine No. 
H 202512. 

Kentucky dealers have suffered 
losses of many cars in recent 
months from used-car lots and 
garages. Members of the Kentucky 
Automobile Dealers Assn. immedi- 
ately notify the association of any 
thefts, and a bulletin is mailed to 


all members. 
* + * 


New Orleans Safety Council 


Elects Stevens, Paretti 


Two automobile dealers have 
been elected officers of the Metro- 
politan New Orleans Safety Coun- 
cil. 

Miles Gordon Stevens, of How- 
ard Motors, Inc. (DeSoto-Plym- 
outh), was named vice-president, 
and Joseph A. Paretti, of Pa- 
retti Pontiac Co., Inc., was named 
to the board of directors. 

Stevens served as chairman for 
the safety campaign conducted in 
January by the New Orleans Au- 
tomobile Dealers Assn. in cooper- 
ation with the safety council. 

* + * 


Veteran of Year 
Booth Cited for Tributes 


To Korea Dead 


Ted Booth, of Ted Booth, Inc. 
Grand Rapids, Mich., 
has been named recipient of the 
annual Veteran of the Year award 
of the United Veterans Council of 
Kent County. 

The award was based on his 
activities with a mayor’s commit- 
tee which organized the City’s 
tributes to the returned bodies of 
servicemen killed in Korea. 

* * * 


Dolph Opens Dodge Deal 


As Lowe’s Successor 

Dick Dolph, Inc. (Dodge-Plym- 
outh), successor to Bill Lowe Mo- 
tors, has opened in Bartow, Fla. 
Dick Dolph, president, has 21 years 
of experience in the auto business. 


J. Stuart Huggart is parts man- 
ager, and William M. Hudson, serv- 
ice manager. 

* « ” 


Leven Heads ‘Watchdogs’ 
On Chicago Legislative Unit 


A three-man legislative com- 
mittee of the Chicago Automobile 
Trade Assn., headed by J. D. Lev- 
en (Chevrolet), has been ap- 
pointed by James F. Goodwin, 
CATA president. Other commit- 
tee members are Jerry Cizek 
(Chrysler-Plymouth), treasurer of 
CATA, and Charles Hermanek 
(DeSoto-Plymouth), a director. 

Goodwin said the committee 
would work closely, during the 
current State legislative session, 
with Seymour M. Lewis, associa- 
tion attorney; Edward L, Cleary, 
general manager, and the Illinois 
Automotive Trade Assn. “on all 


important legislation affecting 
our industry and the motoring 
public.” 


* * * 
Gordon Motor, Buick Deal, 
Acquired by Van Male 


Gordon Motor Co. (Buick), of 
Chicago, has been purchased by O. 
J. Van Male, former general sales 
manager of Broadway Buick Co. 

The firm’s name was changed to 
Van Male Buick Co. Van Male was 
associated with Buick in 1943-46 as 
an instructor in Flint, 


XU 
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—Coming Events= 





Dealer Conventions 


March 9-10—Louisiana Automobile Dealers 
Assn., Jung Hotel, New Orleans. 

March 23-24—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 24—Brooklyn and Long Island Au- 
tomobile Dealers Assn., Granada Hotel, 
Brooklyn. 

March 25—Rhode Island Automobile Deal- 
ers Assn., Sheraton - Biltmore Hotel, 
Providence, 

May 3-5—North Carolina Automobile 
Dealers Assn., Carolina Hotel, Pinehurst, 
N.C. 


May 4-5— Missouri Automobile Dealers 
Assn., Chase Hotel, St. Louis. 


May 12 — Automobile Merchants Assn. of 


New York. Inc., Waldorf-Astoria Hotel, 
New York. 

May 12-13 — Massachusetts State Automo- 
bile Dealers Assn., Inc., Hotel Statler, 
Boston, 

May 14-15— Illinois Automotive Trade 
Assn. and Chicago Automobile Trade 


Assn. (jointly), Palmer House, Chicago. 


May 21-23 — Washington State Auto Deal- 
ers Assn., Davenport Hotel, Spokane, 
Wash. 

June 25-27—Michigan Automobile Dealers 
jan.. Grand Hotel, Mackinac Island, 

ich, 


Aug. 23-26—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 9-10—N.H.A.D.A. Granlidden Hotel, 
Lake Sunapee, N. H. 


Sept. 10-12— Maine Automobile Dealers 
Assn., Samoset Hotel, Rockland, Me. 


Sept. 13-14—Colorado Automobile Dealers 
Assn., Broadmoor Hotel, Colorado 
Springs, Colo. 


Sept. 13-15—Arkansas Automobile Dealers 
Assn., Marion Hotel, Little Rock, Ark. 


Sept. 13-15 — New York State Automobile 
Dealers Assn., Saranac Inn., Saranac 
Lake, N. Y. 


Sept. 13-15—Wyoming Automobile Dealers 
Assn., Irma Hotel, Cody, Wyo. 


Sept. 14-15—Automobile Dealers Assn. of 
North Dakota, Patterson Hotel, Bis- 
marck, N. D. 

Sept. 17-19—New Mexico Automotive 
Dealers Assn., La Fonda Hotel, Santa 
Fe, N. M. 


Sept. 20-22—Kentucky Automobile Dealers 
Assn., Inc., Phoenix Hotel, Lexington, 
Y. 


Sept. 21-22—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 


Sept. 21-22—Minnesota Automobile Deal- 
ers Assn., St. Paul Hotel, St. Paul. 


Sept. 24-25—New Jersey Automotive Trade 
oa Hotel Traymore, Atlantic City, 


Sept. 26-29—A.A.D.A., Inc., Arlington 
Hotel, Hot Springs, Ark. 

Sept. 27-28 — Georgia Automobile Dealers 
Assn., Biltmore Hotel, Atlanta, Ga. 


Oct. 3-5— Arizona Automobile Dealers 
Assn., Hotel Westward Ho, Phoenix. 
Oct. 4-6—National Used Car Dealers Assn. 

convention, Hotel Statler, Detroit. 


Oct. 4-6—Texas Automotive Dealers Assn., 
Texas Hotel, Fort Worth. 


Oct. 9-10—Pennsylvania Automotive Assn., 
William Penn Hotel, Pittsburgh. 
Oct. 13-16— Federation of Automobile 


Motor's Jubilee 


British Magazine Reviews 
Its Fifty Years 


LONDON. — The Motor, national 
automobile journal of England, has 
published its golden jubilee num- 
ber, reviewing the British auto 
industry over the last 50 years. 


The issue fills 114 pages of auto- 
motive material of the past, present 
and future, and contains many ad- 
vertisements and messages from 
members of the industry on the 50 
years of the magazine’s publication. 


In an editorial, the editor speaks 
of the many strides that the indus- 
try has made in production, engi- 
neering, export business and on the 
racing circuits of the world, but 
warns: 


“Nevertheless, this is no moment 
for self-satisfaction. Other nations 
are getting into their postwar 
stride ... We feel that we can look 
forward to the struggle of the next 
50 years with the undiminished 
enthusiasm of those who know that 
nothing short of war is going to 
prevent the steady progress of 
private transportation across the 
roads of the world.” 


Hix Green Buick Completes 


$255,000 Expansion 

Hix Green Buick Co., of Atlanta, 
reports that it has completed a 
$255,000 expansion and improve- 
ment of facilities, including a new 
lot for used cars. 


The firm started 10 years ago 
with a space of 32,225 square feet. 
It now has 142,000 square feet of 
working area. 


Company officials are Hix Green, 
president; Don H. Vance, vice- 
president and general sales man- 
ager; John A, Mann, assistant sales 
manager; David D. Aldrich, used- 
car manager, and Vernon C. 
Jacobs, service manager. 


Dealer Assns. of Canada, Royal York 
Hotel, Toronto, Ontario. 

Oct, 18-20— Tennessee Automotive Assn., 
Buena Vista Hotel, Biloxi, Miss. 


Oct. 25-27 — Automobile Dealers Assn. of 


Alabama, inc., Buena Vista Hotel, 
Biloxi, Miss. 

Oct. 25-27— Florida Automobile Dealers 
Assn., Sheraton Beach Hotel, Daytona 
Beach. 

Nov. 9-11 — Ohio Automobile Dealers 
Assn., Hotel Commodore Perry, Toledo. 

Nov. 9-11 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 

Nov. 18-19— Oklahoma Automobile Deal- 


ers Assn., Mayo Hotel, Tulsa. 
Nov. 30- Dec. 2—Idaho Automobile Deal 
ers Assn., Boise Hotel, Boise, Id. 
Dec. 3— Utah Automobile Dealers Assn., 
Newhouse Hotel, Salt Lake City. 
. - * 


Dealer Auto Shows 

Feb. 28-March 7—Johnstown Automobile 
Dealers Assn.. Cambria County War 
Memorial, Johnstown, Pa. 

Feb. 28-March 7—Motor Car Dealers of 
Greater Kansas City, Kansas City, Mo. 

March 2-7—Schenectady Automobile Deal- 
ers Assn., Schenectady, N. Y. 

March 7-8—Hutchinson Automobile Deal- 
ers Assn., Hutchinson Arena, Hutchinson. 


Kans. 
March 7-14—Pittsburgh Automobile Deal 
ers Assn.. Hunt Armory, Pittsbu gh. 
March 7-15—Seattle Automobile Ceaiers 
Assn., Seattle Armory, Seattle. 
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New White Truck Stresses Space— 


White Motor Co. says the body level of this “low-bed" frame truck is 12 inches 
below that of conventional units. The space gained has been utilized for greater 
body capacity, and door heights require a minimum of stretching and reaching, 
according to the maker. The new model also incorporates a short wheelbase, low 


cab floor and short turning radius. 


March 12-19—Oakland Automobile Dealers 
Assn., Oakland, Calif. 

March 13-15 — Plymouth, 
and 14 dealers in Marshal! County, Ind. 
Centennial Auditorium, Plymouth, Ind. 

March 14-2i—Rochester Automobile Deal 
ers Assn., Rochester, N. Y 

March 14-22—Chicago Automobile Show, 
International Amphitheater, Chicago. 

March 21-29—Motor Car Dealers Assn. of 
San Francisco, San Francisco. 

March 27-29—Columbia City Chamber of 


Ind. Pilot-News 


Commerce, 4-H Fair Grounds, Columbia 
City, Ind. 


April 4-11 — Canton City Auto Dealers 
Assn., at Canton Memorial Auditorium, 
Canton, O. 

April 6-11 — Sioux City Automobile Deal- 
on Assn., Municipal Auditorium, Sioux 

ity. 

April 6-11 — Denver Automobile Dealers 


Assn., Denver Auditorium-Arena Bldgs., 
Denver. 

April 22-26—Long Beach Junior Chamber 
of Commerce, World Auto Show, Long 





Beach Municipal Auditorium, Long 
Beach, Calif. 


Aftermarket Shows 
March 9-10—Canadian Automotive Whole- 
salers & Mfgrs. Assn., King Edward 
Hotel, Toronto. 
March 26-29—Southwest Automotive Show, 
Automobile Bldg., Fair Park, Dallas. 
* 


* * 
General 
March 9-10 — National Truck Leasing Sys- 
tem, spring conference, Ambassador 


Hotel, Los Angeles. 


April 4-9—''Easter Parade of Stars’’ Au- 
tomobile Show, Waldorf-Astoria Hotel, 
New York. 


April 4-12—International Motor Sports 
Show, Grand Central Palace, New York 
City. 

April 21-24—Middle Atlantic Regional Au- 
tomotive Show, Commercial Museum, 
Philadelphia. 

April 22-May 3— International 
Show, Turin, Italy, 

May 22-24 — Southeast Automotive Show, 
Miami, Fla. 

Nov. 9-12—American Petroleum Institute 
meeting, Conrad Hilton Hotel, Chicago. 


Motor 


Gogan, Cuneo Assigned 


John Gogan has been appointed 
new-car sales manager of Ernest 
Ingold Co. (Chevrolet), San Fran- 
cisco, according to George Olsen, 
vice-president and general sales 
manager. Louis Cuneo takes over 
Gogan’s former assignment as man- 
ager of the used-car department. 


THEY CERTAINLY GET AROUND 


—these millions of car-owning families 


BH+G BUYoL06IcaL BRIEFS 


¢ ONE OR MORE AUTOS are owned by 87.1% 


of BH&G families. 


¢ TWO OR MORE AUTOS are owned by 15.9% 


of BH&G families. 


« WHEN BUYING NEW TIRES, 8 out of 10 
BH&G families buy 2 or more; 3 out of 10 buy 


a complete set. 


with BUY on their minds! 
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They're Off! — 


Behind the wheels of their “‘cars,"’ which will take them on an imaginary trip across 
the highways, these students at a New York City school are getting all the training 
necessary to make them full-fledged drivers, without leaving the classroom. This is 
possible with a new device called the Drivotrainer, developed for the school system 
by an insurance firm. One instructor teaches 15 pupils simultaneously through use 
of movie films and car controls which simulate the real thing. 


The back pages of every issue of AUTOMOTIVE NEWS contain the WANT AD 


Section. Others are profiting from AUTOMOTIVE NEWS WANT ADS! Are you? 


O the people who read Better Homes & Gardens, 
T a car is as much a part of daily living as 
a home. In fact, these 334-million families 
drive some 100 million miles a day! Their spread 
out, suburban life demands constant driving. And 


they have the incomes that such driving requires. 


Highways & Safety... 


Students Take Wheel 


By Ed Janicki 
Staff Writer 

_. think it impossible for one 

instructor to place 15 students 
in 15 different cars and teach them 
how to drive simultaneously. Well, 
it’s being done. The cars can even 
take the students 
scooting along the 
highways. 

While this may 
sound like a fairy- 
land fantasy, it is 
serious business 
with hundreds of 
pupils in the New York City school 
system who are studying conscien- 
tiously to become the sane and safe 
drivers of the future. The cars that 
can “whiz along the highways” are 
part of a revolutionary new train- 
ing device that enables an in- 
structor to give “behind-the-wheel” 
driving lessons in one room. 

Believed to be the first instal- 


or professional men. 





agin Classroom ‘Cars’ 


lation of its type in the country, 
the Drivotrainer, developed by 
Aetna Casualty & Surety Co. for 
the schools, consists of 15 small 
cars equipped with all controls 
used in a standard automobile. 
The undersized autos resemble 
electrically controlled “bumper 
ears” which are often seen in 
amusement parks, except they don’t 
have the rubber bumpers used to 
absorb shock when cars “crash.” 


* + + 
‘Grueling’ Traffic Tests 
TUDENTS learn to meet the 
various traffic situations by 
“driving” the cars on highways de- 
picted by a motion picture camera 
on a large screen at the front of 
the classroom. The way a student 
“drives” his auto is automatically 
recorded on a control unit at the 
rear of the classroom, enabling the 
instructor to correct a certain bad 
driving habit. 
The Drivotrainer enables inex- 


Over a million BH&G family heads are executives 


Most important, BH&G screens the nation for only 
such people. Because BH&G is devoted exclusively 
to practical ideas on what to try, what to BUY, to 
make family life more enjoyable. Which means 


that every reader approaches every issue and every 





ad with extra interest that means extra-large sales! 


MEREDITH PUBLISHING COMPANY Des Moines, lowa 
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perienced youths, without risk to 

themselves or others, to be 

trained for everyday driving, and 
| provides a method of drilling 

pupils to react automatically and 
| correctly in meeting highway 
| emergencies. 

Controls and instruments on the 
Aetnacars have been designed to 
| match those of standard autos. Be- 
sides steering wheel, gear - shift 
jlever, clutch and brake pedals and 
| accelerator, the cars have a speed- 
|ometer, turn indicator, high-low 
| beam light switch, ignition key and 
|starter button. There is even an 
|adjustable driver’s seat. 
| Instead of an engine, however, 
the cars have under their hoods a 
complex nest of electro-mechanical 
devices engineered to duplicate 
realistically the controls on an auto. 

* * a 


| Controls ‘Grade’ Students 


N ELECTRIC motor whirls as 

you depress the starter button, 
and the more you step on the gas 
pedal, the louder the “engine” gets. 
When the clutch is let up too fast, 
the engine “stalls.” Everything else 
is so rigged up as to simulate the 
real thing. 

At the master control unit in 
the rear of the room, the watch- 
ful eye of the scoring mechanism 
records the way each student 
uses the devices in more than 30 
operations. It measures reaction 
time with split-second accuracy, 

In drilling for emergency situa- 

tions, a student’s ability to hit the 
brake and steer properly at the 
same time can be recorded on the 
scoreboard. Throughout the Drivo- 
trainer courses, students have their 
skill checked on as many as a 
thousand operations. 


Twenty-two films are used for the 
classroom studies. Starting out with 
the very fudamentals of driving, 
the films progress into all phases of 
the more complex highway situa- 
tions, such as turning a car around 
on wide and narrow streets, driving 
on hills, parking uphill and down- 
hill, driving in heavy traffic and 
other complicated conditions. 

The films not only provide in- 
struction in the operation of the 
controls in varied traffic episodes, 
but stress proper attitudes that 
make for safe and courteous driv- 
ing. 

* * * 


Michigan Stresses 
Driving Privilege 


More than 1,300 posters remind- 
ing motorists that “A License to 
Drive Is a Privilege—Don’t Lose 
It” have been erected on street-side 
standards in the Detroit area. 


The poster also is being carried 
on standards in other Michigan 
communities and on State high- 
ways, as part of a program to 
make motorists more aware of 
their responsibilities. 

In recent years, the present 
system of written and physical 
examinations and road tests to de- 
termine qualified drivers has been 
called inadequate in Michigan, with 
traffic volume and number of li- 
censed drivers constantly in- 
creasing, according to the Traffic 
Safety Assn. of Detroit. 


On the Spot 
Car Emblem Would Identify 


Young N. Y. Drivers 
They’re thinking of “branding” 
teen-age drivers in New York— 
that is, the cars they drive. 


Under a bill sponsored by Senator 
Thomas C. Desmond, of Newburgh, 
minors would be required to dis- 
play a round red emblem on the 
family car every time they use it. 


“The ‘red ball’ would warn other 
drivers that a youngster is at the 
wheel,” explained Desmond, who is 
pushing the bill as a means of cut- 
ting the high accident rate among 
teen-age drivers. 

The emblem would be detachable 
for the convenience of older 
drivers. 


Theft Costs Dealer $163 ; 


Competitor Gives Up $1 

Burglars raided Lodge Chevrolet 
Co. and Hill-Soldal Pontiac Co., 
Medicine Lodge, Kans., getting 
$163.78 from the Pontiac firm. 

At Lodge Chevrolet, the thieves 
pried hinges off a safe but failed 
to gain entry. They netted a lone 
dollar bill. 
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WHEEL BLOCK—A new heavy-duty truck | 
made of cast 


and trailer wheel block, 
alloy steel, is offered by Calumet Steel 
Castings Corp., 1636 Summer St., Ham- 
mond, Ind. Designed to hold heavy ve- 


hicles and loads with ease, the Casteel | 


block is furnished with cast-in holes on 
the bottom plate to permit nailing to 
freight car or truck floors, shipping plat- 


ing to the company. 


* * * 


Louisville Firm Offers 


Dealer Business Forms 


Modern Selling Methods, Inc., 
Box 666, Louisville 1, has an- 
nounced three handy dealer forms 
for new-car trading, used-car ap- 
praisal and service orders. 

A “Let’s Trade Proposal” sheet 
shows the price of the new car 
delivered, including accessories and 
taxes; the allowance offered for the 
car traded in, and the net differ- 
ence. 

The car appraisal form is de- 
signed to assure a fair trade by 
informing the car owner of all 
necessary repairs and by listing 
spare tires, radios, tools and other 
items to protect the dealer from 
losing these articles after the deal 
has been closed. The service order 
form contains space for 30 entries. 


* * * 





PISTON KNURLER — Improved piston 
knurler, Lubri-Sizer No. 195, has been 
announced by Groove-Rite, of Farmington, 
Mich., manufacturer of knurlers, piston 
lathes and similar machinery. No. 195 is 
described as a precision machine for pro- 
fessional use that will knurl pistons up to 
and including 6% inches. It has air-con- 
trolled pressure, full floating action and 


positive support by roller anvil operation | Steam-jet cleaner 


inside the piston, Groove-Rite says. 





| the use of die castings in the body of the 
unit and a one-piece signal arm, says the | 








NEW PRODUCTS 





A SAFETY NECESSITY 
FOR ALL 
AIR BRAKE SYSTEMS 







SAFE Aik PRESSU' 


FROM MONROE—The Wig-Wag, an air- | 
forms, etc., to insure positive blocking of | operated low air pressure indicator, is 
heavy equipment during shipment, accord- being offered by Monroe Standard, Inc., 
the | 


Galion, O. The new model retains 
same design and method of operation as 
previously, but has been streamlined by 


firm. 


© s * 





TWIN EXHAUSTS — New dual exhaust 
sets for Ford cars and trucks, Mercurys 
and Oldsmobiles are being distributed by | 
Maremont Automotive Products, Inc., 75 E. 
Wacker Dr., Chicago. The sets reduce back | 
pressure by doubling exhaust system ca- 
pacity, says C. A. Klaus, sales director. 
Performance is greatly stepped up because 
of the free flow of gases from the engine 
block to the rear of the car, according to 
the company. 


* * * 


Livingstone Issues 


Booklet on Cleaners 

A booklet describing the firm’s 
and Hydrajet 
cleaner has been published by Liv- 


|dry steam for indoor cleaning jobs, | 


|cleaning of heavy equipment. 


ucts 


| velopment, 








LUMINOUS ROAD SIGN—Noah Gresham, wholesale manager of White Motor Co., 
Cleveland, displays a miniature of the new luminous road sign developed for truck 
sales outlets as part of a distributor identification program launched by the company. gives a soft, mellow tone to the exhaust 
The oval is eight feet wide and overall size is seven by 91 feet. The sign is done| without harming cor performance, it is 
up in three colors and is designed for excellent night visibility, the company says. 
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ingstone Engineering Co., of 100] 
Grove St., Worcester, Mass. | 
The steam-jet uses high-pressure 





while the 
pressure 


Hydrajet combines high- 
water and detergent for 


| 





| 
ROOF VENTILATOR—A _ new power- | 
driven roof ventilator for panel delivery 
trucks has been introduced by Evans Prod- 

Co., Plymouth, Mich. The ventilator | 
| pressurizes the interior of the truck, pre- | 
vents dust and dirt from entering through | 
cracks around doors and windows, and | 
insures a constant supply of clean et, | 
according to Evans. 


| 


* * a 


Harnischfeger Issues 


Booklet on Diesels 


A booklet on diesels has been 
published by the P&H diesel divi- | 
sion of Harnischfeger Corp., Crys- | 
tal Lake, Ill. | 

Entitled, “What You Should | 
Know About Diesel Engines,” it | 
records the diesel engine’s de-| 

compares it with a 
gasoline engine, explains its opera- 
tion and reports latest advance- | 
ments. 


| 


| 





FLOOR TRUCK—AIll Steel Welded Truck 


Co., Rockford, Ill., has announced its new 
Clark heavy-duty Model CB floor truck. The 
new model is made of two arc-welded 
steel frames without any bolts or loose 
joints, and has rounded corners for safety. 
The flush- mounted renewable deck is 
sandwiched between the frames and pro- 
tected by as many as eight cross-mem- 


bers per truck, states the firm. 


* * * 


Elston Describes Heater 


Specifications of the Elston cargo | 
space heater— Model X-600 and 
Model X-500—for semitrailers and 
truck vans are outlined and il- 
lustrated in a new two-color stuffer 
issued by Rue R. Elston Co., St. 
Paul. A section is devoted to heater 
assembly parts, with construction 
specifications on material and de- 
sign. It is available from Rue R. 
Elston Co., 2375 University Ave., 
St. Paul 4, Minn. 





RESONATOR — Porter Muffler Mfg. Co., 
Inc., 11820 W. Olympic Bivd., Los Angeles 
64, announces production of a small, com- 
pact, dual-chamber resonator for all makes 
of automobiles. Installed behind the main 
muffler in the tail pipe, the resonator 


said, 


| 12-speed 


New Lightweight Finisher 
Offered by Detroit Firm 

A new lightweight reciprocating 
air-powered finisher is announced 
by Detroit Surfacing Machine Co., 
1333 E. Eight Mile Rd., Detroit 20. 


The Model J-R, weighing four} 
pounds, features an automatic 
mist-type water spray for wet 


sanding and abrasive holder for| 
attaching several sheets of sand- | 
paper at one loading, the firm says. | 

A slide for attaching sanding 
pads is said to allow up to a two-| 
inch off-center adjustment. 


* * + 


DRAIN OIL REFINER—Used oil can be 
| salvaged with this 110-volt re-refiner, 
which distills, activates, neutralizes and 
| filters 25 quarts per hour. Scot Mfg. Co., 
| 1412 W. Glenoaks Ave., Glendale, Calif. 
| * * 

Storage Catalog 


| Precision Equipment Co., 3712 N. 
|Milwaukee Ave., Chicago 41, has 
published a catalog featuring steel 
shelving, lockers and other storage 
| and maintenance equipment for in- 
| dustrial and institution use. 


* * * 





HYDRAULIC RAM—Flex-O-Power is con- 
structed of high-strength aluminum alloy. 
The ram is 11 inches long and provides 
| length adjustment from 11 to 56 inches. 
| Bear Mfg. Co., Rock Island, Ill. 


* * * 


Lathe Bulletin 


South Bend Lathe’s new 16-inch 
lathe is described in a 
two-color bulletin, 5302. A copy 
may be obtained from South Bend 
Lathe Works, 425 E. Madison S&t., 
South Bend, Ind. 
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RUBBER LUBRICANT—This tire and tube 
mounting compound is a blend of vege- 
table oils. When water is added, the re- 
sulting fluid becomes a rubber lubricant. 
It also is used to lubricate rubber bush- 
ings, fittings and spring shackles. Murphy- 
Phoenix Co., 9505 Cassius Ave., Cleveland. 


* * a 


Torque Converter Folder 


The story of the General Motors 
torque converter, now an integral 
;}part of a number of GM diesel 
engine models, has been published 
by the Detroit Diesel Engine Di- 





REPLACEMENT TRUNK MAT—For used- 
this mat costs con-| 


car reconditioning, y - 
siderably less than original equipment) Vision, 13400 W. Outer Drive, De- 
mats, the company claims. The mats are|troit 28. The folder shows the 


available in rubber or all-felt lining. Mats | horsepower characteristics of diesel 





Unlimited, 613 N. Vermillion St., Dan-| engines and photos of torque con- 
ville, Ul. verter units at work. 
* * * e * * 





MOPAR SALES AIDS—Display and sales aids for merchandising parts and acces- 
sories are being featured by the MoPar division of Chrysler Corp., P. O. Box 1718, 
Detroit 31. One of the division's sections consists of a show window displaying MoPar 
merchandise arranged against a background of seasonal decorations. In another 
booth is a display of dealer sales aids, including outdoor and indoor signs, counter 
and floor displays, direct-mail pieces and an assortment of decals, transparencies and 
other promotional moterial. 
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(Continued from Page 29) 


ern dealers to come to the Miami 

convention next year. 

And showing truck equipment in 
a tent show in the south would 
enable a “working” show, that 
would not only show the equipment | 
but demonstrate how the products 
work on various makes of vehicles. | 

I may be a little “hopped up” | 
on the idea, but I really think that | 
1 tent truck-equipment show, in| 
conjunction with the shop equip-| 
ment show and the NADA conven- 
tion, has some worthwhile possibili- | 
ties. 

So now that I have gone out on 
a limb on these two ideas, it might 
be the right and safe thing for me 
to stay in Honolulu, instead of get- 
ting back just about the time this 
issue hits the street. 

* * ok 


Three Friends 
gtd before I ring down the cur- 
tain on this blast, it is only 
right that I should say a few words 
about three men who have recently 
gone across that last great divide 
that takes us out of this earthly 
misery and each of whom has 
played an important part in my| 
early automotive life. 

Henry Ewald, head of the agency 
that bore his name, was the first 
man I went to for a job when as a/| 
green country boy I came into the 
big city looking for a job in ad- 
vertising. Henry and his partner, 
Frank Campbell, then had a little 
agency with a few accounts and | 
had just gotten the General Motors 
account. He didn’t hire me, but I! 


940,000 Jobs Set | 
Alltime Record 
In Auto Industry 


DETROIT.—The automotive in- 
dustry established the highest em- 
ployment mark in its 57-year his- 
tory during January, according to 
George W. Mason, president of the 
Automobile Manufacturers Assn. 

A total of 940,000 workers was 
employed in motor vehicle and 
parts plants in January, Mason 
said, topping by 4,000 employes the 
previous high of 936,000 set in 
March, 1951. 

Figures of the Bureau of Labor 
Statistics established employment 
at 892,000 persons in November, | 
1952. Industry statisticians esti- | 
mate that this figure rose to 920,000 
in December with another 20,000 
employes added in January to} 
establish the new mark. 

The highest comparable peak 
during World War II was estab- | 
lished in January, 1944, when 827,- | 
000 workers were employed in man- | 
ufacturing war material in motor | 
vehicle, body and parts plants. 











YES, DO A 


DOUBLETAKE 


AT THIS... 


COMBINE 
YOUR 
VACATION 
With Your 


SPRING 
CAR 
BUYING! 


Nowhere will you find as clean, as 
big, as well serviced, a fleet of luxury 
cars (over 500) under one roof as 
Couture’s. Take yourself to fabulous 
Miami Beach and at the same time 
find yourself remarkable and irre- 
sistible values in these “like new" 
cars —all models! Save time — yes, 
save money too. Call, Write or Wire 
(Teletype MM79) NOW... 


COUTURE 
CAR RENTALS 


<i 


Miami Beach, Florida 
Miami Beach's Oldest & Largest 





have been in more or less intimate 


!contact with him up to the time of 


his passing—he was the papa of the 
advertising club and when I ran 
the Daily SAE on board the No- 
ronic for two years—the first daily 
paper to ever be published on board 
a lake boat—Henry was my Editor. 


Charlie Hughes, secretary of 
Detroit Athletic Club, selected me 
as one of five men to work on 
that publication before the first 
issue went to press. I was with 
Timken then. 

And Mel Adams, our own edi- 
torial lookout in Chicago, was my 
first mentor in the advertising 
business. I hired out to the Carl 
M. Green Co. after my first talk 
with Ewald, and Charlie Steel put 
me to work as an understudy to 
Mel on publicity writing. Mel has 
been my close friend ever since, and 


|we have put in approximately a 


quarter of a century working for 
the same outfits. 

These three guys tried their best 
to teach me something about writ- 
ing—I might add with little success. 


Po 


GET 50% 
MORE 
PROFIT 


ON YOUR 
UNDERCOATING 
JOBS 


bees. 


50% More Jobs 
Per Drum 


Nokorode is concentrated—no excess 
solvent. You spray Nokorode to 1/16” 
thickness —and it dries to almost 
1/16”. It’s made entirely by Lion un- 
der U. S. Patent 2393774, assuring 
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Looking to Sales— 


A tire undergoing a bruise-resistance 
test holds the attention of H. A. Cunning- 
ham, B. F. Goodrich sales representative 
from Houston, and G. Kahnweiler, assistant 
division manager in charge of tires, bat- 
teries and accessories for Continental Oil 
Co. Kahnweiler 15 other Conoco 
representatives flew to Akron from their 
home base in Ponca City, Okla., to discuss 
1953 retail sales and merchandising plans 
for Goodrich products. 


and 
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UNDER-CAR SEAL 
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Easier Application . . * 


Nokorode is uniform for smooth ap- 
plication— no troublesome “blobs” 

. flows freely permitting steady pres- 
sure in the gun. There’s no lost time 
due to lost pressure. 


1953 | 


By M. L. Schwartz 


Staff Correspondent 


OTTAWA.—Canadian truck deal- 


|ers may look forward to a better 


market for trucks from the farmer 
during 1953, according to informed 
sources, 

Observers feel that farmers may 
have the cash available for such 
purchases in view of record crops 
gathered in western Canada. An- 
other factor cited is the scheduled 
opening of the United States mar- 
ket to Canadian cattle and other 
meats on March 1. 

During the last 10 years, three 
times as many trucks have been 
bought by farmers, and this trend 
is expected to accelerate further. 
There will be a continuing good 
demand for farm products in 1953, 
observers feel, although some price 
reductions may occur. 

It is also thought that there will 
be an increased export of farm 
produce during the year, following 
the Commonwealth Economic Con- 
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ER AND SILENCER 


Cost 


controlled uniformity, controlled qual- Nokorode is stable, made of highly Neme. 
ity. Nokorode goes 50% farther, yet compatible materials—won’t separate 
costs no more than ordinary under- in storage, won’t clog guns or hoses. 
coatings. That means 50% more pro- You avoid unnecessary clean-up jobs Address 
fit for you. —you save man-hours and money. 
Made and Guaranteed By City 
LION OIL COMPANY a 


EL DORADO, 





ARKANSAS 


Trucks for Canada Farms 


Dealers Prepare to Meet Increased Demand 
Amid Boom in Agriculture 


FREE! Details on how to increase 
undercoating profit. 


LION OIL COMPANY 
El Dorado, Arkansas 


Please send information on higher 
profits with LION NOKORODE. 












|ferences recently held in London, 
| Ont, 

Western truck dealers are report- 
|ed to be getting ready for the 
expected increased sales. Many are 
asking for increased shipment of 
trucks, and are planning increased 
advertising expenditures and other 
promotional media on a large scale. 


2 Canada Auto Firms Get 
$10 Million War Work 


OTTAWA.—Defense contracts to- 
taling more than $10 million were 
awarded to two auto firms in 
Canada last week, it was an- 
nounced by the Canadian Govern- 
ment. 

General Motors of Canada was 
given a $6,200,000 assignment for 
2%2-ton cargo trucks and $1 million 
for spare parts. Chrysler Corp. of 
Canada got an order for $3,050,000 
worth of %-ton cargo trucks and 
$800,000 for parts. 
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Mapping Packard Strategy— 


Sales executives of Packard met last week with outstanding dealership salesmen 
at Edgewater Park, Miss., to map merchandising plans. At the head table (from left) 
are Clark E. Broderick, sales promotion manager; L. D. Rambeau, sales training 
manager; Robert W. Straughn, merchandising manager; F. J. Walters, general sales 
manager; Roy Abernethy and Frank Frost, assistant general sales managers, and Wil- 
liam E. Osband, national used-car manager. 





Wondering how new-car and truck production and sales are making out? AUTOMO- 
TIVE NEWS gives you the entire story, plus many other pertinent facts concerning the 
automotive industry, every week throughout the year. 
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E. P. O’Connor as manager of the 
company’s truck sales in the 
Minneapolis district. 


O’Connor formerly served as one 
He succeeds R.| of two assistant district truck man- 


Fred Inman, plant controller of 
Ford’s Atlanta assembly plant, has 
been elected chairman of Ford Mo- 
tor Co.’s Atlanta community rela- 
tions committee. 
H. East, Atlanta district sales man- agers in Minneapolis, and succeeds | 
ager, who served as chairman for) F, H. Shafer, who has resigned to 


a@ year. | enter business on the west coast. 


* * * 


* * * 


Bedford Becomes Trustee 
Of Rensselaer Institute 


Clay P. Bedford, president of 
Chase Aircraft Co., Inc., and execu- 
tive with other Henry J. Kaiser en- 
terprises, has been elected a trus- 
tee of Rensselaer Polytechnic In- 
stitute, it is announced by Dr. 
Livingston W. Houston, president. 

Bedford, an engineer, is a 1925 
graduate of the Troy (N. Y.) school. 


* * * 


IH Picks O’Connor to Head 
Minneapolis Truck Sales 


W. A. Riggs, International 
Harvester’s northwest regional 
truck sales manager at Chicago, 
has announced the appointment of 


| 
| 
Schrader’s Names Huffman 


To Sales Post in West 


Clarence M. Huffman, a repre- 
sentative of A. Schrader’s Son, 
division of Scovill Mfg. Co., Inc., 
Brooklyn, N. Y., has been ap- 
pointed manager of accessory 
sales for the Pacific coast branch. 


John Hoerger, Pacific coast 
manager, has retired after 38 
years with Schrader. 

Richard C. Maxwell, a repre- 
sentative in the southeastern 
states, has been transferred to 
Los Angeles as manager of the 
branch there. He also will be in 
charge of manufacturers’ sales on 
the west coast. 


William C. Clen-Dening has 








Now! Thompson Center Bearing Hangers 
for all trucks— 





Thompson Light-Medium Duty Hanger 





Thompson Heavy Duty Hanger 


LIGHT... 
MEDIUM... 
and HEAVY DUTY 


© Standardization—with fewer propeller shaft 
lengths 


© Quick installation without precise positioning 
@ Insulation from drive line and frame noise 


@ Longer bearing life, greater capacity 


HE great service advantage of the new Thomp- 

son midshaft bearing hanger is now available 
for light and medium as well as heavy duty vehi- 
cles. The new light-medium duty design operates 
in the same manner as the heavy duty design. It is 
so flexible that shimming for precise positioning is 
unnecessary. Two simple snap rings retain bearing. 
Free swinging arms and tandem rubber bushings 
eliminate cramping and thrust loading due to frame 
twist and drive line movement. High frequency 
vibration is reduced. Cab is insulated from noise. 


Learn how these two new Thompson hangers 
can cut production and distribution costs, improve 
“in service” operation. Write Thompson Products, 
Inc., 7881 Conant Ave., Detroit, or telephone 
WA 1-5010. 
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joined Schrader as special as- 
sistant to Garvin A. Drew, gener- 
al sales manager. 

+ * * 


White Motor Appoints 
2 Branch Managers 


Earl H. Lewis has been named 
branch manager for White Motor 
Co. at Philadelphia, according to 





E. F. Hobbins, eastern vice-presi- 
dent. Lewis had been manager of 
sales training in Cleveland for a 
year. 

E. S. Hoke, former assistant to 
the sales vice-president, has been 
named manager of the Cleveland 
branch, according to M. H. An- 
derson, Cleveland regional man- 
ager. P. J. Gallagher, former 
branch manager, becomes special 
assistant to the regional manager. 

* * * 


Stevens Superintendent 


Of Buick Jet Plant 


Appointment of C. B. Stevens as 
superintendent of Buick’s jet en- 
gine assembly plant at Willow 
Springs, Ill, has been announced 
by Guy D. Briggs, plant manager. 
Stevens for 18 months, had been 
working on layout and design of 
the plant. 

Briggs also announced the ap- 
pointment of L. H. Renner as gen- 
eral assistant superintendent in 
charge of assembly at Willow 
Springs, and of C. M. Robert as 
general assistant superintendent in 
charge of machining operations. 
Levi R. Grandy, a Buick staff en- 
gineer, has been appointed super- 
intendent of engine tests. 


Aro Appoints Singleton 


Midwest Region Aide 


Dan Singleton has been ap- 
pointed midwest regional manager 
of Aro Equipment Corp.’s lubricat- 
ing equipment di- 
vision, 

Early in his 
sales engineering 
career, Singleton 
took a job with 
Rockwell Mfg. 
Co., of Pittsburgh. 
He gained experi- 
ence in automo- 
tive jobber work 
as representative 

P of two pump and 
Dan Singicton meter manufac- 
urers, and was with Saylor-Beall 
Mfg. Co. before his recent Aro 
appointment. 

In his new position, he will work 
with automotive and farm jobbers 
to develop promotional programs. 

+ * * 


Walker Named Manager 


Of Mack Bus Division 


R. W. Walker, a vice-president 
of Mack Motor Truck Corp., New 
York, has been named manager 
of the company’s bus division, it 
is announced by H. W. Dodge, 
executive vice-president. 


Walker joined Mack in 1924 
and during the late ’20s was re- 
sponsible for the sale of many of 
the first buses used by the major 
bus companies of New York. In 
1930 he converted the Grand St. 
and Ave. B streetcar lines to bus 
operation. 


He has served the company as 
sales manager of various district 
and division offices. 

* a * 


New B-W Research Division 


To Be Headed by Black 


Appointment of Ernest L. Black 
as manager and John P. Selberg 
as chief engineer of the new petro- 
mechanics research division of 
Borg-Warner Corp. has been an- 
nounced. The division, which was 
organized primarily to direct the 
development of an earth-penetrat- 
ing drill that utilizes acoustic vi- 
brations, will be located at 10663 
Burbank Blvd., North Hollywood, 
Calif. 

Black was acting manager of 


(Continued on Page 39, Col. 1) 
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the manufacturing division of Pa- 
‘ific Airmotive Corp. before joining 
Borg-Warner. Selberg was chief 
ngineer of the IDECO-Torrance, 
Calif., division of Dresser Equip- 
ment Co. 


{merican Brakeblok Adds 


Oldfield to Sales Staff 


Appointment of Edgar Oldfield 
as a sales representative has been 
announced by M. B. Terry, execu- 
tive vice-president of the American 
Brakeblok division, American 
Brake Shoe Co. 

Oldfield joins Ray Podmore in 
covering southern California and 
Arizona, with headquarters’ in 
American Brake Shoe office at 3355 
East Slauson Ave., Los Angeles. 
Oldfield was a factory representa- 
tive for an automotive manufac- 
turer, working out of Sacramento, 
Calif., before joining American 
Brakeblok. 

* ob * 


Evans Assistant Manager 


Of L-M at Jacksonville 


Appointment of David C. Evans | 


as assistant manager of the Jack- 
sonville (Fla.) district sales office 
of Lincoln-Mercury has been an- 


nounced by Joseph E. Bayne, gen- | 


eral sales manager. 


Evans, who had been manager | 


of the administrative department 
of Lincoln-Mercury’s general sales 
office in Detroit since 1947, will 
assist J. B. Gloer in the administra- 
tion of sales in the Florida area. 

Succeeding Evans will be Thomas 
A. Griffith, former assistant admin- 
istrative manager. 

* oF * 


Six Chrysler Mechanics 


Receive Promotions 


Six promotions in the master 
mechanic’s division of the Chrys- 
ler division’s Jefferson and Ker- 
cheval plants in Detroit have 
been announced by A. M. Flem- 
ing, manufacturing  vice-presi- 
dent. 

Marshall Hughes, former mas- 
ter mechanic of the Kercheval 
plant, was named general master 
mechanic of the Jefferson and 
Kercheval plants. Walter 
Mathews was promoted from as- 
sistant master mechanic at the 
Kercheval plant to master me- 
chanic, replacing Hughes. 

Charles Thiede, former master 
mechanic of the Jefferson plant, 
was placed on special assignment 
to the general master mechanic 
of the Jefferson and Kercheval 
plants. 

Arthur Susick, former assistant 
master mechanic at the Jefferson 
plant, was named master me- 
chanic of the plant. George M. 
Bushey was named assistant mas- 
ter mechanic of the Kercheval 
plant, and Camille Roy was pro- 
moted to assistant master me- 


chanic of the Jefferson plant. 
* ~ * 


Wells Made Southwest Rep 


For L-O-F Fiber Glass 


Mark Joseph Wells, who opened 
the second special sales office for 
the fiber glass division of Libbey- 
Owens-Ford Glass Co. in Chicago 
last year, has been named field 
representative for superfine fiber 
glass sales in the St. Louis area 
and southwest region, according to 
C. F. Hegg, sales manager. 

The St. Louis sales office will 
work with John T. Shute, district 
sales manager in Chicago. 

* * ~ 


White Distributor Council 


Makes Shipp Chairman 


Appointment of W. I. Shipp, 
Richmond, Va., as chairman of 
the eastern region distributor 
council of White Motor Co. is an- 
nounced by E. F. Hobbins, 
eastern vice-president. Shipp, is 
sales manager of Eubank-White 
Truck Corp. 


* * * 


Larson Promoted to Head 
Avis Licensee Division 

The board of directors of Avis 
Rent-A-Car System, Inc., has 
elected Paul A, Larson as vice- 
President and general manager for 
the licensee division. 

Warren E. Avis, president, said 
Larson’s election was the first 
move in an expansion program de- 


Auto Personnel 


(Continued from Page 38) 





|signed to spread the system of | 
| Avis franchise holders to all parts | 
of the world. | 
Larson's duties include policy, 
operations and sales promotion in-| 
volving Avis licensees. He had been 
sales manager of the division. | 
+ + + 


Strain Gets La. Post 


Richard M. Strain has been ap-| 
pointed district manager of Univer- | 
sal C.I.T. Credit Corp.’s office in| 
| Bogalusa, La., according to C. E.| 
| Wilson, vice-president in charge of | 


| the division office in New Orleans. 


| Heads Scouts 


| Los Angeles Council Picks 


Leonard Firestone 


Leonard K. Firestone, president 
of Firestone Tire & Rubber Co. of | 
California, is the new president of 
the Los Angeles council of the Boy 
|Scouts of America. 

Firestone, has been a volunteer | 
in Los Angeles scouting since 1944. | 
|The local council is the fourth- | 
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Studebaker's Skillman Gets Polio Award— 





Lester Rawlins (third from left), manager of radio station KDKA in Pittsburgh, | 


presents the ‘‘Life Can Be Beautiful Polio Award" to S. A. Skillman, chairman of 
the 1953 March of Dimes campaign and regional manager of Studebaker. Observing 
are Harry Montgomery (left), chairman of the Allegheny County chapter of the 


National Foundation for Infantile Paralysis, and Evelyn Gardner (right), KDKA 
commentator. soot a _ ; 
largest in the world, with a|jamboree at Irvine Ranch near 


membership of 47,448 boys and|Santa Ana, Calif. 
leaders. * * «& 


Los Angeles will serve as host to 3 Appointments Announced 
the national meeting of the Boy} “ » . 
Scouts July 16-17, to be followed) By Goodrich Chemical 
immediately by the national| M. W. Osborne jr. has been 


39 


named international sales man- 
ager; George B. Koch, advertising 
manager, and J. S. Wolff, agricul- 
tural chemical staff representative 
of B. F. Goodrich Chemical Co., 
according to J. C. Richards jr. sales 
vice-president. 

Osborne, former advertising man- 
ager, has taken over the position 
vacated by O. E. Isenburg, who has 
been made sales manager of Har- 
mon Colors. 

Koch was agricultural chemical 
staff representative, while Wolff 
was Washington representative. 

* * @ 


3 Chrysler Inspectors 


Named in Promotions 


Three promotions in the inspec- 
tion division of the Chrysler di- 
vision’s Jefferson and Kercheval 
plants in Detroit have been an- 
nounced by A. M. Fleming, manu- 
facturing vice-president. 


Paul F. Lambert, chief inspector 
of the Kercheval plant since 1945, 
has been named general chief in- 
spector of both plants. William 
Lewis was promoted to chief in- 
spector of the Kercheval plant and 
ear building division, and Allan C. 
Lewis was named assistant chief 
inspector of the car building di- 
| vision. 





Profitable Distributor Franchises for various types of Her- 
cules equipment are available in some areas. Investigate now. 
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By George Deery 
Associate Writer 

Kevin B. Sweeney, vice-president 
of Broadcast Advertising Bureau, 
got his Irish up over a recently 
published statement by the general 
sales manager of a large auto firm 
that it couldn’t trace direct sales 
to its advertising. 


“We who sell advertising—par- 
ticularly media representatives 
and ad agency people—had better 
start accumulating more facts 
showing that this $6 billion an- 
nual investment business makes 
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Affecting Factories and Dealers... 
Auto Advertising 


each year in advertising, actually | their business actually comes from | 
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| sells merchandise, often despite 
| the advertiser and his retailer,” 
| Sweeney declared. 


“If it weren’t for the deeply em- 





advertising creates in customers, 
the poor planning and inept sales 
training of many advertisers would 
bankrupt them in a year,” he told 
the fifth advertising seminar spon- 
sored jointly by the Advertising 
Club of Baltimore and the Women’s 
Advertising Club of Baltimore. 
Sweeney contended that “too 


Michigan 
California 
Company, Ltd., Windsor, Ontario 









many advertisers still have the pre- 
Civil War attitude that all adver- 
tising does is keep their names in 
front of the public.” 

He 
| stations throughout the nation have 
| been doing to show retailers where 
;on items advertised in several 
|media at the same time. 


| He suggested that other media 


and agencies undertake research | 
bedded desire to buy which their| Projects which demonstrate that | vice-president of Ross Roy, Inc., ad 


| “advertising, absolutely unassisted, 
|} can sell any good product.” 
* + + 


Fram Sets TV Date 


Fram Corp. announced last 
week that it expects to sign up 
for television in 38 cities for its 

| “Vacationland America” program 


cited the research that radio | 








which will begin about Apr. 1. 
It will feature John Cameron 
Swayze, news commentator; Mrs. 
Swayze, and their two children. 

“The $1,250,000 promotion is de- 
signed to bring customers into 
registered Fram dealers for illus- 
trated travel books,” the firm 
states. 


* * * 


Ross Roy Promotes Two 
Thomas G. McCormick, executive 


| agency, has announced the appoint- 
| ment of Robert G. Lyon and Albert 

J. Cutting as account executives in 
| the Detroit office. 


McCormick said Lyon and Cut-| 


ting will head up various phases | 


of the agency’s activities on the 
Dodge truck account, under the 


supervision of John L. Thornhill, 


Match any car color 
in a few minutes! 


Prepare only 
paint as you 





as much 
need and 


reduce waste! 





Maintain a low paint 


inventory at all times 











vice-president in charge of the 


account. 

Lyon has been working on th: 
Dodge truck account for the past 
several months since he was move: 
up from product research, which h« 
headed soon after joining Ross Ro; 


| in October, 1948. 


Cutting joined the agency re 


| cently, coming from Brooke, Smith 


French and Dorrance, where he 
was a creative supervisor on sev 
eral accounts. He formerly wa 
associated with Fisher Body and 
Erwin, Wasey & Co., Chicago ad 
agency. 

- * * 


Edgewater News Wins 

The Edgewater News, of the 
Edgewater Ford division assem- 
bly plant, has won the 1952 Ford 
Motor employe newspaper award, 
it has been announced by John 8. 
Bugas, vice-president for indus- 
trial relations. Allen P. Crawford 
is editor of the paper. 


Honorable mention awards 
went to the aircraft engine divi- 
sion, Chicago, Fred Warner, edi- 
tor; Atlanta Ford assembly plant, 
W. R. Praytor, editor; Chester 
Ford assembly plant, W. H. 
Wolfe, editor; Louisville Ford 
assembly plant, Earl Miller, edi- 
tor; Lincoln- Detroit, Kenneth 
Hibbard, editor. 


* * * 


Purolator Boosts Huber 


Appointment of Donald C. Huber 
as sales promotion manager of 
Purolator Products, Inc., oil filter 
manufacturer, Rahway, N. J., has 
been announced by Carlos D. Kelly, 
sales vice-president. Huber formerly 
was assistant ad manager. 


Kelly said that the decision to 
establish a sales promotion depart- 
ment, which will operate under the 
supervision of the ad department, 
is another step in Purolator’s in- 
tensified sales and promotional pro- 
gram on its fuel, lubricating oil 
and other types of filters for autos, 
aircraft, farm implements, and in- 


dustrial uses. 
* * * 


GM Opens New PR Office 

Opening of a new public rela- 
tions regional office in Dallas, 
under the direction of Herbert P. 
Grenda, has been announced by 
Paul Garrett, vice-president in 
charge of the public relations 
staff of General Motors. 

Grenda will supervise activities 
in Texas, Arkansas, Louisiana, 
southern Mississippi, New Mexico 
and Oklahoma. His office will be 
in the Trinity Universal Bldg., 
820 North Harwood. 


Previously with General Motors 
Acceptance Corp. in Chicago, 
Grenda joined the GM public re- 
lations staff in New York in 1947 
and served as assistant regional 
manager in that area until Jan- 
uary, 1950, when he was promoted 
to regional public relations man- 
ager in the Detroit area. 

* = 7 


Devlin Moves 


Robert T. Devlin jr., Philadelphia 
Inquirer representative in New 


York, has moved his offices from 
the Empire State Bldg. 
Madison Ave. 


to 342 





Rubber Nozzle— 


This flexible rubber nozzle, designed 
to prevent scratching of the car while 
gasoline is being poured, has been 
brought out by Goodyear Tire & Rubber 
Co. Called Mar-Not, the nozzle is leak- 
proof and is not affected by gasoline, 
benzol or other petroleum products, 
Goodyear says. 
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4 Look at Dealer Taxes... 





Demonstra 


tors Bone 


Of Contention 


(Continued from Page 20) 


ticipating that result, wants to be 
in position to benefit, should make 
ertain that his records are in 
order. He should, presumably, 
follow the procedures of Latimer- 
Looney Chevrolet, Inc. The cars 
were placed in service immediately 
after purchase and entries re- 


cording the transfers were made} 


on the books. The cars were 
licensed and separately insured and 
the flooring loans on them were 
paid. Accurate records were main- 
tained as to usage and mileage. 
Depreciation was claimed prior to 
sale and the sales were reported in 
the capital gain schedules in the 
income tax returns. 
= + + 


ERHAPS you have already paid, 

or will pay in the future, tax 
deficiencies based on the appli- 
cation of the Stephens decision to 
your tax returns. You should con- 
sult your tax advisor on how to 
keep such items open as long as 
possible for potential refund in 
event the issue is ultimately re- 
solved in favor of the dealers. 

The income tax laws provide 
specifically for only three kinds of 
reserves, bad debts, depreciation, 
and depletion. Generally speaking, 
all other reserves are treated as 
“surplus reserves” or part of the 
earnings, and additions to them 
are not deductible for tax purposes. 


There is one type of so-called 
reserve, however, that may or 
may not have the blessing of the 
tax authorities, and that is the 
inventory reserves. The most 
common are the used-car reserves 
and the reserves for obsolete 
parts and accessories. 

With respect to used cars, if the 


| reserve is a flat percentage of the 
|total inventory account without 
|reference to selling prices, book 
|costs, and market values of the 
‘in the nature of a contingency re- 
serve and additions to it cannot be 
deducted for tax purposes. 
* + + 

F, HOWEVER, the dealer 

normally prices his inventories 
at the lower of cost or market, and 
if the market value of the used 
ears is less than the book in- 
ventory, he might establish a re- 
serve for used-car revaluation 
which, when deducted from the 
asset account in the books, would 
leave an amount equal to the 
correctly priced physical inventory. 
Such a reserve would be a true 
valuation reserve, the additions to 
which would be proper tax de- 
ductions. 

In that connection, it should 
be kept in mind that Treasury 

Department regulations state 
that the proper way to value used 
merchandise accepted in trade is 
at bona fide selling prices less 
the direct cost of selling. Proba- 
bly the majority of dealers take 
into account further recondition- 
ing required and use the whole- 
sale values quoted in published 
price books, or use _ estimated 
selling prices less about 20 per- 
cent. 

Generally speaking, the Internal 
Revenue agents do not upset such 
valuation methods if they have 
been applied consistently. Upon oc- 
casion, however, they do, and then 
the dealer usually learns that the 
value approved by the income tax 
regulations is considerably above 


' 





| individual cars, then the reserve is | 
|DeSoto Factory Dealers Hold Conference— 


Members of the national panel of the DeSoto-Plymouth Factory Dealer Conference met in Detroit for their first business session 
| of 1953. Seated from left are G. R. Perkins, Colorado Springs, Colo.; W. L. Stone, Muskogee, Okla.; R. M. Rowland, DeSoto mer- 
chandising director; C. C. Freed, Salt Lake City; William S. Klitzner, Taunton, Mass.; Paul W. Jones, McKeesport, Pa.; R. C. Somer- 
ville, Plymouth general sales manager; N. J. Koppy, St. Paul, and Wilson T. Kirksey, Birmingham, Ala. 

Standing (from left) are J. B. Wagstaff, DeSoto sales vice-president; J. P. Mansfield, Plymouth president; R. G. Roth, DeSoto 
supervisor of sales training personnel; B. H. Roberts, St. Louis; J. W. Roddy, Wilkes-Barre, Pa.; Tom Murphy, Lubbock, Tex.; Ray 
L. Schappe, Madison, Wis.; A. B. Nielsen, DeSoto eastern sales manager; D. M. Herrick, Los Angeles; E. J. Brodell, Cincinnati; 
James A. Meador, Roanoke, Va.; L. 1. Woolson, DeSoto president; Sidney Stallings, Greenville, Miss.; Roy W. Utley, DeSoto service 


| 











director; Nelson Mintz, Great Kills, N. Y.; E. J. Arnstine, Syracuse; W. C. Flaherty, Chrysler Corp. chief statistician; R. E. Ander- 
son, of Batten, Barton, Durstine & Osborn, Inc., DeSoto’s advertising agency; Paul Herpolsheimer jr., DeSoto western sales man- 
ager; Harold Medow, South Bend; A. E. Kimberly, DeSoto chief engineer; E. W. Brown, DeSoto distribution director, and A. 
vanderZee, Chrysler Corp. sales vice-president. 





usual dealer practice. 

Somewhat similar observations 
might be made with respect to re- 
serves for obsolete or unsalable 
parts and accessories. If the reserve 
is established as a percentage of 
the entire inventory, the offsetting 
deduction is not proper for tax 
purposes. If the reserve is appli- 
cable to certain identified items in 
the inventory, then a valid de- 
| duction may exist. 

The Treasury Department regu- 
lations require that, if a taxpayer 
reduces or eliminates items as 
obsolete when preparing an _ in- 
ventory, he must be in a position 
to prove that he has segregated 
and identified the items in question 
and has either discarded them or 
offered them for sale at reduced 
prices within thirty days of the 
inventory date. 

ca * i 
HERE still seems to be con- 
fusion in the minds of many 








dealers regarding when the finance 
reserve funds are taxable. There 
have been a number of court cases 
on this subject and every decision, 
except one, is in favor of the 
Treasury Department. 

Originally, many people 
thought that the reserve funds 
could not be taxed until the 
money was actually received, 
since their payment was not 
subject to the dealer’s demand 
but could be received only if, and 
after, the customers made 
payment on their contracts. The 
Treasury Department took the 
position, however, that the re- 
serve funds are receivables of the 
dealer, due at a later date, and 
are required to be taken into ac- 
count just the same as the con- 
tracts themselves, or the same as 
a@ service repair charge upon 
which the customer is given long- 
credit terms. 

In 1940 the Board of Tax Appeals 
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The release of this series of Heavy Duty Mufflers by the AP Parts Corporation is 
in accordance with the Truck Noise Reduction Program now being conducted 
by the American Trucking Association. 


The American Trucking Association has long pointed out the need for 
better, quieter truck mufflers. AP now offers you a muffler with all the 


decided the first non-recourse case 
in favor of the government. There 
have been a number of later de- 
cisions, the latest being by the U. S. 
Tax Court in the case of a used-car 
dealer, Ray Woods Used Cars, Inc., 
for the year 1949, decided on Sept. 
30, 1952. 


In that case, the finance company 
agreed to pay to the dealer twice a 
year any excess in the reserve 
account over 7 percent of the un- 
collected balances on notes 
purchased from the dealer. The 
published report on the case states 
that, at the time of the hearing, the 
dealer had never received any cash 
payments out of the reserve ac- 
count. 


The court still held that the bal- 
ance in the reserve account must 
be included in the dealer’s taxable 
income. 









features you want! It was designed and tested in cooperation with 
industry leaders and operating fleets . . . it’s superior to any you've ever 
had . . . engineered for your trucks ... backed by 43 years of muffler 
experience plus extensive field research. 
Here’s what the new AP Heavy Duty Truck Muffler does for you: 
@ |t reduces back pressure to a minimum because of its “‘offset-through” 
design and non-clogging extruded holes. 
@ It lasts longer and lowers cost per mile because of its rugged heavier 







WELDED 
HEADS 


steel construction. 
@ It is safer because its all welded construction and precision fitting 
nipples minimize carbon monoxide danger. 
e@ It is quieter because resonating chambers dissipate objectionable 
noises—silence complaints of law officers and civic groups. 
AP Heavy Duty Truck Mufflers are available for most trucks including 
diesels. Contact your AP wholesaler or write us today for free catalog 
and full information. 


Toledo l, 


cue BP parts CORPORATION 


1051 AP Building ° 
Manufacturers of: MUFFLERS « PIPES « MIRACLE POWER e daft 123 


Ohio 


XU) 











Dealers Present Rescue Boats to R. 1. Towns— 


Three rescue boat units were presented recently to the towns of Warren, Barrington 


and Bristol by the Rhode Island Automobile 


Dealers Assn. Each unit is comprised of a | 


| Del. Bill Seeks Increase 


14-foot aluminum alloy boat with a 7%-horsepower outboard motor and a trailer. 
Discussing features of one of the boats are (from left) Oliver L. Thompson jr., Wil- 


presidents of the three towns; C. George 
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In the Hopper 


Senator Jean C. Boucher has in- 
troduced a bill in the Maine Legis- 
lature requiring motorists subject 
to the financial responsibility law 
to have $10,000 to $20,000 liability 
insurance instead of $5,000 to $10,- 
000. Persons convicted of certain 
traffic violations, and uninsured 
persons responsible for serious ac- 
cidents, now must file proof of 
financial responsibility. 

oa * * 


Utah Legislature Passes 


1-Cent Hike in Gas Tax 


Bills increasing the Utah motor 
fuel tax from 5 to 6 cents a gal- 
lon, to produce an estimated $2,- 
500,000 in additional annual 
revenue for highway construc- 
tion, has been given final passage 


by the Legislature. 
* * * 


Of Driver’s Age to 18 





duced by Senator Walter Baran, 
East Chicago Democrat, while the 


other bill was co-sponsored by 
Robert P. O’Bannon, Corydon 
Democrat, and Floyd Stevens, 


Claypool Republican, The latter 
bill also would set up a deprecia- 
tion formula to be used in prop- 
erty tax assessments and would 
give the power of subpena to tax- 
ing authorities. 

* * * 


Dealer Registration Board 
Gains Backing in Maine 


The Maine Automotive Dealers | 
Assn. is backing a bill filed in the | House of Representatives and sent 
Legislature which would create a|to the Senate would transfer all 
motor vehicle dealer registration | responsibility for enforcing weight 
board to deter unauthorized use of | and size limits for motor vehicles 


dealers’ plates. 





Pa. Considering 1% Tax 


On Used-Car Sales 


All used-car sales in Pennsyl- 
vania would be subject to a 1 
percent tax under the provisions 
of Bill 164 introduced by Rep. 


Henry E. Ragot, Northampton 
Republican. 

The measure would require 
any person selling a second- 


hand vehicle to pay the tax to 
the state under penalty of a $100 
fine. Used vehicles purchased 
outside of the state and brought 
in for registration also would 
be subject to the proposed levy. 





Ark. Unifying Authority 
A bill passed by the Arkansas 


|to the State Police. Such authority 


The five-man board would issue| now is divided among the highway, 


dealer registrations only to persons 


who maintain a permanent place} 


| revenue and police departments. 

































































fred C. Jeffrey and Paul A. Herzig, council : s pe 
DeStefano (Ford), chairman of the gift committee of the dealer association; Wallace A. The minimum age of Delaware «cae buying and selling . 
Sefsick (Cadillac-Oldsmobile), director; Leo B. Carey (DeSoto-Plymouth), vice-president, | drivers would be boosted from 16 si 
d > Pag ; Herbert Sawyer, attorney for the 
and George H. Lumb (Oldsmobile), director. to 18 by a bill introduced in the tn at . ; 
oe ena Sere ; association, told the legislative 
—_—_a—ae —<— es Faam Wines nepubtien. E.|transportation committee that Cl 
° eye with the present plates, which carry ; ’ a many persons were abusing the 
Liability Measures only the letters “NH” to identify | It also would require an applicant present law. It provides that a 
to have at least one year’s experi- 
. . the state. ence as a licensed driver before he | PTS0n must buy or sell 12 motor 
Wei hed un N, H. ~~ * a : : . Poe | vehicles a year to be issued dealer 
could receive a chauffeur’s license. plates. Many persons buy that num- 
. * ; 
Measures for a compulsory auto! Ark. House Demands End ; |ber of cars from junk dealers, ob- | 
insurance will be considered by the| So Federd Gas Tanta Ind. Eyes Assessment Change |tain the dealer registration and 
New Hampshire Legislature. mt an ee = . R To End Buyer Holdout | then sell the cars, Sawyer said. 
Under another bill, sponsored by ois . ce ihe cab & aadaniiiis Either of twe bills introduced | : © @ 
Rep. Kenneth W. Robb, of Man-| Sentatives has acop in the Indiana Senate would |lowa Urged to Relax D 
chester, the “Old Man of the| asking Congress to remove the ait le ; 
2 eliminate a consumer practice in T kR ° ee 
Mountains” figure would be re-| Federal Government from the gas-| th. state of waiting until after | ruc estrictions s D 
stored to auto registration plates, | oline tax field. March 1 to buy new cars in order | __Maximum length for any com- YEAR'S GUARANTEE a 
and there would be only one plate,| gponsors declared that the Fed-| to economize on property taxes, | bination of truck vehicles using | Terms: 
instead of two as at present. eral Government was taking more The proposed bills would move | lowa highways would be in- | 
Motor Vehicle Commissioner | out of the state in Federal gasoline| the beginning of the annual tax | Creased from 45 feet to 50 under | °%, More 
Frederick N. Clare told a House] taxes than it was sending back in| assessment period back to Jan. 1. terms of a bill introduced in the | Stopped 90% 
committee that he was not satisfied | highway matching funds. One of the measures was intro- | Legislature by Rep. Harold Nel- Traffic: by stop, look. 
in siceichicunsceicecionsiec pcncaiomeca eta cnachlaaeeiascdiia man iaceaeeatcaiaanaiatint | son, of Sioux City, and others. Make Panny YS BUY = H 
| The bill also would permit | co top-flight turnta K. 
Throw hk the ears | trucks to carry heavier loads, | Creed nip. W's, Brice M 
| depending upon the distance be- within every — ximately N. 
e | tween axles, It also would repeal | ss 3 eet thousand cus we 
e e | @ ban on _ four-wheeled semi- - 
ontpelver has been working hand in | Rater, 
| * * * P: 
law . : 
| Colorado Hears Three Bills PI 
e ° ° 
with all truck manufacturers and dealers To Tighten Ton-Mile Tax 
Three bills aimed at plugging PC 
loopholes in Colorado’s ton-mile tax E 
|laws have been introduced in the steel, ee eet on popu- 
| House by Oakley Wade, Republican anced 1. ST 
floor leader. = bled in 30 
| Spokesmen for the State Public —, ” 
| Utilities Commission said that ap- Minster from showroom! 
| proximately 75,000 trucks are escap- tot without — > 
|ing ton-mile tax payments in Colo- are no _~, conten Tr 
|rado as result of gaps in public, chor ba) set it uP ble i Ce 
|commercial and private carrier it in. You can asser tates 
| statutes. yourself, antenee . 
The three bills are aimed at clos- one . 
jing in on the “free riders.” bir 4 o 
| would remove tax exemptions for Bl 
|truck travel within incorporated TURNS CARS 
ae ; 
MONTPELIER advertises in leading eee reece oe ee INDOORS or OUT 
R 7 goods to be sold, or for delivering 
alae chains eo — | service goods. Another bill would Can Be Financed if Desired 
4 , ¥ VeCe- force overloaded trucks to unload ’ 
pr bly sg and more efficient surplus weight immediately on dis- BRUNNER S, Inc. 
prod ' le L 
| Soreny ae 358 East Center St. 
| Maine Lawmaker Would Put Manchester, Conn. 
La, Goad to Sluggish Drivers : 
MONTPELIER URBAN—Available Rep. Gordon M. Stewart has | 
oar lengths of 8, 10, 12 filed a bill in the Main Legisla- 
: ture forbidding any motorist to DEALERS!!! cr 
drive at such a slow speed as to Bra 
impede or block the normal DON'T THROW AWAY 
movement of traffic. 
Ie ee Your ‘OLD’ BATTERIES 
Wholesaler Curb Rejected | Save over $100 per month rejuve- 
MONTPELIER SIDE-AISLE—Avail- A bill aimed at “fake whole- nating your old batteries with 
able in loed spece lengths of 6'/s, saling” practices was killed by the NEVER-FAIL. Why run up costs of cl 
8p and 9/2 feet. Nebraska Legislature’s banking replacement when you can have... 
committee. The bill was backed 4 A 
principally by the Nebraska-Iowa New Life For Failing Batteries - 
Electrical Council, which claimed it 
would have prohibited false raising | {ySE N EVE RK ii FAI L 
e of prices and their subsequent De 
lowering to advertise “cut price” . 
elier eee helps You make the sale sales, and would limit wholesale Battery Rejuvenator | 
Mon oa houses to selling to retail dealers. mabe ei ‘demain os : we 
e° screntitic u sto corrosion, 
NG co. MONTPELIER, by giving your customer what he needs and - * * sulphation, deteriarciion. olan , 
wants in a body and ehassis—engineered and built as a unit Idaho Legislature OKs Bill freezing and over-charging . . . the cause? 
for his specific vocation—not only helps YOU make a sale— E of battery tailures. ) 
but sati: @ customer. Increasing Bus Lengths One application yearly keeps battery in} 
MONTPELIER—Gives You, the Dealer, full cooperation and A bill increasing permissible portent condition, Tabes only @ minute toy 
help on tales, MONTPELIER gives the desler and the customer Idaho bus lengths to 40 feet was | $ batteries. © “~"* Y8** % iN 19 ol} 
the benefit ir many long years of engineering and manu- given final passage by the Legis- ; ¢ 
facturing “know how". For one vehicle or a fleet—the lature. oe eS wth qed 00: 
MONTPELIER “amistence” is the same, on . © 2 Yourced aly sss... $18.00 : a 
You contact MONTPELIER—the firm with a background o' Okla. Truck Bill Gains ‘ 
See Y Custo Susnty ee yous 4 weneee eapetines, we oS weed to A bill which would increase to eS 
ee Your Customers— i tions both Kk: 
Then Wi Pho Ne ae @ proposal including recommenda a 13% feet the height limit for trucks NEVER FAIL SALES ; 


Write MONTPELIER Today 


features 


which will give 
he needs to help him ae his delivery problems. 


YOU MAKE MORE SALES—BIGGER PROFITS—WHEN YOU GIVE THEM WHAT THEY NEED. 


carrying hay and oilfield equipment 
has been passed by the Oklahoma 
House of Representatives and sent 
to the Senate. 


1906 S. Halsted St., Chicago, Ill.’ 
Exclusive Distributor Territories Open ‘ 
f 
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| Holiday, $2,775*; (98) 4-dr., $2,645*, | 
$2,220°. "51 (98) 4-dr., $1,865*. "50 
| (88) Holiday, $1,795"; 4-dr., $1,485", $1,- | 
| 105%; (98) 4-dr., $1,565*, $1,340*. ‘49 
(98) conv., $1,285*. ‘48 (98) club coupe, | 
$960". | 
| PLYMOUTH ’53 Suburban, $2,150. °'52 | 


Used-Car Auction Prices 





Average Used-Car Prices 


(Compiled by Automotive News) 






















| Cranbrook club coupe, $1,475; Cambridge 
Market Trend |} club coupe, $1,455. ‘51 Belvedere $i,<1 iceite) cae. Seen ‘oon 
_ ww " 2 sed-cs i . , be 400; Savoy, $1,495. ‘50 Deluxe business | xox $95 ’ 2 Mode (to date) 95° 5 
The whole sale use d car market continued to fall last week, accord coupe, $906, 49 Deluxe business coupe. | $953 $957 $1,04 1988 9n.908 99.900 
ing to Automotive News’ used-car price index, as the overall average $830. '48 SD 2-dr.. $635 196: Pade yt sesseees 
price dropped $1 for the week, and the sales percentage at the auctions | PONTIAC—'52 Catalina, $2,250". '51 Cata- 52 1,813 1,853 $2,011 
slipped one percentage point | lina, $2,045*, $1,990*, $1,975*, $1,960*; | 1951 1,348 1,346 1,476 
PP “ » “ SL (8) 2-dr., $1,570*. ‘48 station wagon, | 1950 1,086 1,084 1,182 
The prices of ’52s and '46s were the only ones to gain during the $695*. '46 Chieftain (8) club coupe, $515 1949 aes ae aan 
period. ’52s picked up $13, and '46s were up $4, according to the index. (STUDEBAKER —'51 Land Cruiser, $1,320*. 1948 640 638 677 
(The price of ’53s, not included in the overall average figure, gained ST CU CC 1947 520 500 bes 
$4.) | WILLYS—'52 Aero Lark 2-dr $1,455", Feb j D 1946 422 419 456 
'n . * , n. ; $ é 
Those to drop in value were led by ’51s, with a loss of $8, followed $1,400 : = se Overall ow 
by ’48s with $7. The price of 49s was down $3, and ’50s and ’47s were CLEVELAND, O. *Does not include 1953 model prices, Average... $ 953* $ 957 $1,042 





off $2 each, the index showed. 
(O.K, Auto Auction. Sale every Tuesday 


; (The above figures are averages of used-car auction prices, all 
The ratio of sales fell to 58 percent of offerings last week, as com- | prices are for sale of Feb. 17.) g f p , 


makes and models, carried regularly in Automotive News.) 






pared with 59 percent at the same auctions a week earlier. At 13 (Market appears to be on the upgrade. | 
representative auctions last week, 1,649 cars were sold from 2,836 offer- | Sold 27 cars out of 60 offerings.) | y - 
ings, as against 1,749 sales from 2,968 offerings the previous week. BUICK—’51 Special 2-dr., $1,385*. '48 RM = ag 50 P-20 4-dr., $825. '47 SD | Sa ane eae at a os a 
: s er . : ‘ : conv., $570. °47 Super 4-dr., $475; sta- -dr., $430. el Air, ,550*; SL Deluxe 2-dr., - 
Prices marked with an * indicate a unit equipped with an automatic in ton dr., $479; sta-| LONTIAC—'46 Torpedo (8) 4-dr., $375, 255, $1,210, $1,205; SL Special 2-dr., 
transmission or overdrive, and (ps) indicates power steering. CHEVROLET—'52 SL Deluxe 2-dr., $1,350. STUDEBAKER—'50 Champion 2-dr., $700.| $1,105. °50 SL Deluxe 4-dr., $1,035*, 


$1,010, $945. ‘49 SL Deluxe 2-dr., $845, 


| 
51 SL Deluxe 2-dr., $1,025. ‘49 FL} $820, $805. '48 FL 2-dr.. $665. °47 FM 








EBENSBURG, PA. 05" 82345", $2.310%, $2.25 Agr | Deluxe 2-dr., $835, $830, | MASON CITY, IA. 2-dr., $540. 
(Ebensburg Auto Auction. Sale every | 485*, $1,475*; club coupe, f : “1g9 | DeSOTO ae Custom club coupe, $1,110". | (Lapiner Auction Co. Sale every Wed- | CHRYSLER — '51 Windsor 4-dr., $1,530*, 
Thursday. Prices are for sale of Feb. 19.) | conv., $1,365; club coupe, $1,310*, $1,- | DODGE—'47 Custom 4-dr., $440*, $425°*. | nesday, Prices are for sale of Feb. 18.) $1,506*. °50 NY 4-dr., $1,140". 
(Market appeared active, prices un- 300*, $1,295*, $1,245*. ‘49 club coupe, | FORD—'51 Custom (8) 2-dr., $1,180; Cus- | (Prices steady — demand heavy for | pesSOTO—'49 Custom 4-dr., $960 
changed. Sold 78 cars out of 105 offer- | $1,105"; 4-dr., $995"; station wagon, tom (6) 4-dr., $1,000*. '50 Custom (8)/| clean, late model cars. Sold 123 cars DODGE—’5: : an * 
ings.) _ | _ $345. 4-dr., $1,025*. °49 Custom (8) station! out of 187 offerings.) 0 GE —'53 Diplomat, $2,260°. 52 Mea- 
BUICK—’53 RM Riviera 4-dr., $3,175*. '50 | NASH—'53 Ambassador hardtop, $2,450°*. wagon, $705. ‘47 SD (8) 2-dr., $460;| BUICK—'51 Super 4-dr., $1,485*. °49 Su- dowbrook 4-dr., $1,410*. 48 Custom 
Super Riviera 2-dr., $1,400*; dy ’51 Rambler station wagon, $1,200*; Deluxe (6) 2-dr., $305. "46 SD (8) 4-dr.,| per 2-ar.. $950* ea : 5 4-dr., $770*. °46 Custom 4-dr., $445. ( 
2-dr., $975. ‘49 RM 2-dr., $925*; Super| Country Club, $1,150. °49 (609) 2-dr., $325. | CADILLAC 48 (60) 4-dr., $1,390* +47 | FORD ‘53 Victoria, $2,435*, $2,395*; 
2-dr., $1,000, $S880*. ‘47 Special es $720. NASH—’51 Rambler Country Club, $1,075*. | (62) 4-dr.. 7 Main (6) 2-dr., $1,730. °51 Custom (8) 
eee os > 1. | OLDSMOBILE—'53 (98) Holiday, $3,870*; | OLDSMOBILE—'49 (76) 2-dr., $930*. °47| CHEVROLET (210) sedan, $2,200*,| 2-dr., $1,290*, $1,250*. '50 Deluxe (8) 
CHEVROLET 52 Bel Air club coupe, $1,- | 4-dr., $3.700*, $3,545*. °52 Super (88) (76) 4-dr., $330. $2,185*, $1,915. '52 SL Deluxe 2-dr.. (Continued on Page 44, Col. 1) 


850*. °51 SL Deluxe conv., $1,325; 4-dr., | 





$1,190; 2-dr., $1,150; FL Deluxe 4-dr., 
$1,140; ‘%-ton pickup, $845. ‘59 Bel Air, 
$1,190*; SL Deluxe 2-dr., $1,035, $1,020, 
$980; club coupe. $800; FL Deluxe 4-dr., 
$1,040*; 2-dr., $950; FL Special 2-dr., 
$305; %-ton pickup, $700. ‘49 station 
wagon, $950; SL Deluxe club coupe, 
$850, $770; 2-dr., $805. ‘48 FL aero- 
sedan, $800; SM 4-dr., $620. ‘47 FM! 
4-dr., $480. "46 SM 4-dr., $495. "41 
SD 2-dr., $155. ‘'37 coupe, $100. 
CHRYSLER '42 NY 2-dr., $140. 
DeSOTO—’51 Custom 4-dr., $1,325*. ‘50 
Custom 4-dr., $1,100*, $1,040*. | 
DODGE — '52 %-tonm pickup, $1,085. °'50 | 
Meadowbrook 4-dr., $1,025. | 
FORD—’53 ranch wagon, $2,200*. ‘52 Vic- 
toria, $1,825*; Main (8) 4-dr., $1,450. | 
"50 Deluxe (8) 2-dr., $935; %-ton pick- 
up, $575. °'49 Custom (8) 2-dr., $830*; 
club coupe, $620; Custom (6) 2-dr., $710. 
"47 (8) 1%-ton dump, $360. '40 SD (8) 
2-dr., $225. 
HUDSON—'50 Pacemaker, $800. ‘48 Super 
(6) 2-dr., $370. 
KAISER —’51 Henry J (6) 2-dr., $710. 
MERCURY—'46 club coupe, $425. 


NASH - "50 Statesman 2-dr., $760. ‘46 
(600) 4-dr., $310. | 

OLDSMOBILE ’51 (98) Holiday coupe, | 
$2,300*. ’'50 (S88) 2-dr., $1,255*. "49 | 
(88) 4-dr., $1,150*; (76) 2-dr., $960, 
$905. 


PACKARD—’51 (200) 4-dr., $1,050*. | 

PLYMOUTH—’51 Cranbrook 4-dr., $1,225. | 
‘50 Suburban, $1,050; Deluxe club coupe, 
$960. ‘49 SD 4-dr., $880. ‘48 SD club 
coupe, $750. 

PONTIAC—’52 Chieftain (8) 4-dr., $1,695. 
‘51 Chieftain (6) 4-dr., $1,405. "50 
conv., $1,275*. ‘47 SL (6) 2-dr., $670; 
(6) sedanet, $550. 

STUDEBAKER—’50 Champion 4-dr., $815. 
"49 %-ton pickup, $605. 

MISCELLANEOUS—'40 LaSalle 4-dr., $170. 


LOS ANGELES 


(Los Angeles Auto Auction. Sale every 
Tuesday and Thursday at San Gabriel, 
Calif. Prices are for sale of Feb, 12, 17.) 

(With demand off and a lot of cars 
coming into California, buyers are select- 
ing only choice merchandise. No bids on 
rough or undesirable cars. Sold 305 cars 
out of 606 offerings.) 

BUICK—’53 Super Riviera 4-dr., $3,215*. 

‘52 Super Riviera 2-dr., $2,405*, $2,320*; 
RM Riviera 2-dr., $2,345*. ‘51 RM Rivi- 
era 2-dr., $2,045*, $1,860*; Super Riviera 
sedan, $1,815*, $1,480*. ‘50 RM Riviera 
4-dr., $1,495*, $1,395*; Special 4-dr., $1,- 
265*, $1,140*; sedanet, $1,225*, $1,060*. 
"49 RM 4-dr., $925*; Super sedanet, 
$770*. °47 Super 4-dr., $675. | 
ADILLAC "52 Coupe deVille, $4,620*; 
(60) 4-dr., $3,340*; (62) 4-dr., $4,115*, 
$3,810*, $3,795*, $3,615*. °51 Coupe de- 
Ville, $3,385*; (60) 4-dr., $3,150*; conv., 
$3,050*; (62) 4-dr., $2,900*, $2,830*, $2,- 
810*. ‘50 Coupe deVille, $3,190*; conv., 
$2,900*; (62) 4-dr., $2,860*, $2,640*, $2,- | 
595*, $2,500*; (60) 4-dr., $2,550*. °49)| 


e 
(62) 4-dr., $1,835*, $1,785*. °48 conv., 
$1,495". e®ee 


CHEVROLET—’52 Bel Air, $2,175*, $2,020, 
$1,940*. ‘51 Bel Air, $1,615, $1,605*; 
station wagon, $1,495*; SL Deluxe 2-dr., * 
$1,380*; conv., $1,375, $1,295; FL Deluxe | U 
4-dr., $1,325*; business coupe, $1,205. ‘50 a n 
Bel Air, $1,400*, $1,360; conv., $1,245; eee 
SL Deluxe 4-dr., $1,155; FL Special | 
2-dr., $1,045, $990; 4-dr., $1,035; %-ton 


s 3 
pickup, $840. 49 conv., $1,000. "48 
%-ton pickup, $705. '46 FM 4-dr., $450. 0 n ie im e & bye r 
CHRYSLER—’52 Windsor 4-dr., $1,840*. e@ee 


‘51 Saratoga 4-dr., $1,625*. ‘50 Windsor 
sedan, $1,510*. ‘47 Windsor 4-dr., $675*; 
NY 4-dr., $500°*. 


~ 





DeSOTO—'53 Fire Dome (8) 4-dr., $2,- A combination of experience, research and _ technical 
785*; Sportsman (6), $2,730*. ‘52 Fire 
Dome (8) 4-dr., $2,075". °51 Sposteman, knowledge has made Delco the foremost producer of 


$1,660*. ‘49 Deluxe club coupe, —, 

IODGE — ’ 1 at, 1,595", 1,525*. Z 

oT cae ae ae "oh Cccaenet shock absorbers . . . has made Delco the best-known, 
club coupe, 2 at $885*, $825*; 4-dr., 
$890°. the most-wanted shock absorber. 

FORD—’53 Victoria, $2,650*, $2,610*, $2,- 
455. °52 Country Squire, $2,600*; Vic- 
toria, $2,350*, $2,240*, $2,230*, $2,210", 
$2,205°, °$2,170*, "$2,150, $2,105*. | $2,- 
005*; ranch wagon, §$2,205*, $2,200*, oe F 
$2,100; conv., $2,175*, $1,885*; ranch —cars, trucks, buses, military vehicles—and Delco pro- 
wagon (6), $2,000*; Custom (8) 4-dr., , fee ‘ ‘ L : 
$1,775°. °51 Victoria, $1,570%.  $1,550°, duction facilities insure prompt delivery. For detailed 
$1,495*; Custom (8) 4-dr., $1,300*; Cus- ? 
tom (6) club coupe, $1,285; 4-dr., $1,- : ° ° : : “‘ 
180; Deluxe (6) 2-dr., $1,175. *49 station information get in touch with Delco Products, Division 
wagon, $795; Custom (8) 2-dr., $790*. . : i : 

HUDSON—'51 Commodore (6) conv., $1,- of General Motors Corporation, Dayton, Ohio. 
530°. °48 Super (6) 4-dr., $545; Com- 
modore (8) 4-dr., $495. 

KAISER—’53 4-dr., $2,575". '51 4-dr., $1,- 


165°. 
LINCOLN — '52 Capri, $3,410*, $3,360*; gS 
Cosmopolitan club coupe, $3,250". ‘50 i 
lub coupe, $1,405*. ‘49 Cosmopolitan 
4-dr., $965*, $925*, $895*, $700°. % 


MEROURY—’52 sports coupe, $2,410*, $2,- 


There are Delco designs for every automotive application 


XUI 















Used-Car Auction Prices 


(Continued from Page 43) 


4-dr., $950*, $920*, $885; Custom (8) sedan, $645*, $770, $750. ‘48 SD (8) 
4-dr., $1,030°*, "49 Deluxe (8) 4-dr., club coupe, $610. ‘47 Deluxe (6) sedan, 
$750*, $725. ‘47 SD (8) business coupe, $530. 
$425. °46 SD (8) 4-dr., $400. | HUDSON—’49 sedan, $400. 
KAISER—’'51 2-dr., $905*. | KAISER "51 sedan, $1,000*. 
MERCURY—’53 Monterey 4-dr., $2,560*.| MERCURY—’53 club coupe, $2,560*. ‘51 
562 2-dr., $2,135*, $1,990*. °51 2-dr., | sedan, $1,530*. ’50 club coupe, $1,110 
$1,440. | '49 sedan, $910*. 
OLDSMOBILE—’53 (98) Holiday, $3,555*. NASH—’50 Statesman sedan, $850*. ‘46 
*51 (88) 2-dr., $1,695*. ‘50 (88) 4-dr., (600) sedan, $200. 
$1,330*, $1,215*. °49 (88) 4-dr., $1,105*. | OLDSMOBILE — ’'53 Super (88) Holiday, 
'48 (98) 2-dr., $800*. $3,075"; (98) sedan, $3,220*. ‘51 (88) 
PLYMOUTH—’52 Cambridge 4-dr., $1,260. sedan, $1,625*. ‘50 (98) sedan, $1,410*. 
‘51 Cranbrook 4-dr., $1,255, $1,195, $1,- "49 (98) sedan, $1,100*. ‘°48 (66) club 
065. °49 Deluxe club coupe, $865. ‘47 coupe, $660; sedan, $635. 
SD 4-dr., $490. PACKARD—’51 (200) sedan, $1,400* 
PONTIAC—’53 Catalina, $2,725*; Chieftain | PLYMOUTH—’51 Savoy, $1,500. ‘47 De- 
(8) 2-dr., $2,485*. °52 Chieftain (8) luxe sedan, $310, $570. 
2-dr., $1,665. °51 SL (8) club coupe, | PONTIAO — ’52 Chieftain (8) sedan, $1,- 
$1,300*,. ‘50 Chieftain 2-dr., $1,145. °48 905*. °46 Torpedo (8) sedan, $425. 
SL (8) 2-dr., $700*. ‘46 Torpedo (6) | STUDEBAKER — ‘48 Champion sedan, 
2-dr., $445. $570*. °'47 Commander sedan, $400*. 
STUDEBAKER -— '51 Commander club} WILLYS—’52 Aero Lark sedan, $1,085. 
coupe, $1,065*. "50 Champion 4-dr., 
$875*. '47 Champion 4-dr., $560*. 
WILLYS—’52 Aero Lark 2-dr., $1,205*. ’48 MOORHEAD, MINN. 
%-ton pickup, $525. (Tri-State Auto Auction. Sale every 
Thursday. Prices are for sale of Feb. 19.) 


ALBANY, N. Y. 


(Only a few buyers attended — bad 


(Tim Anspach Auto Auction. Sale every yy -*- _ a 
Monday. Prices are for sale of Feb. 16.) ii a ee aii 
(Prices were a shade higher this week | BUICK ‘51 Super Riviera 2-dr., $1,645*. 


’50 Super 4-dr., $1,280*. °49 Super 2-dr., 


for both average units and sharp models. 





Heavy ice storm held down consignment, 4 705. . 5 
but buyers were active. Sold 81 cars out | CHEVROLET—'53 (210) 4-dr., $1,850, $1,- 
ot 10 eters a oy 
- r, ,030; SL Special 2-dr., - 
BUICK—'51 Super sedan, $1,800*; Special] 045%, '50 SL Deluxe 2-dr.. $915. $930: 
Riviera sedan, $1,770*, '50 Super Riviera! Pr, Deluxe 2-dr., $875. '49 SL Deluxe 
sedan, $1,490*; Super sedan, $1,280*. ’49 2-dr., $855. °41 club coupe, $165. 
Super sedan, $1,010*; RM sedan, $900*, | cHRYSLER—'52 Saratoga sedan, $2,075. 
rien, $0 haan, $800. 47 Super | DODGE—'51 Wayfarer 2-dr., $945 
sedan ’ s . ere . 
. ; > : FORD—’52 Victoria, $2,000*. ‘51 Victoria, 
CADILLAC—'52 (62) sedan, $3,625°. °51) $1,525; Deluxe (8) 2-dr., $1,070. ‘50 
had ee $2,800 5, (60) sedan, $2,950*. Deluxe (8) 2-dr., $835. °49 Deluxe (6) 
(62) conv., $2,450"; club coupe, $2,-/ 2-ar., $680. ‘47 SD (8) club coupe, $490. 


450°; (61) sedan, $2,450*. 

CHEVROLET — ‘53 (210) station wagon 
$2,400; Bel Air sedan, $2,225. ‘52 SL 
Deluxe sedan, $1,540. ’51 SL Deluxe 
sedan, $1,260. ’50 SL Deluxe sedan, $1,- 
070, $1,100, $1,060. ‘49 FL Deluxe se- 
dan, $835, $850; SL Deluxe sedan, $840, 
$800. °47 FL aerosedan, $625. '46 %-ton 
panel, $130. 

CHRYSLER — ’51 Windsor Newport, $1,- 
515*. ’°50 Windsor Newport, $1,375*, ‘47 
NY sedan, $540*. 

DODGE—’52 Coronet club coupe, $1,500*. 
*50 Coronet club coupe, $1,060*. 


HUDSON—’51 PM 2-dr., $600. 

KAISER—’51 Henry J (4) 2-dr., $600. 

MERCURY — ’52 Monterey, $2,000. 
4-dr., $420, $380. 

OLDSMOBILE—’51 (98) 4-dr., $1,750*. "50 
(98) 4-dr., $1,350*. °49 (98) 4-dr., $1,- 
040*. 

PACKARD—’51 (200) 4-dr., $1,250. 

PLYMOUTH—'49 Suburban, $850. 

PONTIAC—’51 Chieftain sedan, 
’48 2-dr., $560. 

WILLYS—’51 station wagon, $950. 


"46 


$1,225°. 


FORD—'53 Custom (8) sedan, $2,250*; VALDOSTA, GA. 
Main (6) sedan, $1,700. '52 ranch} (Tom Hewitt Auto Auction. Sale every 
s - y 
wagon, $1,811; Custom (8) sedan, $1,-| rriday. Prices are for sale of Feb. 13.) 
670°. 51 Custom (8) sedan, $1,280; 


(Sold 295 cars out of 513 offerings.) 
BUICK—’53 RM sedan, $3,200*, Super se- 

dan, $2,900*. '52 Special sedan, $2,000*. 

"51 Super sedan, $1,660*, $1,520*; Special 


conv., $1,360; Deluxe (8) sedan, $1,110. 
"50 Deluxe (6) sedan, $770, $900; (6) 
%-ton pickup, $650; Custom (8) sedan, 
$860*. °49 Custom (8) conv., $770; 





ml 
National Lift 
ee Tb 


Easter ta sell because: 


VY, lower price assures 
instant appeal to farm buyers. 


Self contained steel subframe 
simplifies mounting in farmer's own 
shop, with ordinary tools. 


50% less weight lets user haul 
Y% ton more payload, work fields 
where heavier units bog down. 


Lower mounting height (11 from 
chassis to floor) gives lower center 
of gravity, simplifies hand loading. 


Pe PU ea 


et em mm iim tar 
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sedan, $1,475*. ‘50 Super Riviera sedan, 


$1,325*. '49 Super sedan, $910. 

CADILLAC—’'52 (62) sedan, $4,000*. '50 
Coupe deVille, $2,650*. '49 (62) sedan, 
$1,580*. 

CHEVROLET—'53 Bel Air sedan, $2,475*; 
(210) sedan, $2,085*, $2,075*. '52 Bel 
Air, $1,700*, $1,575, $1,500; SL Deluxe 
sedan, $1,485, $1,450; %%-ton pickup, §$1,- 
200. '51 Bel Air, $1,425; station wagon, 
$1,350; SL Deluxe sedan, $1,170, $1,150. 
‘*50 SL Deluxe sedan, $1,040, $1,000, 
$935, $900. '49 station wagon, $885. °47 
FL sedan, $620. 

CHRYSLER—’53 NY sedan, $2,875*. ’51 


Windsor sedan, 
$1,100*. 


$1,460*. °50 club coupe, 


DeSOTO-—'51 Custom sedan, $1,195*. ‘48 
Custom sedan, $490. 

DODGE—'53 Coronet sedan, $2,080*, °52 
Coronet club coupe, $1,475. °50 Coronet 


sedan, $1,050. '49 Custom sedan, $935. 


FORD—’53 Custom (8) sedan, $2,200*; 
club coupe, $2,000*. '52 ranch wagon, 
$1,900*; Custom (8) sedan, $1,740; Main 
(8) sedan, $1,600, $1,510, $1,380, $1,- 
375. "51 Victoria, $1,525*, $1,450; 
Custom (8) sedan, $1,275, $1,130. '50 
Custom (8) club coupe, $1,005. ‘49 
Deluxe (8) sedan, $800, $750, $725. 

MERCURY—’52 conv., $2,100*. °51 club 
coupe, $1,480, $1,450. '50 sedan, $1,110, 
$1,025. '49 club coupe, $1,000. 

OLDSMOBILE—’53 Super (88) sedan, §$3,- 


200*. ’52 Super (88) sedan, $2,450*, $2,- 


200*. '51 Super (88) Holiday, $1,800*. 
"50 (88) club coupe, $1,310*. °49 (88) 
sedan, $950*. 


PACKARD—'51 sedan, $1,190*. 

PLYMOUTH—’53 Savoy, $2,250; Cranbrook 
sedan, $2,000. ’52 Cranbrook sedan, $1,- 
810; Cambridge sedan, $1,460. ’51 sta- 
tion wagon, $1,485; Cranbrook sedan, 
$990. ’°50 SD sedan, $825. 

PONTIAC—'53 Chieftain (8) sedan, §$2,- 
675*. '52 Catalina, $2,175*; conv., $2,- 
620*. °'51 Chieftain (8) sedan, $1,510*, 
$1,485*, $1,410; Catalina, $1,400. ‘50 
sedan, $1,160*, $1,075. 

STUDEBAKER — '52 Commander 
$1,400*. ’50 Champion sedan, $925. 

WILLYS—’51 station wagon, $825. ‘50 
station wagon, $700. ’47 station wagon, 
$535. 


DYER, IND. 


(Dyer Auto Auction, Sale every Friday. 
Prices are for sale of Feb. 13.) 

(Sharp cars still getting good prices, 
but no takers for rough units. Sold 107 
cars out of 172 offerings.) 

BUICK—’51 Special sedan, $1,435*. '50 
Super sedan, $1,200*, $1,225*. ’49 Super 
conv., $740; sedan, $800. 

CADILLAC—’51 (60) sedan, $2,800*, $2,- 
960*. °49 (62) sedan, $1,705*. °48 (62) 
sedan, $1,485*. 

CHEVROLET—’52 SL Deluxe sedan, §$1,- 
480, $1,605*, $1,510*, $1,500*. ’51 SL 
Deluxe sedan, $1,205, $1,210, $1,315*, 
$1,260*; Bel Air, $1,240. ’50 SL Deluxe 
sedan, $960, $1,050, $965, $790; Bel Air, 
$1,275*. °48 FL aerosedan, $680. ’47 SM 
conv., $290, 

CHRYSLER — ’51 Windsor Newport, $1,- 








695*. °49 Windsor sedan, $995*. ‘41 
Saratoga sedan, $225. 
DeSOTO—’49 Custom sedan, $815*. 
DODGE—’53 %-ton pickup, $1,295. ’51 


Wayfarer sedan, $1,045. ’48 sedan, $530, 
$610. 


FORD—’'52 Custom (8) sedan, $1,580, $1,- 
705*. ’51 Custom (8) sedan, $1,240, 
$1,205, $1,270; Victoria, $1,480*; station 
wagon, $1,335. '50 Custom (8) sedan, 
$900, $925. "49 Custom (8) sedan, $615, 
$725. '48 SD (6) sedan, $550. ‘ 

HUDSON—’49 Commodore (6) sedan, $745. 

KAISER—’51 Traveler, $1,225. ’49 sedan, 
$420. 

LINCOLN—’51 sedan, $1,440, $1,795*. 

MERCURY—’52 Monterey, $2,155*. ’51 se- 


sedan, | 


1953 


610*, $1,665*, $1,700*. 
295, $1,375, $1,440°, 
$1,660*; Custom (8) 
245°, $1,275*. ’50 
$900, $935, $940, 

Custom (8) sedan, 
$805*, $875*, $965*. 
$500, $505, $630. 

LINCOLN — °53 Cosmopolitan 
800*. °52 Cosmopolitan 
‘51 Cosmopolitan sedan, $1,850*. 

MERCURY — ’53 sedan, $2,295*, 
‘52 sedan, $1,800*, $1,975*. °51 
$1,320, $1,325, $1,340, $1,390, 
$1,475*, $1,520*, $1,545*. °50 sedan, $1,- 
125*, $1,145*, $1,190*, $1,195*. ‘°'49 se- 
dan, $800, $820*, $905* 

NASH —’51 Ambassador sedan, $1,195*; 
Rambler station wagon, $1,140* "50 
Statesman sedan, $705*. ‘49 (600) sedan, 
$655*. 

OLDSMOBILE — '53 (98) sedan, $2,650*, 
$3,135, $3,155, $3,290*, $3,295*, $3,405", 
$3,425*. ’'52 (98) sedan, $2,095*, §$2,- 
300*, $2,390*. °51 (98) sedan, $1,565", 
$1,600*, $1,695*. '50 (88) sedan, $1,200*, 
$1,210*, $1,280*, $1,305*, $1,445*, $1,- 
450*, $1,505*. °48 (78) sedan, $595*. 

PACKARD—’50 sedan, $700*. 

PLYMOUTH—’53 Belvedere, $2,300*; Cran- 
brook sedan, $2,130*, $2,140*; Suburban, 
$2,015, $2,050. ’'52 Suburban, $1,745, $1,- 


‘51 Victoria, $1,- 
$1,460*, $1,500", 
sedan, $1,210, $1,- 
Custom (8) sedan, 
$965*, $1,150°. ‘49 
$610, $695, $795*, 
48 SD (8) sedan 


sedan, $3,- 
sedan, $2,790". 


$2,420°*. 
sedan, 








765. '51 Suburban, $1,460. '50 Suburban, 
$1,230; Deluxe sedan, $915. 
PONTIAC—’53 Catalina, $2,690*, $2,850*, 
$2,895*; Chieftain (8) sedan, $2,400*, 
$2,415*, $2,585*. ‘52 Catalina, $2,000*; 
Chieftain (8) sedan, $1,555*, $1,640*, 
$1,675*. ‘51 Catalina, $1,800*; Chieftain 
(8) sedan, $1,410*. ‘50 Catalina, $1,- 
600*. °49 Chieftain (8) sedan, $760*, 


$950. 
STUDEBAKER —'51 Commander conv., $1,- 
055*; Champion sedan, $1,040*. 
WILLYS — ’53 pickup, $1,655, $1,695*; 
Jeep, $1,200, $1,205. '49 Jeepster, $525*. 
’48 pickup, $400. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 18.) 
(Market remains steady at the lower 
| levels established last month. Sold 74 
| cars out of 114 offerings.) 
| BUICK—’51 RM sedan, $1,700*. °50 Super 
sedan, $1,355*, $1,310*; Special sedan, 
$1,000*. °49 Super sedan, $1,050*, $990*, 
. °48 RM sedan, $585; Super sedan, 
$710. '47 RM sedan, $385. ‘46 Super 
sedan, $600. 
CADILLAC—’50 (62) 
(61) sedan, $1,220*. 
CHEVROLET—’52 Bel Air, $1,750*; SL 
Deluxe sedan, $1,560; SL Special sedan, 
$1,295. °51 Bel Air, $1,560*; SL Deluxe 
sedan, $1,280*, $1,250*, $1,240*, $1,225*, 
$1,190; SL Special sedan, $1,120*, 
100, $1,070. '50 SL Special sedan, $980, | 
$940, $910. °48 SM sedan, $660, $650. | 
*42 MD sedan, $125. | 
CHRYSLER—’46 NY sedan, $430*. | 


sedan, $2,500*. 


DeSOTO—’51 Custom sedan, $1,550*. ’'50 


Custom sedan, $1,240*; Deluxe sedan, | 
$1,200, , 
DODGE—’51 Coronet sedan, $1,160*. 49 


Custom sedan, $935*. 

FORD—’52 Victoria, $1,980*. °51 Custom 
(8) sedan, $1,260*, $1,220*, $1,175, $1,- 
160. ’50 Crestline, $1,090. ‘49 Custom 
(8) sedan, $780. '48 SD (8) sedan, $560. 
"47 SD (8) sedan, $480. 

HUDSON—’'49 Super (6) sedan, $650, ‘48 
Super (6) sedan, $600. 

KAISER—’49 Traveler, $700. 

MERCURY—’51 sedan, $1,340, $1,290. 
sedan, $860. 

NASH—’50 Statesman sedan, $780. 


"49 


OLDSMOBILE — '49 (98) sedan, $1,010*. 
’47 (98) sedan, $670*; (76) sedan, $400. 
PACKARD—’48 conv., $610. 


PLYMOUTH—’52 Cambridge sedan, $1,310. 





dan, $1,375, $1,390*. °50 sedan, 2 at 
$1,000. °'49 sedan, 2 at $750. 

NASH—’51 Ambassador sedan, $1,165. '50 
Ambassador sedan, $995. °47 (600) se- 
dan, $295. 

OLDSMOBILE—’52 (98) sedan, $2,420. ’51 
Deluxe (88) sedan, $1,460*; Super (88) 
sedan, $1,575*. °49 (88) sedan, $1,040*. 
°48 (76) sedan, $695. °47 (78) sedan, 
$450. 


PACKARD—'50 sedan, $735. 


PLYMOUTH—’50 Deluxe sedan, $925. '49 
SD club coupe, $595, $600; SD sedan, 
$850. 

PONTIAC—'53 Chieftain (8) sedan, §2,- 
545*. °51 Catalina, $1,835*. ’50 Chieftain 
(8) sedan, $1,075*. °47 SL (8) sedan, 
$540, $545. 


STUDEBAKER—’51 Champion sedan, $1,- 
010; Land Cruiser, $1,250*. °49 Champion 
sedan, $635. '48 Champion sedan, $550. 

WILLYS—’48 Jeepster, $445. 


DENVER 
(Denver Auto Auction. Sale every Tues- 

day. Prices are for sale of Feb. 17.) 
(Prices steady. Sold 261 cars out of 
452 offerings.) 

BUICK—’53 Super conv., $3,200*; sedan, 
$3,000*, $3,050*. ‘52 Super Riviera, $2,- 
045*, $2,055", $2,075*, $2,105, $2,150", 
$2,315*, $2,325*. °’51 Super sedan, §$1,- 
430°, $1,545*, $1,700*. ‘50 RM sedan, 
$1,050, $1,195*, $1,215*, $1,230*. ‘49 
Super sedan, $745, $800, $810*, $835". 
"48 Super sedan, $760. 

CADILLAC — '52 Coupe deVille, $4,250*, 





$4,305*, $4,350*; (62) sedan, $3,545*, 
$3,975*. ‘51 (62) sedan, $3,120*, $3,- 
150°. °50 (62) sedan, $2,300*, $2,440*. 


’49 (62) sedan, $1,705*, $1,710*, $1,730", 
$1,795*, $1,965°. 

CHEVROLET—’53 Bel Air sports coupe, 
$2,320*, $2,340, $2,360*; (210) sedan, 
$1,930, $2,110*; %-ton pickup, 3 at §$1,- 
325, $1,330, $1,345, 2 at $1,350, $1,360. 
"52 SL Deluxe sedan, $1,600, $1,610*, 
$1,615, $1,645, $1,665*. °51 FL Deluxe 
sedan, $1,000, $1,055, $1,300*, $1,305". 
’50 Bel Air, $1,210, $1,220*, $1,380; SL 
Deluxe sedan, $890, $900, $905, $960, 


$985, $995, $1,000, $1,050, $1,180*. ‘49 
SL Deluxe sedan, $765, $785, $900. ‘48 
FL aerosedan, $500, $665. °47 SM sedan, 
$530, $540, $615. 

CHRYSLER—’53 NY sedan, $2,995*. ’51 


Imperial Newport, $1,970*; Windsor se- 
dan, $1,660*, $1,700*. ‘50 Windsor sedan, 
$1,205*, $1,225*, $1,305. °49 NY sedan, 
$1,050*. 


DeSOTO—’53 Fire Dome (8) sedan, §2,- 
850°. °52 Custom sedan, $1,645*. ’51 
Custom sedan, $1,495*. 

DODGE—’53 Coronet sedan, $2,105*, $2,- 
205*, $2,240*, $2,280*, $2,325*, $2,355", 
$2,380*, $2,415*, $2,420*; Meadowbrook 
sedan, $1,565, $1,755*, $2,005*. °52 Coro- 
net sedan, $1,615*. °'51 Diplomat, §$1,- 


365°. 

FORD—’53 Victoria, $2,385, $2,485*; Main 
(8) sedan, $1,950*. ‘52 Victoria, $1,970, 
$2,020*, $2,175*; conv., $1,720, $1,935°; 
Custom (8) sedan, $1,555, $1,580, §1,- 





’51 Cranbrook sedan, $1,300. '49 Deluxe 
sedan, $790. 

PONTIAC—’52 Chieftain (8) sedan, §$1,- 
860*. ‘51 Chieftain (8) sedan, $1,440*. | 
50 SL (8) sedan, $1,020*; sedan de- | 
livery, $780. ’49 Chieftain (8) conv., 
$1,100*; SL (8) sedan, $880. ‘48 SL (8) | 


sedan, $620. '47 SL (6) sedan, $500. 
STUDEBAKER—’48 Champion sedan, $580. 
WILLYS—’50 Jeep station wagon, $880. °49 | 

Jeep, $770. | 


DALLAS 


(Southwestern Auto Auction. Sale every 
Wednesday. Prices are for sale of Feb. 
18.) 

(Market appeared steady, but due to 
rain all day, sales percentage was down. 
Sold 52 cars out of 150 offerings.) 
BUICK -— ’50 Special sedan, $1,030. ‘49 

Super sedan, $775, $885. 

CADILLAC—’41 (62) sedan, $410. 

CHEV ROLET—’52 SL Deluxe club coupe, 
$1,250. °’51 SL Deluxe sedan, $1,175, 
$1,230*; Bel Air, $1,485*. ‘50 SL Deluxe 
sedan, $880, $910, $950. ‘48 FM sedan, 
$600, $595, $670. °47 SM sedan, $510, 
$415, $485, $440, $365, $475, $550. °46 
SM sedan, $285, $100. ‘42 MD sedan, 
$120. 

DeSOTO—’49 Custom sedan, $870*. 


DODGE — '50 %-ton pickup, $530. ‘'49 
Coronet sedan, $815. 

FORD — ’'51 Custom (8) sedan, $1,295*, 
$1,220; pickup, $760; Victoria, $1,420*. 


’50 Custom (8) sedan, $910; pickup, $605. 
"49 Custom (8) sedan, $645, $770*. °47 
SD (8) sedan, $290, $385. ‘42 SD (8) 
sedan, $205. °40 Deluxe (8) sedan, $100, 
$115. 

KAISER—’48 sedan, $150. 

MERCURY—’49 sedan, $780. 

OLDSMOBILE—’51 (98) Holiday, 
"46 (66) sedan, $305. 

PLYMOUTH—’50 P-19 sedan, 
sedan, $125. 

STUDEBAKER — ’'51 Champion business 
coupe, $790. '48 Commander sedan, $500. 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of Feb. 18.) 

(Market showed a little improvement, 
and buyers were a little more encourag- 
ing. Sold 56 cars out of 89 offerings.) 


BUICK—’50 Special 4-dr., $965. 


$1,895. 


$800. 42 


CADILLAC — ’49 Coupe deVille, $1,890*. 
’47 (62) 4-dr., $1,060*. 
CHEVROLET—’52 station wagon, $1,600; 


SL Deluxe 2-dr., $1,615*. ‘51 SL Deluxe 


2-dr., $1,265; conv., $1,180; FL Deluxe 
4-dr., $1,270. °50 SL Deluxe club coupe, 
$1,050. °49 SL Special 2-dr., $740; FL 


Special 2-dr., $500; 4-dr., $685. ‘48 FL 
aerosedan, $570, $735; FM conv., $605. 
’47 FM 2-dr., $400, $630. 

DODGE—’51 Coronet 4-dr., $1,110*%. ’47 
Deluxe 4-dr., $290. 

FORD—’51 Deluxe (6) 2-dr., $975; Custom 
(8) 4-dr., $1,000; 2-dr., $1,265*, $1,305°. 
'50 Deluxe (8) 4-dr., $900. ‘49 Custom 
(8) 4-dr., $690. '48 SD (8) 2-dr., $600. 
'47 SD (8) 4-dr., $515, $465. "46 SD 


$1,460", | 


(8) 2-dr., $250; Deluxe (6) 2-dr., $205 
HUDSON—’46 Super (6) 4-dr., $330 
LINCOLN—’46 club coupe, $200 
MERCURY — ’50 4-dr., $1,030. °47 club 

coupe, $400. 

NASH—’50 Statesman 4-dr., $660. 
OLDSMOBILE—’47 (78) 4-dr., $510. 
PLYMOUTH—'50 Deluxe club coupe, $925 

'49 SD 4-dr., $815. °48 SD 4-dr., $450 
| °47 Deluxe 4-dr., $445. °'39 2-dr., $130 
| PONTIAC—’51 SL (8) 2-dr., $1,455*. °47 
SL (6) 2-dr., $590, $540 
| MISCELLANEOUS ‘51 Hillman Minx 
| conv., $410. 


Used-Car Dealer 
Seized by FBI 


PHILADELPHIA.—Frank M 
Cox, of Alexandria, Va., accused of 
defrauding a Philadelphia firm ir 
the purchase of 17 automobiles, has 
been arrested by FBI agents, who 
found him at the National Airport 
in Washington. 

Cox, who had been sought in 
several states, flew into the Capital 
aboard a plane from San Francisco, 
the FBI said. 

Philadelphia police charge that 
Cox had used two phony checks 
and a worthless customer’s draft in 
buying 17 cars from Robinson Auto 
Rental, Inc., for more than $18,000. 

Cox is president of Gateway Mo- 
tors Co. Alexandria, a used-car 
outlet, and of Wheel Finance Corp., 
Washington. 


$200,000 Fire Loss 

SARANAC LAKE, N. Y. — The 
dealership owned and operated by 
Aaron Hoyt was destroyed by fire 
last week with a loss estimated at 
nearly $200,000. More than 10 new 
cars, a number of used cars, two 
school buses and a truck were re- 





‘48! ported destroyed. 








| TOP SENSATION 


for 1953 - 








“~~ RED, GREEN, BLUE, 
GRAY PLAIDS 


A new, exciting addition to the 
ARO family of replacement Con- 
vertible Tops! Dealers from coast 
to coast are making big extra profits 
by featuring ARO KILTY, available 
in a variety of intriguing plaids. 
Tops for all models, 1928 to now. 


ARO STORM KING * ARO DE LUXE 
ARO REGAL ¢ ARO ARISTOCRAT 





Write or wire for money making deal 
ARO TOP SALES CO. 
1089 Commonwealth Ave., Boston, Mass. 


World's Largest and Oldest Makers 
of Replacement Convertible Tops 










1pACcO 


Protit 


SHORTSTOP 
IGNITION SPRAY‘ 


Takes but a few sprays 
to start moisture soaked 
motors. And durable plastic 
coating gives months of protection agains 
stalling due to condensation. Greatly reduces 
corrosion, seals out dampness. 








Comes in handy spray can with easy push 
button valve. 4 Oz size for glove com-' 
partments — 12 Oz. Service Station size.) 


j 
| 


ZACO CHROME SPRAY. 
and PRESTO SPRAY ENAMEL 


ZACO LABS (Division 
*th St 


of Zip Abrasi 


re 
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| 1952 Cars — U. S. Production Totals, Makes by Months 


















TOTAL TOT 

JANUARY FEBRUARY MARCH IST APRIL MAY JUNE ost JULY AUGUST SEPTEMBER NINE OCTOBER NOVEM- DECEMBER Ty 

QUARTER HALF MONTHS BER OUTPUT 
GARVSLER CORP, 2... 5c0565. 75,866 77,022 76,532 229,420 90,857 86,509 87,412 494,198 32,377 42,886 85,317 654,778 69,054 95,374 133,385 952,591 
MME becests Cobbs bees 10,407 10,948 10,568 31,923 11,685 11,734 11,679 67,021 4,957 5,609 3,398 80,985 1 1,210 10,655 17,8 28 120,678 
PD. o6 ve eveeetexreeess 8,704 7,384 8,238 24,326 8,438 8,876 9,463 51,103 3,515 4,486 9,473 68,577 5,705 10,369 1 2,907 97,558 
OGG vvessvesccssccces 21,991 20,681 18,920 61,592 24,726 22,441 23,253 132,012 8,820 11,482 20,003 172,317 21,574 27,893 37,735 259,519 
FEYMOUIN ccccecccces ..e 34,764 38,009 38,806 111,579 46,008 43,458 43,017 244,062 15,085 21,309 52,443 332,899 30,565 46,457 64,915 474,836 
FORD MOTOR CO. ......... 25,433 73,481 100,821 199,735 90,265 87,910 88,045 465,955 38,262 63,026 100,935 668,178 128,596 89,765 118,245 1 004,784 
Ford PPro CoV Tee ROOe Tes 18,273 57,824 78,667 154,764 71,060 68,756 67,699 362,279 25,084 47,404 81,711 516,478 103,825 65,234 91 994 ‘77,531 
SOU, 60.008 iw ds 6608 ton 892 2,530 3,412 6,834 2,322 3,455 2,869 15,480 3,241 2,133 4,125 24,979 1,732 2,150 3,131 31.992 
PABTOUY ccsccscvcccccscss 6,268 13,127 18,742 38,137 16,883 15,699 17,477 88,196 9,937 13,489 15,099 126,721 23,039 22,381 23,1 20 195,261 
GENERAL MOTORS ......... 141,842 137,321 147,307 426,470 179,449 166,832 166,980 939,731 64,715 103,077 198,476 1,305,999 220,184 159,147 1161 27 1,801,457 













on, ase aces 25,854 24,642 26,440 76,936 32,175 29,940 30,021 169,072 13,556 20,140 34342 237.11 
Cadiliec 0.0.00... -. 6,028 6,980 7,370 20,378 9,002 8,839 8,860 47,079 7,560 9,367 9,818 73,824 10.868 “40m 4138 “neasl 
Chewelet ........ -..... 69,951 67,861 72.388 210,200 88,263 81,696 81,793 461,952 21,932 42,316 100,241 626.441 114.134 90,506 46,869 877.950 
Oldsmobile .......... -.. 18,191 17,265 18,803 54,259 22,771 21,101 21,048 ~—«+119,179 9,283 14,228 24,536 167,226 26,696 19.425 15,105 228.452 
Re ci ccuuneweih 21,818 20,573 22,306 64,697 27,238 25,256 25,258 142,449 12,384 17,026 29,539 201398 32844 14676 28.238 277156 
KAISER-FRAZER ............ 4,131 5,248 5440 14,819 5,675 5,620 5,760 31,874 6,222 6,184 6,966 51.246 8612 7,342 8,092 75,292 





MEE S42 ctesserdsersess (2250 <:ta0 t#e58 e403 Shame cNEaNS tuned  $Bteeee wehaw  .oxcee “Ge@ae,. iblean 













PE SS ects eves vies 3,332 7,508 12,550 23,390 15,493 17,088 17,456 73,427 3,920 6,903 17,543 101,793 18,875 16,884 
, , F ‘ , , r , , 14,589 152, 
PRED bbs ssiescivsesus 3,768 5,682 5,994 15,444 6,290 5,985 5,569 33,288 2,348 2,825 5,786 44,247 4,393 5,129 9,220 $2 79 
SUUDEBARER sicccsssccsece 20,444 13,172 13,921 47,537 14,694 13,830 13,164 89,225 2,901 4,634 14,261 111,021 21,132 20,254 9,098 161 505 
WHATS sicccccivccvevceces 2,845 4,445 5,000 12,290 4,541 4,199 3,803 24,833 1,748 2,455 4,606 33,642 5,340 4,677 51 86 48,845 
Total, U. S$. Only........ 284,922 330,939 376,542 992,403 414,507 393,696 394,592 2,195,198 159,562 237,976 440,630 3,033,366 479,896 403,693 mn sae 








—Automotive News estimates. 
















New Jersey Assn. 
Fills Committee 


Posts for 1953 | 


NEWARK, N. J.—The following 
members have been appointed to 
the standing committees of the 
New Jersey Automotive Trade 
Assn. for the current year, it was 
announced by W. Chester Watson, 
president. 


Executive — W. Chester Watson, 
chairman; Elmer Blauvelt, Walter 
F. Conover, E. R. Crow, T. Irving 
Johnston, John M. Kramer, Andrew 
Lustbaum, William L. Mallon, Hop- 
wood Mullen, Peter T. Ranere and 
Walter W. Stillman. 

LecisLaTive —T. Irving Johnston, 
chairman; H. Sherman Beatty, | 
Harry D. Doerr, C. N. Eastlack jr., 
James B. Firmin, Harry J. Her- 
mann, Pat A. Long, Andrew Lust- 
baum, Thomas B. McGuire, William 
L. Mallon, Robert Mengel, William 





BOWER 


J. Ruffu and Edward Van Hook. 
Sarety — Courtenay S. Whitman r o i I e r 
jr, chairman; LeRoy Griggs, co- 
chairman; B. Henry Hoffman, Paul e 
J. Schneider, Owen T. Clarke, John b e a ri FY g Ss 


H. Gardner jr., Walter T. Haase, 
J. Alex Laurie and Edward Van 
Hook. 


BupGetT aND Finance — Walter W. 
Stillman, chairman; Matthew 
Aaron, James R. Boyle, Harry R. 
Burkhart, George H. Condit jr., 
Walter F. Conover, E. R. Crow, 
George G. Downes, John H. Gard- 
ner jr., T. Irving Johnston, William 
L. Mallon and Hopwood Mullen. a 


MemMBERSHIP—George G. Downes, 
chairman, with Elmer Blauvelt, 
John H. Gardner jr. and Elbert V. 
Chapman as co-chairmen. 

INsuRANCE — Elmer Blauvelt, 
chairman; William F. Cooper, 
Thomas B. McGuire, G. P. Montra- 








QUALITY ACCURACY SERVICE 





stelle, Henry J. Mugrauer, Arthur You get only the best Well designed, care- Bower quality plus 
Stryker and John D. Zolzer. in quality, high preci- fully manufactured to Federal-Mogul’s out- 

EmpLoyver-EMPLOYE — James B. sion, extra strength, close tolerances, you standing service—an 
Firmin, chairman; Niels P. An- easy installation and know you are right unbeatable combina- 


~ ~ ei -. —- Hs = fine performance! when you install Bower! tion working for YOU! 
Nathan Kahn, Louis H. Panter and 
Emory S. Parker. 

Project — ApEQqUATE Roaps — Ed- 
ward Van Hook, chairman; William 
A. Basso, Emerson Cunningham, 
Thomas J. Foody, Howard N. —_, ee 
Konowitch, William J. Kraus, Ray- costal PEAR Pee eS HE Te eS le® oe Ky we 2% 18 hg oe 
mond L. Smeraldo, Raymond eee 2S > 


Snyder, Isaac B. Swartz jr. and C. . 
"eee Ask Your 


InpUSTRY-RELATIONS—P. L. Schaef- 


eee teens “tage : Federal-Mogul Jobber! 





Lustbaum, Harry Pollack, Joseph 

Mayer, Walter F. Conover, Pat A. a 
Long, Mark Fagan, Joseph A. 

Byrnes, Fred Meuter, William A. 

Basso, Thomas B. McGuire, George 

G. Downes, Samuel Keats, Philip 

Maimone and Charles O’Shea. 





ag 


Foe 





Paretti, Inc., Set Up 

Establishment of Paretti, Inc., as 
a separate operation of Paretti 
Pontiac Co., Inc., of New Orleans, 
has been announced by Joseph A. = 
Paretti, owner of the Pontiac FEDERAL MOGUL SERVICE 
dealership. Paretti, Inc., located at visi : 
720 Carondelet Ave. will handle (Division of Federal-Mogu! Corporation) DETROIT 13, MICHIGAN 


tires, batteries and such services as 
alignment and wheel balancing. 






ya STA he 


Cliff Reynolds is manager. x 








AUTOMOTIVE NEWS, MARCH 2, 1953 


~ New Passenger Car Registrations, 25 States for January, 








1953-1952 






Car registrations by states are re- 
leased here weekly, as compiled by 

L. Polk representatives in state 
capitals. 


GM TOTAL 
K-F TOTAL 
Allstate 
(British) 
Studebaker 
Willys- 
Overland 
Miscellaneous 


Oldsmobile 
Ford 


Plymouth 
CHRYSLER 
TOTAL 
Chevrolet 


| 


9965 

















977; 2145; 1065) 1961; 763) 227| 60534 













































































i i '53) 1782; 1562| 3539, 9088) 14971) 12353, 447, 3125, 15925, 3747, 1229 2792; 4140, 21873, 213, 352) +565 8} 33) 2 
Temerted tor ‘ieee ‘62; 1229) 943) 2588; 5675; 10435, 6202/ 140| 1864, 8206, 3527, 816, 9279, 2171, 3166; 18959) 340) 339) 679, 10) 62) S28) 74132 ts) ig mn m | — 
——————— ‘63, 58) «27, ~«104)”~«N50)~«339)”~=*«aHSC«iasC(<C*é‘iSSCHSC*«<i:SC“‘«é‘“_ OOCOHtCtC (GSC YD so; 2 ; 9 
— ‘52 % 21 $7| 121} 235) 178} 1] 49| 228; ‘12! 10 181 my, Aon) re 3 a) ae: “i 
Kar a "53,135,123, +290, .+~«-739|”~=«~'2B7|~—=«sd''7@®j +«©—«30| +29, +1504, «341, «= 95, Ssi77,—- «287, 358, 92258, 2S 24 50,74 109, 276 92) +158 50 2 é 
> saa 2} 107; +81, 197, 505, 890 572, 6 145 723 250, 50, 784.197, 24052 347), — 83, | 88} am 
Maryland 53,164, +(123). 256; +740, -«41283,«41284, «=S38, «SN, «633,327, 93) 22h) 243, 431, 2315, 35, 37, 2 [a 3 8, 183,92; 22) ob) 
a 52| (176 107; 270! 840 1393 648 17| 233) _—«898|_— 318 66} 1261; 244) 3002189) 97,37 134, 4 i 127 151 58) 273) 26 Z ja 
Michigan — "53, 689) 545) 1310) 2957, 5501, 6770 252, 1373, 8395, 2564, 836, 4918 1549, 2471, 12338, 73, 201; 274 | 367,933, 465) 560! 227 8 
ee 52) Sil} 325/926] 2712; 44741 «(19641 ~—-49|-—« 746; 2759-1698, 256} +5367) 1096) 1876 (10293) 130, 19132 = a. 306) 595; 193) 725) 48, 7 ae 
Mi ta "53, (193) 182). 437, +«4979)~+~=«WAW791',,~=S—«*U,SSs« | Ss) s*d'97N) «= 380) 2) 1308) 296; +9465, = 2561 i 59, 70 1 82; 170 124, 281; 52 . 9 
eta ‘52; 248) 200, 350/ 1020; 1818} 1242) ‘Ji! 307, 1560, 645) 105| 1975 490; 591; 3806, 24, 48,72 | 68 174,125) 456) 8 8 Ute 
Nebraska "53,101, ~=«63, «44, ~«444)~=S«752|~—=«760) += 32, s*1'72,—Ci(i84, S289) B74 SO, 264) 1485, 15) 12) 27 ' 35; 63); 33, «135; 8 51 
ene 52] 123) 53 148| 484 808 473 12 145! 630, — 307) 49) 752) 186; 254) 1548 13 32 Ae Ne 2 sl 34 94; 47|_—iN65 | 20} e 
Nevada 53,22). ~=«09| ~=SC«4B]| ~=S9)~St«i«i S| SSCi98| =i 84]SsB7{ 32] 3] NAY BY 32222 : a. ; ot 8 25, 15; 2 te WW 2 
eo '52| 2 6} 20} 44} 39 13] 52} — 26} 10}, 4} 8] SB 151 2 3 8 3 87 1; 334 
New Hampshire — 53, 25,23, t| SSN), «S228, 202) 3, 39, 244, BB) 213, 4) HH, 439 4 5 9 3 26; 35, Ss 18] 26) 5 3, 1056 
Saas 52) 27; 17,53} ~— 208) __—*139 e| 38; —«185| SB) 2} 245} 46} 130,519) 4) 2} 28 Le 6 24 «43 13) 61 13) 4) _—*HN02 
New J oS "53, 586) 419) 807| 1686, 3498, 2873, 105, 918 3896 783; 319, 2231; 588) 1208) 5129; 69 J15| 184 5 28 256 466 352, 466, 207, 61, 14548 
~ iain ‘52; 4it| 31t| 648| (1427! «2797; 1537/28) 581, 2146) 975) 202) 2322) 715) 924) 5138, 109,122) 231) _6| 32) -272|_—327|_— 231,526} 4) 80) 11830 
North Dakota 53, -67).~«=««43)—=«d28|~=s283)~=Ss«S2t} = 482)—Ss«*3)—'s77|—s«S72|_—s«d AT 33; 392) 95] (135 7% 3 8 Ot 22; él 3; 4 oO 1) 2014 
‘52; 70} 34] 71|_—222| += 397} ~——205 4} _57| 266] _—+129| ~— 26] ~— 293}, — 60}, 0} 598 4 8! 12 as 31 30,37, 6 9} _3|_—*1459 
Ohio ~*53) 820/580, 1430, 2791; 5621; 4688, 176, 1138; 6002; 1781; 587, 4468 1230, 1660, 9726, 93, 169 262 1 2 370, 775, 414, 663; 333, 40) 24209 
“ 52} 690| 450| 1223) 2982/ 5345] 2197; 28 738) 2963) +1491) 223| 4581; 1081! 1359, 8735) 154) 193) 347 2 2) 360,585 280,497 59)_—19739 
Pennsylvania ~~ *53) 480/450, (937| +2303, 4170, 3415, 91, 744; 4250, 794) 256) 2338 608; 1011; 5007 80, 148) 228 3 5 235, 466, 291, 56:, 198, 44, 15461 
vant — 52/603) 507| 1032) 3075) 5217, 2576, 56) 782, 3414) «1590 236) 4707, 1003, 1314, 8850/56) 193) 349 2 8 272, 562, 291, 931, (115! —_—-29| 20040 
South Carolina 53) +97) +~+«97,~+~«333) 616) «1143; «1084, —Ss« 27, S294) +1405) «367, 8) 184) 223, 350, 2192) 32) 21,53} 15 57, 146 103) 197, 54 9, 5374 
52} 85] ~—72|_—«'172|~=—«395} S724] att | st} —s3| 525] -235| St] 764} 153] 220) 1423) 26} S| 4 2} st 52,82, 34,178, 10 6 3097 
Utah : ia 53, 51, +«39|+~=SCO79)~=C«*S7)~=«328|~S347)~Ss«i4)Sts«éd‘dY)SSs«éA4T77|,—s«*NBN |S] 300) 74) NS) 4 5 19) 24 4) 37, 73, «50| Ss 72)—S«sa8 5| 1738 
‘52; 29) ~—25| —59)_—t4| ~—227|_—25| 3) 38} 266) 102/15] 233! 56) 517 4, 15) 19 ‘J 2528 17; 49 4 1] 1154 
Wisconsin "53) 273/244) +«463|+«956) «1936, «s1N9| = «43S 40) ~—«s1573) = 422) 95) :1306| 350) +595) 2768 8 «456, 64 it 498, stl, «301, 46) ~—Ssd'7),—s« 74285 
OR eal 52) 242} 178) -435|_—916|_—st77i|_—«stN57)—20)_—296|_— 1473) 665|_—N2|_—1600/_ 420) 551| 3348) 30} Bt), SC} 113, 323) 92,426! —s8 6| 7682 
23 States Reported "53| 5543) 4547| 10361| 23079 43530) 38624, 1343) 9387) 49354) 12299| 3876, 32186, 8616) 13425, 70402; 674, 1264; 1938 22; 63 67 2812 6372) 3294) 5766, 2145) 497, 186262 
‘ _To Date for January "52| 4608! 3330 8249] 20643/ 36830] 19765| 384) 6145! 26294! 12165! 2239) 34418| 7995! 11280' 68097/_ 1148) 1342, 2490| 10,106) 86 2537' 4508) 2159 7009' 701458) ‘151285 





New Commercial Car Registrations, 23 States for January, 1953-1952 
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The following advertised-delivered prices 


Savoy, 2,236.50. (Hy-Driv Q 
are based on factory retail p a y. $ y-Drive optional at 


$145.80 on all models. Wire-spoke wheels 


gested by the factories under authori 
of the Office of Price Stabilization. Thess 
prices include federal excise taxes and 





Current 


Prices on N 


ew Cars 


optional at $290.25.) 
PONTIAC — Chieftain 6 Special—4-dr. 


factory handling charges, plus dealer de- sed., eg et 2-dr. sed.. $1,956.36. 
non’ and Toes Seren. They do |—4-dr. sed., $1,874; 2-dr. sed., $1,820; | Matie optional on all models except Mea-| models. Power steering optional at $198.90 =” $2,060 oa; eae’ ret 
include transportation charges, state | spt. cpe., $2,051; conv., $2,175. (Power-| dowbrook station wagon at $130.10. Gyro-j|on all models, power brakes at $43 and | Onieftain $ Special—4-dr. sed’ $2,089.62: 


and local taxes or optional equipment. 


glide optional at $178.35 on Two-Ten and 


Torque optional on all Coronet models at 


power seat at $69.90.) 


2-dr. sed., $2,031.45. Chieftain 8 Deluxe— 


ALLSTATE — Four — 2-dr. sed. $1,499. | Bel Air models - y 
Six—$1,686.18. (Sold only by Sears, Roe-| tional at $177.55 call emit OP 7 nabs 3200.25. wheels optional on| | MERCURY — Custom — 4-dr. sed., $2,-| 4-dr. sed., $2,193.51; 2-dr. sed., $2,136.32: 
buck and Co. stores in certain areas. ) CHRYSLER—Wind 250.50; 2-dr. sed., $2,193.50; spt. cpe., | conv., $2,517.66. Catalinas—Deluxe 6. $2.- 
AUSTIN—A-30 sed., $1,495; A-40 Som-| (a:pass. $3141 25) ee, a, ae 587 38. |, FORD—Mainline 6—4-dr. sed., $1,690.47; | $2,315. Momterey — 4-dr. sed.. $2,332.50; | 304.30; Custom 6, $2,370.43; Deluxe §, 
erset sed., $1,795; stat. wag., $1,895; | star we.” 40.968 lees ge eae 2-dr. sed., $1,641.59; bus. cpe. $1,537.33: | hardtop, $2,451.50; conv., $2,609.50; 8-pass. | $2,370.99: Custom 8, $2,446. Station wac- 
conv., $1,845; 'A-40 sporis conv., $2,295. | sca” ‘gosd6) rewpete nae eke Aodr- | stat. wag’, $2.018.90. Customline 6—4-dr. | stat. wag. $2,825.50. (Mere-O-Matie op- | ons—Two-seat Special 6, $2,449.61; three. 
(Delivered at U. 8S. ports.) $3 309.75. Se ae cae aad $3... sed., $1,728.69; 2-dr. sed., $1,733.79; cl. | tional at $189.81 on all models.) seat Special 6. $2.505.15: two-seat Deluxe 
BUICK—Special — 4-dr. sed., $2,208.76; | 359.50 (8-pass. $4,388). cl. che., $3°360°50. | CPS a, $1743.29. Mainline 8—4-dr. sed..| NASH—Rambler Super — Suburban, $2,- | 6, $2.559.61; two-seat Special 8, $2,524.61: 
2-dr. sed., $2,149.32; 4-dr. Deluxe sed.,| Newport, $3,806.75; stat. wag.’ $4,102.25. | $1°766-09: 2-dr. sed., $1,717.20; bus. cpe., | 002.60. Rambler Custom — Hardtop, §2,-|three-seat Special 8, $2,580.15; two-seat 
$2,255.32; 2-dr. Deluxe sed., $2,196.88: | New Yorker Delux or $3'550.75. $1,613.53; stat. wag., $2,095.07. Custom- | 994.35; conv., $2,118.90; stat. wag., $2,-| Deluxe 8. $2,663.61. Grain finish on all 
Riviera cpe., $2,295.43; conv., $2,553.17. |cl cpe., $3,495; eat $3,968: conv, | Une, 8—4-dr. sed., $1,858.35; 2-dr. sed.. | 118.90. Statesman Super—4-dr. sed., $2,-| Station wagons, $80 extra. (Hydra-Matle 
Super—4-dr. Riviera, $2,696.17; Riviera | $4,049.50. Custom Imperial — 4-dr. sed.. $1,809.45; cl. cpe., $1,819.50; stat. wag..|178.35: 2-dr. sed., $2,143.55. Statesman | optional on all models at $178.35, power 
cpe., $2,610.56; conv., $3,001.59; stat. | $4'249.50; lim., $4,787. Crown Imperial— $2,266.76. Crestline 8—Victoria, $2,120.23; Custom—4-dr. sed., $2,331.70; 2-dr. sed., | steering at $177.40. Autronic Eye at 
wag., $3,429.73. Roadmsster—4-dr. Riviera, | §-pass. sed., $6,921.50; lim., $7,043.75. | COMva , 8427992; stat. wag, $2,403.24; | $2,309.50; hardtop, $2,433.20. Ambassador | $53.65.) 
$3,254.36; Riviera cpe., $3,358.05 conv., | (Fiuid-Matic optional at $130.10 on Wind- | (Rordomatic optional a on al mod- | Super—4-dr. sed. $2,557.20; 2-dr. sed.,| ROOTES—Hillman Minx—4-dr. sed., $1.- 
$3,505.56; stat. wag., $4,030.73; Skylark |sor, standard on other models. Fluid- | °!’-) $2,520.75. Ambassador Custom—4-dr. sed.. | 699; conv., $1,899; stat. wag., $1,938 
sports car, $5,000. (Dynaflow standard on FORD OF BRITAIN—Prefect 4-dr. sed., | $2,716.45; 2-dr. sed., $2,695; hardtop, §2,- . ale ¢ ” 9 2907. “1 ae 
Torque standard on Custom Imperial and Humber—Hawk sed., $2,395; Hawk touring 
Roadmaster models, optional at $192.50 on | Grown Imperial; optional at $139.75 on $1,344; Anglia 2-dr. sed., $1,183; Consul | 828.60. (Hydra-Matic optional at $178.85 | jim $2,640; Super Snipe sed $3,295: 
all others. Power steering standard on | other eight-cylinder models, at $106.40 on | 4-dr. sed., $1,693; Zephyr six 4-dr. sed.,|on Statesman and Ambassador. LeMans Super Snipe’ touring lim $3 580: Super 
Roadmaster models, optional at $177.40 on | windsor Deluxe and at $236.50 on Windsor. | $1,890. (Delivered at U. S. ports.) engine optional at $192.50 on Ambassador.) Snipe Pullman lim. $5,110. Sanieaenditas~ 
: ae it —- a — om gaan Aen Power steering standard on Crown Im-| HENRY J—Corsair Four—2-dr. sed., $1.-| OLDSMOBILE—Deluxe 88 — 4-dr. sed., | bot—Sed., $2,685; conv., $2,911. Rover 
$35.19 on othe tee d aan ; = s = perial, optional at $198.90 on other models. | 499. Corsair Deluxe Six—2-dr. sed., $1,- | $2,327.09; 2-dr. sed., $2,261.62. Super 88/| Sed., $2,897. (Delivered in New York City.) 
> enon r as a e See els = Y- | Wire-spoke wheels optional at $290.25 on | 686.18. —4-dr, sed., $2,461.71; 2-dr. sed., §$2,- STUDEBAKER Ch 
= —— ae SS SS ss Eee lan mente) HUDSON—Wasp—4-dr. sed., $2,310.87; | 395.25; hardtop, $2,673.39; conv., $2,852.59. |, ‘ oar ae co. ee ee 
=| per and Roadmaster series! “peSOTO — Powermaster 6 — 4-dr. sed.,|2-dr. sed., $2,264.13; cl. cpe., $2,310.87. | Classic 98—4-dr. sed., $2.785.82; hardtop, | (dr. sed.. $1,767.40; 2dr. sed., $1,735.12 
_ ae on.t-8 4 3 $2,475.75 (8-pass. sed., $3,286); cl. cpe.,| Super Wasp—4-dr. sed., $2,465.84; 2-dr. | $3,021.75; conv., $3,228.84; Fiesta sports 2-4 oe $1,830.58: 5 sed., $1,862.83 
eonae: ot $3,571.33, _. se +. $2,454; Sportsman, $2,800.75; stat. wag., |sed., $2,413.28; cl. cpe., $2,465.84; Holly-|car, $5,715. (Following equipment stand- oa? sed. saggy od “pass. cpe., $1, 
; CPO., Fe,05>.S8; pe deVille, | $3'112'50. Fire Dome V-8—4-dr. sed., $2,- | wood, $2,811.58; conv., $3,047.50. Hornet|ard on Fiesta, optional at extra cost on | 868.21. Champion Regal—4-dr. sed., $1.- 


$3,994.57; conv., $4,143.72. Series 60 Spe- 
cial—4-dr. 


759.75 (8-pass. sed., $3,563.75); cl. cpe., 


—4-dr. sed., $2,768.86; cl. cpe.. $2,741.99; 


all other models: HMydra-Matic, $178.35; 


949.17; 2-dr. sed., $1,916.92; 5-pass. cpe. 


. ged., $4,304.88. Series 75—8- $2,738.25; Sportsman, $3,089.25; conv., $3 Holl 7 . se $1,954.55; hardtop, $2,115.80. Commander 

, , .25; ¥ J .25; 7” : ywood, $3,095.15; conv., $3,342.05. | power steering, $177.40; wer brakes, 
pass. sed., $5,407.54; lim.. $5,620.93. Eldo- | 191.50; stat. wag., $3,386. (Tip-Toe Shift | (Hydra-Matic optional on aij models at | $35.50.) E as Detune — ¢-dr. s0d., $3,121.15; 3-dr. sed. 
gry OE ne ial nc; | with Fluid Drive optional at_ $130.10 on | $175.71.) PACKARD—Clipper—4-dr., sed., $2,588; | $2088.90; 5-pass. cpe., $2,126.52. Com- 
ard on p eerine £0 Rossel om all models. Tip-Toe Shift with Fluld Torque | | JAGUAR—XK-120—Super sports, $4,039; | club sed., $2,534; Deluxe 4-dr., sed., $2,- — Sok metal boone — 
svete, » = = on Midecede, op- rive optional at $236.50 on - only. | hardtop, $4,065. Mark VII—4 dr., $4,170. | 735; Deluxe club sed., $2,681; Sportster $2,212.91; hardtop, $2,374.16. (Automatic 


steering 
tional at $176.98 on all other models. Auto- 
matic beam control optional at $53.36. Air 
conditioning optional on all enclosed mod- 
els at $619.55.) 
CHEVROLET 


Power Steering optional at $198.90, power 
brakes at $36.55 and wire-spoke wheels at 
$290.25 on all models.) 

DODGE — Meadowbrook Special — 4-dr. 


(Delivered at U. 8. ports.) 
KAISER—Deluxe—4-dr. sed., $2,512.79; 

club sed., $2,459; 4-dr. Traveler, $2,618.55. 

Manhattan—4-dr. sed., $2,649.63; club sed., 


hardtop, $2,795. Packard — Cavalier 4-dr. 
sed., $3,234; Mayfair hardtop, $3,268; 
conv., $3,476; Patrician 4-dr. sed., $3,735; 
Caribbean conv., $5,200. (Ultramatic stand- 


Drive optional at $231.24 on Champion 
$243.08 on Commander. Power steering 
optional at $161.25 on Commander.) 


yw ee ae sed., $2,088.25; cl. cpe., $2,046.50 Mea- | $2,596.76; 4-dr. Traveler, $2,755.36. Dragon | ard on Patrician, optional at $199 on other WILLYS—Aero Lark — 4-dr. sed., $1,- 

$1,670: 2-¢r. $1,613; cl. cpe $1 620: dowbrook—4-dr. sed., $2,181; cl. cpe., $2,- | —$3,923.91. (Hydra-Matic standard onj| models. Power steering optional at $195 on | 732.10; 2-dr. sed., $1,645.70. Aero Falcon 
} ; $1 a. bw ; a. wag "$2. 151.75; stat. wag., $2,250.75. Coromet— | Dragon, optional at $178.55 on other mod-j|all models; power brakes at $39.45.) —4-dr. sed., $1,860.61; 2-dr. sed., $1. 
— epe., $1,524; 7. 1,768," 2-a0 4-dr. sed., $2,365; cl. cpe., $2,336; Diplo- | els.) PLYMOUTH — Cambridge — 4-dr. sed., | 759.97. Aero Ace — 4-dr. sed., $2,038.43 
oa Tr. a on ° $1 726: —-. epe., mat, $2,577; conv., $2,710.50; stat. wag., LINCOLN — Cosmopolitan — 4-dr. sed., | $1,836.50; club sed., $1,798.75; bus. cpe., | 2-dr. sed., $1,963.11. Aero Eagle (hardtop 
oe7, — $2,003." e ’ ao wa. $2,648. (Fluid Coupling optional at $20.40 | $3,522; spt. cpe., $3,625. Capri—4-dr. sed., | $1,674.75; Suburban, $2,095.25. Cranbrook | —-$2,156.79. Station wagons — 4-cyl., $1. 
123: = ° aaa ’ 752.273 ‘Bel ‘Air on all Meadowbrook and Meadowbrook | $3,766; ‘‘hardtop,’’ $3,869; conv., $4,-|—4-dr. sed., $1,928.50; cl. cpe., $1,898.25; | 862.22 (four-wheel drive, $2,304.03); 6-cyl. 

+ 5-pass. wag., . Special models except station wagon. Gyro- | 080.50. (Hydra-Matic standard on all! Belvedere, $2,147.25; conv., $2,303.25; ' $1,948.75. 





Merchandising 


Memos to Dealers 





ee percent of selling power 
makes the difference between 
the workaday salesman just plug- 
ging along and the star who 
flashes to the top, according to Jack 
Lacy, of New Centre, Mass. 

Lacy’s clinic on selling was one 
of the best attended at the NADA 
convention, illustrating the reali- 
zation on the part of dealers that 
they must sharpen up for the 
months ahead. 

In respect to training, though, 
Bob Thompson, who has_ been 
stimulating auto salesmen for some 
30 years, says there is a marked 
aversion on the part of salesmen 
to sales “training.” 

Bob, who has been operating on 
the Coast this winter, says they 
just don’t like the word. Maybe 
they don’t like to admit that they 
need training. 

Got another word for 


intrigue the auto salesmen? 
* * 7 


A New World 

ETTING back to Lacy, he puts 

it to salesmen this way: 

“Add 5 percent to your selling 
power and you open up a whole 
new world.” 

Lacy breaks down salesmen into 
three groups: 

1. Those who have only _ the 
knowledge of their product. They 
earn but little. 

2. Those who add word power 
to knowledge of product. They 
earn more, but still not much. 

3. Those who add to knowledge 
of product and word power skill in 
the interview. Those in this group 
are tops, and their earning power 
is unlimited. 


it to 


x * * 


To Attract Customer 
KILL in interview involves the 
sound of salesman’s voice, his 
ability to sense the mood of the 
customer and appeal to him and 
the ability to transmit enthusiasm 
to the customer. . 

The man on top, says Lacy, is a 
money player. His nerves are under 
control. He finds what the customer 
wants and appeals to that desire. 

In total, he is organized to sell. 

Even with all of this, there is 
a little ingredient some refer to 
as “work.” Some call it fun, and 
they prosper. 

But it stands to reason that a 
salesman who can earn $75 a week 
calling on five prospects a day can 
earn, other things being equal, $150 
a week calling on 10 a day. 

* * - 


Three Big Decisions 
HERE are three decisions,” 
says Lacy, “a man must make 
before he buys your car: 

‘1. He must decide that the 
product will give him an advantage 
of some sort. 

“2, He must decide that he 
should buy this product that will 
give him an advantage from you. 

“3. He must decide to do it now.” 

(This do-it-now close varies with 
today’s headlines. The day after 
Standard Oil of California and 
Union Oil announced price _ in- 
creases, some dealers on the Coast 
were telling customers: 

(“I don’t like to mention this, 
because I’m not sure it is going to 
happen. You saw what happened 
to the price of gasoline yesterday. 
Well, I really don’t think it will 
happen to cars, but you never 
know. 

(“You probably have read about 
how the auto union is pressing the 
auto makers for higher wages now 
that wages are decontrolled. Well, 
we have the same pressure here 
from our mechanics .. . and so on 

ext - 

The salesman never actually 
says he thinks car prices are go- 
ing up. In fact, he’ll be happy to 
get list. But who’s to say prices 
won’t go up? 

So the reluctant customer be- 
comes an eager one. 

(We aren’t indorsing this ap- 
proach, by the way. In fact there 
are darned few places where it 
would work, since in nearly all 
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particular feature?” 

Waste no time in looking for 
the hot button. That’s the one 
you will have to push to make the 
sale. 

And Lacy tells the story of the 
auto salesman out prospecting who 
stuck his head in a store and asked: 

“Who was it that was thinking 
of buying a better car?” 

The girl behind the counter looks 
up, puzzled for a moment. 


ae 
Pas 





By Bob Finlay “Oh,” she says, “that must be 

Joe. Joe was talking about buying 

a@ car. 

“ ” 
sections of the country the custom- | F t Joe th t 
ers know that dealers are selling| ee ee ee 
cars well below ceiling. It is in- a. 7a. ee 
jected here merely as an _ illus-| How Much? . 
Pontiac Zone Chiefs Confer in Frisco— 


tration.) ie fps Lacy told the story of the 

guy who phoned seven dealers 

to ask how much they’d give him 
for his old Scatterbolt 8. 

Six told him to drop in. How else 


J. E. Jameison (seated, center), Pontiac's Pacific regional manager, gets attention 
at a sales-planning meeting with zone officials of his region in San Francisco. 
Standing (from left) are T. L. King, assistant Los Angeles zone manager; Charles L. 
Keyes, assistant San Francisco manager; George S. Morrison, Denver manager; Charles 
could they tell? L. Messecar, Portland manager; Glen A. Pace, assistant Portland manager, and Gary 

The seventh dealer asks pleasant- B. Hogan. assistant Denver manager. Seated are D. M. House, Los Angeles manager; 
ly: Jameison, and Don R. Stuart, San Francisco manager. 


“Why are you thinking of buy- 
ing a better car?” 

Before he knows it, the prospect 
has given the dealer all the sales 


Tip on Greeting 

“Q@ALESMEN must be likeable,” 
Lacy says, “because many 

people simply will not buy from 

people they do not like no matter 

what the advantage to themselves 

that may be involved.” 

Here’s a tip from Lacy on greet- 
ing showroom visitors: 

“I’m very glad you came to visit 
us. Are you interested in a better 
car?” 

And, 





- would you like to pay for 
it 


him to go ahead with the deal than 
it is to go backward. 
The customer asks: And, as often as not, the customer 
ammunition he needs. “How much do I have to pay?” makes a good deal for the dealer, 
The “close,” says Lacy, is simply| Some salesmen tell him, andj and the salesman hands him a pen: 
a matter of getting the prospect | often lose the sale. “That will be OK. Sign right 


“Are you interested in any| into a position where it is easier for} The top salesman simply asks: here.” 


ew life 


FOR TIRED ENGINES! 











Perfect Circle's 2in1 chrome piston ring set 


Here’s the best shot in the arm any Doctor of Motors can prescribe 
for an automotive patient! For Perfect Circle’s 2-in-1 Chrome Set means 
new pep...new power...new oil economy ...for thousands of extra miles! 


For Perfect Circle’s 2-in-1 Chrome Set is the truly modern piston ring 
equipment. It seals compression, seals oil, for over twice as long as 
ordinary rings. And only 2-in-1 furnishes an alternate HiPressure spring 
with each oil ring to assure positive oil control even in badly worn 
cylinders. 


Yes, for lasting customer satisfaction...for freedom from ‘“‘come-backs”’ 

..use Perfect Circle’s 2-in-1 Chrome Set for every re-ring job! Perfect 
Circle Corporation, Hagerstown, Indiana; The Perfect Circle Co., Ltd., 
Toronto, Ontario. 


Periect Cirele 


THE STANDARD OF COMPARISON 
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Three Win Promotions .. . 


Shift Top Sales Aides 
At Chrysler Division 


Kansas City 
Co 


4, T. Condon 





president of Chrysler Kansas City 


In September, 1940, he returned 
to the factory as sales executive, 





and in 1941 was made manager of 
Chrysler Corp.’s industrial engine 
division. In May, 1947, he resumed 


(Continued from Page 6) 


his duties as sales executive and 
continued in that capacity until 
the Chrysler Dealer Council was 
formed in November, 1951, and he 
was named director. 


Howard has served as district 
manager; regional manager in both 
the Kansas City and New York 
regions; sales.promotion supervisor 
of the eastern regions; sales execu- 
tive and director of zoning and 
marketing. 


A native of Funkstown, Md., he 
joined the Chrysler Division as a 
district manager in the Boston 
region in 1941, leaving to join the 
Army Signal Corps. 

Howard rejoined the Chrysler 
Division in February, 1945, return- 
ing to his former position as 
district manager in Boston. In De- 
cember of that year, he was 


and then becoming 





J. H. Howard 


A TRUE SUCCESS STORY 


“PLOW AWHILE, CRY AWHILE” 





A kids’ baseball game, a black cat, a 2 A.M. ride to a sawmill. . . . 


Put them all together and they spell success for Jim 


Reading time: 1 minute. 39 seconds 


J. a tremendously successful De Soto-Plymouth 
Dealer, speaks in deep, resonant tones softened by a cot- 
tony southern accent. At 40, he has lived more than 14,000 
days. Five of these days shaped his destiny. 

(The first was a June day, 1924. Jim. 12. manfully 
plowed his Dad’s 210-acre cotton farm. Dad was sick. The 
backbreaking work fell to Jim. only boy among six chil- 
dren. In a nearby field, he heard his friends yipping 
happily as they played ball.) 

“I plowed awhile and cried awhile,” he recalled. “That 
day I made up my mind not to be a farmer. I watched my 
Dad battle weevils. drought and surplus crops all his life. 
In the end, it killed him.” 

(The second was an April day, 1930. Jim, 18. pointed 
his new car out of a dealer’s garage. A black cat darted 
across its path.) 





“Almost turned the car around,” he said. “But | kept 
going and that car turned out to be lucky. 1 was paying 
for the car with income from crops I was growing while 
in school. The depression knocked the props out from 
farm prices. But I kept up the payments and won a friend 
in the finance company. The friendship helped me later.” 

(The third was an October day, 1932. Jim huddled 
disconsolately in a shack in a lumber yard. It was rain- 
ing hard.) 

“After high school, I left the farm—but not far,” Jim 
said. “I sawed logs for $10 a week. That rainy day I 
realized there was a dead end ahead. I quit, and headed 
for town and opportunity.” 

Opportunity turned out to be a part-time job at $12 
a week collecting bills for a clothing firm. 

(The fourth was a January day, 1933. Jim was visited 
by the salesman who had sold him his car. He tried to 
sell him another.) 

“I'd buy one,” Jim conceded, “but I can't afford it.” 

Later that day, the salesman called by telephone. 

“If you had a better job, would you buy the car?” he 
asked. Jim said he would. 

“Then come over and pick up your car... and go to 
work. You've got a job collecting for our auto business.” 

(The fifth was a March night, 1934. Jim heard a 
frantic knock at the farmhouse door where he lived with 
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Cappel, MacDonald Head Gets Safety Award— 


Noble Dutton (center), National Safety Council representative, congratulates E. F. 
MacDonald, president of Cappel, MacDonald & Co., Dayton, O., after presenting him 
with the council's Presidential Citation at ceremonies in Detroit last week. For the 
past three years, MacDonald's firm has been sponsoring ‘Drive For Safety"’ programs 
throughout the country, and has encouraged auto dealers to promote these. Observing 
at right is Timothy F. Creedon, of the Automobile Manufacturers Assn. 
sales promotion supervisor of 
eastern regions, with headquarters 
in New York City. In September, 
1951, he was advanced to sales 
executive and made a member of 


promoted to regional manager in 
the Kansas City region and then 
was chosen to head the New York 
region in March, 1948. 

In May, 1950, he was appointed 










his folks. A motorist had run out of gas. Jim volunteered 
to go to a distant sawmill that kept a supply. The grateful 
motorist took his benefactor’s name.) 

“The next month,” Jim continued, “my Dad died, so 
I needed a better job. My friend at the finance company 
helped me get one as a sales- 
man for a Dodge Dealer. 
Right after I started, the 
man who had needed the gas 
called. Turned out to be the 
manager of an ice company. 
He bought 13 trucks from 
me—an impressive start. In 
the first 10 months of 1935, 
I sold 210 units. Those five 
days had begun to pay off.” 


When his employer re- 
tired, Jim, only 23, bor- 
rowed money and, with a friend, earned a De Soto deal- 
ership. In 1938, he became sole owner with headquarters 
in a small, tin-roof garage. Today his modern establish- 
ment, with 30 employees. is the city’s biggest. 





“There’s no spectacular secret for building a success- 
ful dealership.” Jim said. “It’s just steady plowing... 
with no time out for crying.” 


Write for our free booklet of true stories 
about enterprising men. Chrysler Corporation, 
Highland Park 3, Michigan. 


jo ~~ 


DEALERS in Chrysler Corporation 
products are selected for their 
integrity and merchandising skill... 
to serve expertly the ever-growing 1 
preference for the superior cars 
and trucks that are products of 
Chrysler Engineering 
Leadership. 


Cc H RYS & E R Cc oO R PO R ATI Le) N PLYMOUTH « DODGE + DESOTO + CHRYSLER «¢ DODGE“JOB-RATED” TRUCKS 


FINE CARS OF GREAT VALUE 








the Division’s general sales staff, 
with headquarters in Detroit. He 
was advanced to director of zoning 
and marketing last May. 


Truck Body Assn. 
To Intensify Fight 


On Excise Tax 


WASHINGTON. — The Truck 
Body & Equipment Assn. will con- 
centrate its efforts on the fight for 
repeal of the 8 percent Federal ex- 
cise tax on truck bodies, according 
to Arthur H. Nuesse, executive 
manager. 


The original 2 percent excise tax 
Nuesse pointed out, was included 
in the Revenue Act of 1932 as a 
“temporary” measure. In 1941, the 
tax was increased to 5 percent, and 
in 1951 to 8 percent, he said, with 
the result that it has become a 
permanent imposition and excessive 
burden on the industry. 


“Motor truck bodies,” Nuesse 
declared, “can by no stretch of the 
imagination be considered a 
‘luxury.’ Truck body producers are 
recognized as an_ indispensable 
segment of our national economy.” 


The association also has an- 
nounced that its sixth annual con- 
vention will be held Sept. 21-23 at 
the Sheraton-Gibson Hotel in 
Cincinnati. 

The number of exhibit spaces will 
be limited to 50. An attendance of 
some 600 is anticipated. James A. 
Rohan, of St. Louis, is convention 
chairman. 


| Letterbox | 


(Continued from Page 4) 


to get the public to spend a super 
fortune of $90 billion on new high- 
ways. 

And to meet these problems what 
does the industry come up with? 
It proudly presents 250-horsepower 
mammoth missiles that will take 
up more room and go faster on and 
off roads already jammed with 
traffic and littered with debris of 
accidents. 


The repair business may benefit 
for a while because the “cars of the 
future,” being more front-end- 
heavy even than today’s cars, 
ought to be skidding off the road 
more frequently. 


It will cost more to repair or 
replace “jeweler - engraved hood 
emblems” and “roto-static front- 
wheel discs,” but the industry had 
better recognize that it is rushing 
headlong toward the point where 
it will be killing and injuring so 
many customers and clogging so 
many highways that it will be 
strangling itself. 

To avoid self-destruction, the 
auto industry will have to come up 
with a different conception of the 
“car of the future.” The way to 
cure acute indigestion isn’t by con- 
cocting richer and flossier desserts. 


The auto industry will have to 
build cars safer to drive and tail- 
ored to fit existing drivers and 
roads, instead of cars that will re- 
quire both man and highway sys- 
tems to be made over to fit them- 
ARTHUR W. STEVENS, President, Au- 
tomobile Safety Assn., Boston. 


GM Vindicated 
In Copyright Suit 


BALTIMORE.—(UTPS) — Louis 
R. Milio, Baltimore lawyer, lost his 
$100,000 unfair - competition claim 
against General Motors and Henry 
J. Taylor, radio commentator. 


Federal Judge William C. Cole- 
man ruled that there was no sound 
basis for the suit, which contended 
that the defendants prevented Milio 
from making a financial success of 
publications or broadcasts of ideas 
under the title “Your Heroes and 
Mine.” 


New Fram Oil Filter 


Used by Studebaker 


PROVIDENCE.—Fram Corp., in 
cooperation with Studebaker, has 
developed a new carburetor air 
filter which, Fram says, is guaran- 
teed to be 99 percent efficient. 

Standard equipment on the 1953 
Studebaker, the filter is said to 
maintain its efficiency throughout 
its life. 
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Oldsmobile Dealer Council Meets with Factory Officials— 


Representatives of Oldsmobile dealers from each of the division's zones held a dealer council meeting in Lansing recently. 
Front row from left: A. P. Wagner, Detroit; Ken Garft, Salt Lake City; W. J. Wilkins, Norfolk, Va.; G. R. Jones, general sales 
manager; T. C. Downey, works manager; L. A. Kintigh, assistant chief engineer; G. T. Williams, Jackson, Tenn.; G. A. Graham, 
Winona, Minn., and E. W. Schuon, comptroller. Second row: Ray Wengender, Rochester, N. Y.; J. W. Barber, Cleveland Heights, 
O.; L. P. Faul, Oak Park, Ill; W. L. McCulloh, Ardmore, Okla.;.G. H. Wise, Lebanon, Pa.; L. J. Thibaut, E. Cambridge, Mass.; 
H. S. Bray, Redwood City, Calif.; R. G. Mclean, Santa Ana, Calif.; J. A. Dishman, Louisville, and C. W. Bradley, Norwalk, Conn. 
Top row: J. M. Cavender jr., San Antonio; M. P. Tomlinson, Lakeland, Fla.; W. J. McEleney, Clinton, la.; J. F. Timmons, Golds- 
boro, N. C.; J. R. Runner, Somerset, Pa.; J. W. Mueller, St. Louis; Earl Morley, Hillsboro, Ore., and G. L. Humphrey, Rockford, Ill. 


jar Te 
| ; | F 


F, 


eo 
ee 








Dealers tell me... 





(Continued from Page 3) 


that NADA’s biggest need is for a 
man with intelligence, energy and 
diplomacy to represent this trade 
in any field of endeavor, a man 
who would be respected in legis- 
lative activities, factory negoti- 
ations and on the public platform. 
This, too, is indeed a valuable 
asset for the head of any trade 
association. 

Many dealers feel that NADA 
will have less need for legislative 
activities with a Republican ad- 


World Sports Car 
Contest March 8 


WASHINGTON. — A 12-hour 
sports car race of international 
proportions will be held March 8 
in Sebring, Fla. 

The event will be in the same 
class as the Pan-American road 
race; the Le Mans 24-hour race in 
France; the Tourist Trophy of 
England; the 1,000-kilometer race 
in Germany; the 24-hour race in 
Belgium, and the Italian Mille 
Miglia. 


ministration in power. NADA has 
almost a _ perfect record with 
national legislation. The association 
has been fortunate in its selection 
of chairmen and members of the 
national legislative committee. The 
legislative program has been con- 
sistent and strong. It has been 
permanently successful because the 
program has always been in public 
interest and forward looking. The 
administrative policies have been 
on a high level, because the late 
Labert St. Clair and at present, 
Charles Farrington, have helped to 
give it consistency. 
* * * 


Improving the Contract 

ANY dealers believe that Bell 

will be invaluable in handling 
direct complaints from dealer 
members in regard to contract can- 
cellations. Probably this is im- 
portant, but it is treating the 
disease rather than getting at the 
cause. Dealers tell me that the 
greatest difficulty with factories 
stems entirely from the nature of 
the current contract. They have 
great hope that the new NADA 
executive will find time and op- 





Find Out How Easy It Is To 


GET RID OF GAS FUMES 


WITH A TEST 


UIT LL 







SYSTEM 


6 SYSTEMS TO SUIT YOUR NEEDS 


BOTH OVERHEAD AND UNDER- 
FLOOR 


FOR PRESENT BUILDINGS OR 
NEW CONSTRUCTION 
COMPLETE—NOTHING ELSE TO 
BUY 

GUARANTEED IN WRITING 


Designed and engineered to meet your ex- 
act requirements. Overhead systems are priced 
from $206.25, depending on the number of 
inlets. Every “‘NATIONAL" System is complete 
with motor and blower unit, necessary ducts, 
tubes and car service extensions to carry ex- 
haust gas from car tailpipe to outside of 
building. There is a qualified “NATIONAL” 
man near you. 


' "NATIONAL" invites you to write for free literature. 


There is no obligation. 


Tae NATIONAL SYSTEM 


OF 


GARAGE VENTILATION INC. 


World's Largest Manufacturer of Exclusive Garage Ventilating Equipment 





Dept. 103, 330 North Church Street, Decatur, Illinois 


portunity to work on contract im- 
provement. 

Contract negotiation is not an 
easy assignment, although I be- 
lieve most factories as well as all 
dealers feel they should be revised 
to better reflect the sharing of 
the risk in this business by the 
manufacturers and dealers. 

The trade has suffered with the 
present contract so long that 
many members have become im- 
pervious to it. Manufacturers 
have administrated the relation- 
ship between themselves and 
dealers on the basis of the con- 
tract for such a long period of 
time they find it difficult to 
change. However, the change will 
come not through revolution but 
through evolution, The economic 
factors in the consideration of 
this relationship will force the 
change. 

Many in this trade are hopeful 
that all industry members can get 
together and take the necessary 
steps before the changes are 
forced by legislative or executive 
action in a manner that will be 
far less agreeable to both manu- 
facturers and dealers. 

So I think the big opportunity 
for Bell is perhaps an educational 
one to sell both factors in this 
trade the need and the wisdom 
of taking steps immediately to im- 
prove the contractural relationship. 
I am sure that Bell, who has been 
so carefully selected by NADA from 
a number of qualified applicants, 
will prove that he really and truly 
will be the many things that so 
many members hope from him. All 
should cooperate and help him 
deliver an abundant measure of 
satisfaction and leadership to this 
trade. 


Ark. Legislature 


Recalls Bill on 
Credit Charges 


LITTLE ROCK, Ark.—After the 
measure had been recalled from the 
Governor, the Arkansas House of 
Representatives expunged the vote 
by which it had passed a bill de- 
signed to eliminate installment 
sales financing difficulties which 
arose after the State Supreme 
Court last year invalidated a 1951 
small-loans act. 

The House then re-referred the 
bill to committee, with indications 
that it may be dead for the session. 

Both branches of the Legislature 
voted to recall the measure after 
the State attorney general’s office 
issued an opinion calling it uncon- 
stitutional. 

The bill provided for the creation 
of a five-member board to de- 
termine the maximum fees, other 
than interest, which may be 
charged on time sales contracts. It 
also defined a time sales contract, 
as distinguished from a cash sale, 
and set out the terms which must 
be listed in such a contract. 

Assistant Attorney General Kay 
Matthews held that Section 3 of the 
bill, listed as Senate Bill No. 110, 
was unconstitutional. 








WASHINGTON. Progress in 
the protection of highway funds 
has been reported by the National 
Highway Users Conference, with 
eight states considering amend- 
ments limiting the use of road tax 


| revenues to highway purposes. 


Similar amendments were adopt- 
ed last November in Alabama, 
Arizona and Georgia. 


Both Wyoming houses have 
adopted a resolution calling for a 
referendum on this issue. 

Connecticut, Indiana, Maryland, 
Montana, Nebraska, New Jersey 
and New York are studying similar 
amendments. 

In Maryland, two bills have been 
introduced which would divert 
highway funds. One would increase 
gas taxes by one cent, to be used 
for a veterans’ bonus. The other, 
proposing ton-mile fees for trucks, 
earmarks these revenues for the 
general fund. 

A Rhode Island bill would create 
a motor vehicle and highway fund 


Protecting Road Funds 


Eight More States Considering Bills to Prevent 
Diversion of Highway Revenue 








out of earmarked highway-use tax 
revenues, with 60 percent being 
used for the administration of the 
Registry of Motor Vehicles and 40 
percent going to cities and towns 
for highway purposes. 

A measure introduced in New 
Mexico would eliminate diversion 
of 10 percent of registration fees. 





Used-Truck Supply Set 


At 54 Days by NPA 


WASHINGTON, — Continued 
improvement in the new and 
used-truck market was noted 
last week in NPA’s release of 
January statistics obtained from 
the industry. The _ used-truck 
supply was estimated at 54 days. 

Domestic new-truck stocks in 
January reached a 59-day supply 
as compared to 55 days in De- 
cember, 1952. However, the 59- 
day supply compares to 67 days 
in January, 1952. 





When they come to you 
with these problems— 


@ Piucctn Piston Rincs 


©) STICKING HYDRAULIC VALVE LIFTERS 


€ SLUDGE AND VARNISH DEPOSITS 


© swwecish VALVE ACTION 





There is no guesswork about it. 
Quaker State Special Deter- 
gent Additive is the answer to 
sticking hydraulic valve lifters 
and other stop-and-go driving 
troubles. This remarkable 
product has all the desired 
PLUS-qualities to overcome 
such problems when added to 
a good quality motor oil. Gives 
you detergency controlled to 


QUAKER STATE OIL REFINING 





the exact degree required. Easy 
to use! And profitable to sell, 
too! 


ATTENTION! DEALERS 
AND SERVICE MANAGERS 


Get in touch with your Quaker State 
distributor now. Get all the facts 
about this amazing new product— 
and directions for its use! 





CORPORATION, OIL CITY, PA. 
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Tighter Market Analyzed . 


Canada Dealers Fear 
Excessive Output 


By F. H. Fullerton 
Staff Correspondent 

VANCOUVER, B. C.—Automotive 
overproduction this year is a major 
fear of Canadian dealers, MacKen- 
zie Bowell, of Vancouver, told the 
Motor Dealers Assn. of British 
Columbia at its 10th annual meet- 
ing. 

During the discussion, it was 
contended that Vancouver dealers 
were making 3 percent profit on 
gross sales before taxes. English 
cars, it was brought out, could 
be bought in the United States 
10 to 15 percent cheaper than in 
Canada because of tax differ- 
ences. 

A panel discussion led by Bowell, 
Fred Deeley, of Vancouver, and 
Dick Wilson, of Victoria, blamed 
lower downpayments, rising shop 
and labor costs, intensified factory 
pressure and excessive license fees 
for the tightening of the auto 
market. 

Wilson pointed out that a year 
ago the industry wanted all credit 
controls taken off, but now was 
wondering if not too many had 
been removed. He also stated that 
labor costs of $4 an hour made re- 
conditioning of used cars difficult. 
He estimated the costs at $100 for 
the average car. 

Clarke Simpkins, who was re- 
elected president, also dwelt at 
length on the tax problem, point- 
ing out that the average Cana- 
dian car carries $400 in direct 





Federal taxes and that, among 
retail merchants, auto dealers | 
were almost alone in paying Fed- 
eral taxes in advance to the fac- 
tory. 

They are also unique. he added, 
in that they pay commissions and 
taxes on their tax investment in 
order to unload it. 

In British Columbia, he said, 
there is one passenger car for each 
5.4 persons, while in Washington 
there is one car for each 3.5 per- 
sons. This means that there are 
some 50 percent more people in 
British Columbia entitled to own 
cars, Simpkins asserted, and that | 
high taxes were chiefly responsible 
for blocking auto sales. 

He said there was a profit op- 
portunity for dealers to act as 
insurance agents in connection with 





Students to Get Kaiser Fund 


BERKELEY, Calif—Robert Gor- | 
don Sproul, president of the Uni-| 
versity of California, has received | 
two $25,000 gifts from the Henry | 
J. Kaiser Family Foundation. One | 
gift is for medical students in thc | 
San Francisco and Los Angeles | 
schools, and the other provides for | 
graduate nurses in Berkeley, Los 
Angeles and San Francisco. A 
maximum of $1,000 a year is sug- 
gested by the foundation, and no 
repayment is to be required. 





Ca * 


More Miles Claimed— 


H. E. Hoerster, Goodyear Tire & Rubber 
Co.'s manager of truck tire sales, measures 
the thick tread on a cross-section of the 
firm's new Hi-Miler Xtra Tred tire. Made 
in both all-nylon and rayon cord, the tread | 
contains approximately 50 percent more | 
nonskid depth than standard tires and is 
capable of delivering 50 percent greater 
mileage, the company states. 





as accessories, fuel or repairs, 


Simpkins stated. 


Prof. Earle MacPhee, of the Uni- 
versity of British Columbia, as- 
sured the convention that the 
Canadian auto market was not sat- 
|}urated and that the replacement 
| market is still strong. 

He stressed the fact that 20 per- 
|cent of all cars in Canada are 15 
car sales. A total of $2,700,000 was| years old, while 40 percent are at 
paid out in commissions on insur-| least 11 years old, He added that 
ance in 1951, he added, which meant | credit financing is substantially 
$75 on a unit basis for each new| below the prewar volume. 
vehicle sold in that year. Others participating in the pro- 

The organization should have | gram were A. J. Lawson Oates, of 
the right to supply insurance | Vancouver; Logan Mayhew, presi- 
when it sells cars, just the same |dent of the Victoria Automobile 
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|Dealers Assn.; Dan McLean, who| 


presided at the sales management 
clinic conducted by George Mus- 
salem, of Haney; Earl Richmond 
and J. S. Marshall, of Vancouver, 
and Chris Brown, of New West- 
minster. 

Other speakers were George 
Lindsay, motor vehicles superin- 
tendent of Victoria; George Had- 
dad, of Cranbrook; Bill Rea, 
owner of Radio Station CKNW, 
New Westminster, and Howard 
B. Moore, manager of the Fed- 
eration of Automobile Dealer 
Agssns. of Canada. 


Wilf Sherwood, Vancouver, pre- 





sided at a panel discussion on 


“Fundamentals of Profitable Serv- 
ice Operations.” Panel members 
were J. M. Brown and James Mc- 
Kinlay, of Vancouver; A. V. Dye 
of Seattle, and J. H. Watson, of 
Victoria. 


Mussalem was named vice-presi- 
dent. 


Directors are Marshall; Wesley 
Reed, of Chilliwack; Gordon Smith 
of Kamloops; Alex Smith, of Ke- 
lowna; Wilson Hunt, of Penticton 
J. A. Ferguson, of Nelson; Georg« 
Johnston, of Quesnel; Doug Friz- 
zell, of Prince Rupert; William 
Chatwin, of Port Alberni; Mayhew 
S. Salvador, of Creston, and Tom 
Trapp, of New Westminster. 
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Used-Ca 


r Notes 





BIG SPRING, Tex.—Gray & Ab-|attention to the code of ethics| . a . 


‘rmathy Used Cars has opened for | 
yusiness at its new location at the 
corner of Fourth and Nolan Sts. 

* . * 


covering advertising. 


The association said that a recent | 
|survey by the board of directors 


turned up nine misleading ad- 
vertisements and 35 “which might 


| be called technical violations.” Only 


|Nixon and J. Frank Livingston|Inc. of Cleveland, has purchased | 


|the quoted price is the full price,| Fisher (Dodge-Plymouth) and gen- | deadly weapon, Charles C. Greene, 
or the amount that will be financed. | eral manager for Richard Billings Hamilton Township used-car 
Some advertisements, it was stated,| (Chrysler-Plymouth), both of Port- | dealer, has filed a motion for a new 
| failed to give a true picture of the | land. | trial in the Franklin County courts. 
downpayments required. - ee Greene contended that evidence 
Becker Buys Firm was insufficient to sustain the 


Ny ° ; saker | Charge and that the court erred in 
New Lot in Portland, Ore. CLEVELAND. — Joe M. Becker, | two instances in ruling on the evi- 


PORTLAND, Ore.—Rolph T. | formerly associated with Motorville, | donee, 

Greene was adjudged guilty of 
ordering Omar Carbaugh and his 
sister, Helen, both of Mercersburg, 


have formed Anchor Motors, a| 10m Smith Motors and will operate 
used-car business at 1413 N. E,|the firm under the name Oxford 


Viami Assn. Uncovers 

1s r° ° two or three of the offenders were| Nash dealer in Tacoma. Wash.. and 

Vine Ad } tolations members of the association, it is Willys riers ibutor for western 
MIAMI.— The Miami Used - Car| said. Washington. More recently he was 

Dealers Assn. has announced that! ‘he association's letter will urge| general manager for Tacoma Auto 

letters will be sent out to all mem-|that in advertising used cars, the| Sales. Livingston previously was 





Sandy Blvd. Nixon was formerly a| Motor Sales. 


Pa. Dealer Seeks Retrial 
In Gun Threat Conviction 


from his place of business at the 
point of a gun when they com- 
plained about an automobile the 
woman had purchased from 
Greene. 


CHAMBERSBURG, Pa.—Con-| . & & 





bers urging them to pay closer! dealer will make it clear whether; general sales manager for Joe|victed on a charge of pointing a 











TRA CASH BONUS 


You can earn *100,000 extra cash bonus this 


year if you hold our franchise 


This year, Kaiser-Frazer dealers can participate in a bonus distribution of 
more than $5,000,000—with certain dealers earning individual checks of 
more than $100,000 each. Join This Volume Group. 


TEAM SPIRIT 


Add to all these profit-making ingredients 


something only this franchise can guar- 


Take a look at the industry's most modern sales agreement: 
..- A continuing sales agreement free of any automatic expiration date. 


antee you, the trust, 
operation of a young, 


... Favorable discounts—better than industry average. team. A family team 


. A fleet sales plan offering cash rebates to users based on volume 


purchases. 


factory d ds on th 
. . 100% reimbursement on warranty service claims, both labor and parts. ey a ee 
every dealer. 


ee 


. Protection against price decrease and model change. 
OPEN YOU 


Take off the blinders. 
Look to Kaiser-Frazer. 


. Modern passenger cars only—retailing in a wide price range without 
commercial vehicles. 


... The finest retroactive, accelerating cash bonus plan in the industry. 


DETROIT: 
Mr. E. W. Berger 
Kaiser-Frazer Sales Corp. 
Willow Run, Mich. LO 1-7100 Ext. 8383 


NEW YORK CITY: 
Mr. F. J. Brosnan 
Kaiser-Frazer Sales Corp. 
1710 Broadway, N. Y.C. Plaza 7-8400 
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| 
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| WASHINGTON, D. C.: 

| Mr. J. R. Davis 

| Kaiser-Frazer Sales Corp. 
922 Cafritz Bidg. 

1625 Eye Street, N. W. 

! 

| 

| 

| 

L 


Washington, D.C. Sterling 3-1555 


ATLANTA: 
Mr. R. E. Duffy, Jr. 
Kaiser-Frazer Sales Corp. 
Room 401, 800 Peachtree St. Vernon 5805 
Atlanta, Ga. 





friendship and co- 
progressive factory 
that believes in a 


happy relationship with its dealer body, 
recognizing that the very success of the 


success of each and 


Look to the future. 


[moon eee erarenanes 


Call the Kaiser-Frazer General Sales Manager 
nearest you 


1 

| 

| 

CHICAGO: ! 

Mr. C. P. Noonan 1 

Kaiser-Frazer Sales Corp. | 
Suite 456, Pure Oil Bidg. 

Wabash at Wacker | 

Chicago, lll. Andover 3-7027 | 

DALLAS: | 

Mr. C. W. Grinstead | 
Kaiser-Frazer Sales Corp. 

Textile Bldg. | 

Room 201, 2111 North Akard | 

Dallas, Texas Prospect 2423 i 

| 

1 

| 
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SAN FRANCISCO: 
Mr. K. S. Moyer 
Kaiser-Frazer Sales Corp. 
44 Mclea Court 
San Francisco, California 
Underhill 3-0071 


Baker Heads Association 


At Jackson, Miss. 


JACKSON, Miss. — The following 
have been elected to head the Jack- 
son Used Car Dealers Assn: 

Johnny Baker, president; Stan 
|McKinnon, vice-president; Ed 
Bridges, secretary-treasurer, and 
Stanley Yeager, Jack Byars and 
Bill Langley, board members. 

* * * 


Atlanta Dealer Accused 


In Sale of Stolen Autos 


ATLANTA.—J. W. Flynn, used- 
car dealer at 723 Marietta St., N.W., 
has been bound over to the Fulton 
County grand jury under $8,000 
| bond. Police said they traced four 
stolen automobiles to him after 
Flynn sold the cars to another 
used-car dealer. 

Detectives located the cars after 
one of the victims spotted his car 
on the lot of the second dealer. A 
check on the lot revealed three 
other stolen cars, it was said. 

+ * * 


San Antonio Dealers 


| Organize Under Tindall 


SAN ANTONIO, Tex.—The San 
Antonio Independent Automobile 
Dealers Assn. has been formed 
with Odous R. Tindall as president. 
E. R. Bailey was named vice-presi- 
dent, and Richard Betts, secretary- 
treasurer. 

Directors include Paul Montalbo, 
Jennings Andrews, Les Lubell, C. E. 
Timms, Roy Garwood, Fred Ray, 
|W. Wilson, Tom O’Leary, Dave 
| Hernandez, V. Reeves, George de la 
|Garza, C. H. Coleman, Eugene 
Mahurin, Henry Callahan, and 
C. H. Carpenter. 

* 





ca * 
Councilman Mason 

| GREER, S. C.—W. Marshall Ma- 
son, used-car dealer, has been 
elected a member of the City Coun- 
cil here. 


Ingman Motors Suffers 


$60,000 Fire Loss 
| MIAMI.—More than $60,000 dam- 
age was suffered by Ingman Motors 
when fire destroyed its paint and 
body shop. A dozen cars were 
destroyed, among them several 
1953 DeSotos and Plymouths. 

Hal Ingman, head of the com- 
pany, said the loss was covered by 
insurance. 


Dinette Set With Used Car 
SOUTH BEND.—To celebrate 





reopening of the used-car lot at 
|} 431 N. Michigan, Modern Motors 
| (DeSoto-Plymouth), 233 N. William, 
offered a five-piece chrome dinette 
set, said to be worth $100, with any 
postwar used car bought from the 
lot. 





Fund Drive Climaxed— 


In an intensive promotional program 
staged in Charleston, W. Va., Tag Gal- 
yean, Inc. (Dodge-Plymouth), joined forces 
with the Charleston Gazette and CBS 
radio station WCHS to raise $16,000 for 
the local Salvation Army Christmas basket 
program. The winner of ‘The Gift Basket,” 
as the program has been known during 
its 14-year history, was awarded a 1953 
Dodge Coronet four-door sedan donated 
by the dealership. Here, T. A. Galyean 
(left), president, presents the keys to the 
winner, Alfred W. Daniels. 
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From the Convention Notebook .. . 


NADA Postscripts 


(Continued from Page 2) | 





ford (Chevrolet), Benton, Ark.; Sol 
Rose (Chevrolet), Detroit; 
Mennen, general manager of 
Masters Pontiac, Long Beach, 
Calif., and Joe O’Daniels, 
ville, Ind. 

Mrs. Mennen says Tim is in 
there pitching for another award 


this year. Incidentally, the Men- 


nen story is one to inspire those 
with troubles. Mrs. Monnen, 
nurse, met Tim in a Baltimore 
hospital when he was wheeled in 
with a broken back, suffered in 
a motorcycle race, 


Tim got off his back to win a 
high place in the auto industry 
while still in his forties. 

+ a * 


Show Stealer 


=". ONE of the parties, I heard 
a Ford man remark: “Well, 
Nash is stealing the show as 
usual.” 


Most of the factories did a fine 
job of entertaining their dealers, 
but many envied the spot Nash had 
in the St. Francis, which was the 
headquarters hotel. 


Nash had a large hall, deco- 
rated with a Hawaiian motif, 
girls making leis, music from 
the Islands, exotic birds, drinks 
and food, and flowers flown in 
from the Islands, 


How come the nice spot for 
Nash? Well, I saw H. C. Doss, gen- 
eral sales manager of Nash, at 
breakfast in the middle of the con- 
vention. The canny Doss was al- 
ready making arrangements for 
next year’s convention in Miami. 


It’s a foresight, as well as show- 
manship. 

George W. Mason, president, got 
off a neat tiein with the news. The 
morning of the 
Nash breakfast, 
the papers were 
carrying head- 
lines on gas price 
increases. 

“Every time 
they raise the 
price of gas,” Ma- 
son remarked, 
“that’s equivalent 
to a cut in the 
ve price of Nash 
George W. cars.” 

Mason told the dealers that Nash 
has set aside $7,000,000 extra to 
guarantee getting materials. This 
is to take care of the extra cost 
involved in getting conversion and 
warehouse steel, 

os 
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Mason 


* 


Where’s the Fire? 
Do: by the way, has a simple 
rule for his field men—“Where’s 
the fire?” 
He tells the field men to devote 


* 


Insurance 


(Continued from Page 3) 
mand for this change does not 
come from the general public but 
rather from the organized agents 
associations. 

“We believe that both borrower 
and the lender will be best served 
by retaining the present system 
wherein both borrower and 
lender are free to make insurance 
arrangements mutually agreeable 
to them.” 

The auto committee made several 
suggestions. The vital Section 7 
would be amended to read: 

“Sec. 7. Qualifications. Any li- 
cense required by this act shall be 
issued to any person, except as 
otherwise provided by Section 17 of 
this act, if such person shall be at 
least 21 years of age, a citizen of 
the United States, and a resident 
of this state or a non-resident 
having his principal place of 
business in this state, and shall 
satisfy the insurance commissioner 
that he is a suitable person, trust- 
worthy and competent to act and 
that such license is not sought 
principally for the purpose of ob- 
taining commissions on contracts 
of insurance on which he or it, on 
his or its own account, pays or is 
to pay the premiums, or on which 
the premiums are to be paid by 
members of his immediate family 
residing in his household or by his 
or its employer, employes or con- 
trolling stockholder.” 


Tim) 
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their energies to | 
helping the deal- | 
ers who need 
help. 

What about the 
dealers who are 
doing a good job? 

“Give them a 
pat on the back, 
and be on your 
way,” says Doss. 
Not one to pester 
dealers with a lot 
of bookkeeping 
for the factory, Doss periodically 
makes the business - management 
people prove that the forms they 
are sending out are necessary. 

” * * 


H. C. Doss 


356 Cars ‘Bootlegged’ 


In N. C. in 2 Months 


RALEIGH, N. C.—Bessie B. 
Ballentine, executive secretary 
of the North Carolina Auto- 
mobile Dealers Assn., reports 
that 556 new cars were sold in 
the state by nonfranchised 
dealers during December and 
January. These included: 
December—Buick, 4; Cadillac, 

Chevrolet, 82; Ford, 110; 
Lincoln, 2; Mercury, 7; Olds- 
mobile, 12; Plymouth, 11, and 
Pontiac, 18, Total—253. 

January—Buick, 13; Cadillac, 
14; Chevrolet, 78; Chrysler, 2; 
Dodge, 4; Ford, 143; Henry J, 
1; Lincoln, 1; Mercury, 5; Nash, 
1; Oldsmobile, 13; Packard, 1; 
Plymouth, 7; Pontiac, 16, and 
Studebaker, 2. Total—303. 
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Lot of Bunk 


AN into Walter deMartini, for- 
mer K-F vice-president in 
charge of sales, at the K-F party. 

He’s got only s 
one regret: 

“The auto busi- 
ness is so fasci- 
nating it spoils 
you for any 
other,” he sighed. 

He is working 
on plans to go 
into a wholesale 
business on the 
Coast. er 

By the way, he fe 
says that story, Walter deMartini 
so popular in Detroit, that he is a 
relative of the late great Bank of 
America’s A. P. Giannini is a lot of 
bunk. 

His parents were neighbors of 
Giannini, he said, and they used 
to argue across the fence, but 
they were not relatives. 

(Looked up Giannini’s name in 
Who’s Who to find out how to spell 

it, and noticed that A. P. was listed 
as the son of Luigi Giannini and 
Virginia Demartini.) 
* * * 


Who Gets Beaten? 
VERHEARD a conversation on 
Ford’s “Beat Chevrolet” drive. 

One man claimed it did wonders 

in instilling enthusiasm into Ford 

dealers, while an executive of a 

competitive factory said it was the 

worst thing that could happen to 
dealers. 
“In 





the fight between’ the 





Hudson Presenting 
Service Program 


To Field Force 


DETROIT.—Hudson is holding a 
series of five divisional meetings to 
present its 1953 parts and service 
merc handising 
program and 
used-car program 
to field personnel. 

The first meet- 
ing for zone and 
distributor 
personnel of the 
north central di- 
vision was held at 
the Sheraton - 
Cadillac Hotel 
here last Friday. 

Walter S. Mil- 


w. 
ton, director of service, heads the 
group of factory officials who will 
discuss Hudson’s 1953 option-ac- 
cessory program, parts and service 


8S. Milton 


merchandising, and accomplish- 
ments under the company’s Five- 
Star service award program for 
dealers. 

Other participating officials in- 
clude Glen S. Potter, service man- 


ager, and C. C. McKeller, parts 
and accessories merchandising 
manager. 


Used-car reconditioning and 
merchandising will be presented by 
Herbert C. Levis, Hudson’s national 
used-car manager. 

Similar meetings are scheduled 
for the company’s eastern division 
at Hotel Astor, New York, March 
2; south central division, Chase 
Hotel, St. Louis, March 6; Rocky 
Mountain region, Brown Palace, 
Denver, March 9, and Pacific di- 
vision, Drake Hotel, San Francisco, 
March 13. 

Following the divisional meet- 
ings, zones and distributors will 
present the 1953 programs to their 
dealer groups. 


giants,” he asserted, “dealers get 
squeezed in the middle.” 

Incidentally, this factory man 
said it might be better for everyone 
in the industry if production was 
held to about 4% to five million 
cars, 

Who’s going to hold, though? 
Name a maker who thinks that he 
isn’t entitled to a larger share of 


the market. 
+ x * 


Used-Car Jam 
OST dealers on the Coast are 
complaining that used cars are 
in a traffic jam. 

(You should be in Honolulu, 
though, said a dealer from the 
Islands. Dealers there are trying tu 
sell used cars by the acre, and 
nobody wants ’em.) 

But all dealers don’t share this 
view. 

Willard Karl, DeSoto dealer in 
Pasadena, Calif., says used cars 
are sticky, but they are moving. 

Karl claims he’s a small dealer— 
sells about 35 to 40 new cars a 
month and 55 used. Last month he 
sold 44 used cars. Now has on hand 
48 valued at $65,000. Has six new 
cars in stock. 

“The used-car wholesalers aren’t 
buying now,” Karl says. “I figure 
they don’t want to insult me with 
the price.” 

But Karl says he retails most of 
his used cars, anyway. 

“Some of those crying about 
the business now,” Karl says, 
“brewed their own trouble by 
things they did in the past.” 

He points out that normally the 
auto business is a hard-hitting one. 

“But it has been a pink tea for 
the last nine years,” he says. 

Dealers who have been advertis- 
ing “no down payments” (they have 
to add to “qualified buyers” now) 
are having their troubles. Karl said, 
because “that type of advertising 
brings in trash.” 


School Bus Group 
Puts Year’s Need 
At 19,000 Units 


ATLANTIC CITY.—Approxi- 
mately 19,000 new school buses will 
be required this year, according to 
an estimate of the School Bus Body 
Manufacturers Assn. 

The group held its annual meet- 
ing here and elected the following 
officers: 

Charles W. Trout, president; J. N. 
Thomas, vice-president; Herbert S. 
Blake jr., managing director and 
counsel, and H. Warner Dailey, 
secretary. 

A school bus display at the con- 
current convention of the National 
Education Assn. met with great 
interest. 





Schneider Reduces Price 


On Pressure Regulator 


ST. LOUIS. — Schneider Carbu- 
retor Co. has announced plans to 
reduce the price on its Model R-77 
fuel pressure regulator. 

The new retail price will be $2 
per unit under the 1952 price. The 
retail list for 1953 is $7.95, f.o.b., St. 
Louis. 

The new R-77 regulator has new- 
type inlet and outlet ports which 
increase operating efficiency, ac- 
cording to L. J. Horan, president. 





Auto News-Reel 
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Portable Service Shop for the Army— 

A flying repair shop goes aboard a C-124 Globemaster headed for Korea. The 
seven-ton van can be loaded in about 30 minutes. On the fighting front, it will be 
airlifted from base to base, repairing vital gunsights, many of which once had to be 


returned to the U. S. for maintenance. 





oe hie, 


Who's 





Afraid of the GM Motorama?— 


Rosswell E. Olsen, district manager for Plymouth in Florida; J. H. McDonald, Atlanta, 
regional manager, and John F, Zeder, Chrysler-Plymouth dealer, Miami, scan plans for 


the Chrysler “New Worlds in Engineering" 


exhibit to be presented in Miami in April. 


They're predicting the show will not suffer because of GM's Motorama, which drew 
more than 300,000 during a seven-day stay in Miami recently. Every Chrysler, DeSoto, 
Dodge and Plymouth dealer in Florida will be invited to attend the exhibit, which will 
be making its first bow along the Atlantic Seaboard. Coming just before the season 
ends here, it is expected that hundreds of dealers from all over the country also 


will attend. 


Independent Makers Gain 
In Postwar Sales Fight 


(Continued from Page 2) 


position as Hudson, except that 
Packard’s production and sales 
records so far in 1953 indicate 
improvement over a 1.6 percent 
postwar market rating. In pre- 
war, Packard accounted for 2.3 
percent of all new-car sales, 


Studebaker has been accounting 
for 3.9 percent of all U. S. car sales 
in postwar, as against 2.7 percent 
in prewar. Studebaker has an- 
nounced plans to build more than 
300,000 cars in 1953, despite the 
barriers it has encountered in 
getting into production on its new 
models. 

Willys, which brought out a post- 
war car in 1951, has been account- 
ing for 0.6 percent of all new-car 
sales, as against 0.8 percent in pre- 
war. 

Spokesman for the Big Three 
concede that the independents have 
made substantial market inroads 
since the end of World War II, but 
they are quick to point out that 
many of the conditions of the past 
seven years do not exist today. 

There is, they emphasize, no 

longer a pentup backlog of un- 


$80,000 Bond 


Frees Knetzer 


SPRINGFIELD, IIl.—With a five- 
year prison term and a $5,000 fine 
hanging over him, Robert L. Knet- 
zer, “new-used” car dealer who 
went bankrupt, was free on $80,000 
bond last week pending an appeal 
of his conviction for concealing 
assets during bankruptcy proceed- 
ings. 

Judge Casper Platt told Knetzer 
that he would have to “conduct 
himself properly” and “make your 
own bed.” 


satisfied demand for automobiles 
and, with production controls 
dead, the prospect is that all 
makers will attempt to build all 
the cars dealers will buy. 

Results of the auto industry's 
contemplated battle for sales, they 
add, will begin to come in when 
some dealers find it difficult to sell 
all the production their factories 
are building. 


Will 
1 ys 
(Continued from Page 2) 


existed since the end of the war for 
American manufacturers, and at 
the same time to bring greater uni- 
formity of military transport to 
the armies of the free world. 

“On our side, we are planning 
to market late this year, through 
our distributors and dealers in 
the U. S., certain of the new 
products of Standard which have 
very interesting possibilities of 
leadership in both performance 
and style,” he said. 

Before leaving for England, Sir 
John stated: 

“We will be able to offer the 
Willys Jeep to British Common- 
wealth, western European and 
south Asian governments in ster- 
ling—a currency somewhat easier 
for them than dollars—and we will, 
I think, be rendering a real service 
to the economy and standardization 
of the rearmament program of 
western civilization. 

Earlier, in Toronto, Sir John re- 
vealed that Standard planned a 
low-priced sports car for North 
American markets and a _ small 
“economy” car for European 
markets. 
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Dealers Hear Chrysler Chief... . 





Price Cuts 


Unlikely, 


Colbert Declares 


(Continued from Page 1) 


hold meetings with Chrysler deal-;and Phoenix on March 4, 5, 6, 9, 


ers in seven western cities during 
March, with the first meeting at 
Spokane today (March 2) at the 
Davenport Hotel. 

The other six meetings will be 
held in Seattle, Portland, Sacra- 
mento, San Francisco, Los Angeles 





Crosley OK’s Merger 


With Rocket Firm 

CINCINNATI—Crosley direc- 
tors last week approved a 
merger of Crosley Motors, for- 
mer auto maker, with Aerojet 
Engineering Corp., of Azusa, 
Calif., manufacturer of rocket 
components, which is said to 
have a $1 billion backlog in de- 
fense orders. 

A controlling interest in both 
firms is owned by General Tire 
& Rubber Co., and General di- 
rectors have recommended stock- 
holder approval of the move. 
The new company, which prob- 
ably would be known as Aerojet- 
General Corp., would make 
metal parts for jet-assisted take- 
off rockets. Crosley’s current 
production of motors and parts 
for bombs and radar equipment 
would be continued. 








11 and 18, 

“This series of meetings is being 
held to inform Chrysler dealers 
about our future sales, merchandis- 
ing and advertising plans,” Quinn 
said. He declared he plans to spend 
the next six months meeting with 
Chrysler dealers throughout the 
United States to discuss Chrysler 
sales plans for 1953. 


Quinn will be assisted in the 


sion sales manager, and Mark 
Prass, special representative. He 
will be assisted by three regional 
managers, A. M. Fetta, Portland 
region; W. T. Wright, San Fran- 
cisco region and L. M. Tuttle, Los 
Angeles region. 

Quinn said that Chrysler now is 
engaged in further strengthening 
the 3,500 Chrysler dealers in order 
to be prepared for the competitive 
situation which will come this 
spring. 

* + * 


Dealer Meetings Set 


By DeSoto Officials 


DETROIT.—A series of spring 
meetings will be held throughout 


automobiles OUT- 


in Oregon 


NUMBER families! 


it's true! Census and registration statistics indicate 
1.2 cars per family in Oregon. Reach this tremendous 
market for automotive advertisers with The Oregon- 
ian ... the leading circulation newspaper in Portland 
and the entire Oregon Market, both Daily and Sunday. 
First in automotive advertising linage and First in 
sales, The Oregonian is your best buy. 


FOR SALES RESULTS . 


- Place your advertising in Portland's largest newspaper. 


the Oregonia 


225,421 Daily 


REPRESENTED NATIONALLY BY MOLONEY, REGAN & SCHMITT, INC. 





PORTLAND, OREGON 
283,744 Sunday 





What's with the Fingers? 


This recent picture of Harold S. Vance, 
meetings by C. R. Curtan, who was] president of Studebaker, holding up eight 
recently appointed Chrysler Divi-| fingers drew various explanations from | 


readers. Studebaker tells us that the reader 
who guessed right was E. R. Mullins, of 
Brockton, Mass., who said: “It seems 
pretty obvious that it means ‘53 — the 
greatest year in Studebaker history .. ." 
Studebaker's W. R. Walton, director of 
public relations, swears that the mystery 
was unintentional. 








the country this month by five 
sales executives of DeSoto, it was 
announced last week by J. B. Wag- 
staff, vice-president 
sales. 


Object of the meetings is to pre- | 


sent DeSoto’s spring sales and 
merchandising programs to dealers 
and field sales personnel, he said. 
In addition to Wagstaff, meetings 
will be conducted in various parts 


of the country by: A. B. Nielsen, | 
Eastern sales manager; Paul Her- | 


polsheimer jr., Western sales man- 
ager; R. M. Rowland, director of 
merchandising, and R. G. Roth, 
supervisor of field training. 


Britain’s Bristol 
Puts in Bid for 
U.S. Market 


NEW YORK.—A British luxury 
car, called Bristol, is making its 
bid for the American market. 


The two-litre, high-speed car is| 


produced by Bristol Aeroplane Co. 
Its streamlined body reduces wind 
drag to a minimum, according to 
James Watt, sales manager of the 
firm’s car division. 

The interior provides for ex- 
treme passenger comfort, it is said. 
The doors, fitted with rope pulls, 
are operated by pushbuttons, and 
the seats are adjustable. 

The engine is basically the same 
as that of many of Britain’s racing 
cars, the firm announced. 

Watt said that distributors have 
been appointed in New York and 
Detroit, and that others would be 
named in Boston, Philadelphia and 
Washington. 


Sales 
(Continued from Page 1) 


hattan, Kans.; 
Pittsburgh. 


Augusta, Ga., and 


* * * 


CCORANNATI said that January 


sales topped all months of 1952, 
with 2,110 cars as compared with 
2,090 in the best month (May) of 
last year. Omaha reported that 
January sales of 1,032 new cars 
were more than 300 units above 
December last year. 

San Antonio reported that sales 
in Bexar County of 1,279 cars 
were 10 percent better than the 
previous month. At Columbus, 
January new-car sales soared to 
1,631 cars, about 100 units better 
than December, and 400 units 
above January last year. Birming- 
ham totaled 1,160 new-car sales 
for January, 53 cars better than 
December last year. 


Following the Canadian govern- | 


ment’s decision not to reduce the 


15 percent excise tax and 10 per-| 
tax on automobiles, | 
Canadian dealers are experiencing | 
Cus- | 
tomers, who held off buying await- | 


cent sales 
increased sales of new cars. 


ing the tax decision, are now pre- 


pared to buy a car, it is reported, | 


and interest in showrooms is keen. 

Dealers in Pittsburgh are said to 
be trying to spur the sluggish new- 
car market there by mail and 


phone campaigns, but as yet, only | 
a few dealers have received notable | 
Much of the problem is| 
concerned with the lowered offer- | 


results. 


ings on tradeins, dealers say, 


in charge of | 





'53 Held Decisive Year 


For New Light Cars 


(Continued from Page 1) 


to compete for sales in the low-|creased interest in unusually eco- 


price field. 
| * * , 
| FNCLUDING the now out-of-pro- 
| * duction Crosleys, the lightweight 
cars drove a 9.2 percent sales wedge 
|into the low-priced field last year 
|for a dollar volume estimated at 
| nearly a quarter-billion dollars. 
| Hudson’s Jets will soon be out to 
|try to drive the wedge in deeper. 

During 1951, the makers of such 

| cars settled for an 86 percent 

share of all the business done in 

the market where prices start the 
lowest. 

There were 2,221,997 new-car 
sales registered in the low-price 
| field last year, as against 2,705,835 
| in 1951. Sales of low-price offerings 
accounted for about 54 percent of 
| all new-car sales in both years. 

Sales in the low-price field last 
year were shared as follows: Big 
| Three, 2,018,157 units; independents, 
203,840. Market penetration, respec- 
tively, was 90.8 percent and 9.2 
percent. 


* * * 


EVELOPMENT of lightweight 

cars, say market experts, was 
inspired, as much as by anything 
| else, by the inflation which infil- 
trated the nation’s economy follow- 
ing World War II. 

Material and labor costs dou- 
bled and tripled in comparison to 
prewar levels. 

Some manufacturers found it in- 
creasingly difficult to continue pro- 
ducing full-size cars at prices which 
had to be posted to compete aggres- 
sively for sales in the low-price 
market. 


* * * 

| T,ORTUNATELY, at the same 
time, consumer surveys revealed 
'the buying public manifesting in- 











MODELS FORANY 
TRUCK '-TON TO 
HEAVY SEMI-TRAILERS 


Loading and unloading can be cut to a fraction of the usual time— 
with less manpower—with Anthony LIFT GATES. Wheel the load 
raise it with hydraulic power . . . wheel it into the truck. 
Daily deliveries are practically doubled with less merchandise 
damage and fewer personnel accidents. One man can easily 
handle heavy, bulky loads with a LIFT GATE to do the lifting. Load 
or unload from curb, dock and ground levels. Available in types, 
and with power closing, to fit your needs. 
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WAY TO MAKE TIME PAY 


Write for distributor's name 
on your company letter- 
head. Ask for a.demon- 
stration or a 
that shows how to evalu- 
ate your need for a LIFT 
GATE. Address Dept. 5A, 


ANTHONY COMPANY 
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nomical transportation. 


In the opinion of many econo- 
mists, lightweight cars have already 
proved a boon for certain segments 
of the buying public and for the 
firms manufacturing them. Public 
acceptance of the cars has been so 
heartening that their makers now 
devote the greater portion of their 
facilities to the production of them. 

Since 1950, the composite light- 
weight car has grown somewhat in 
size and a good deal more in public 
favor. 

However, since their introduc- 
tion, the lightweights have taken 
a more than 300,000-unit bite out 
of potential Chevrolet, Ford and 
Plymouth sales. 

For 1953, Hudson will offer a 
light-car “first” by making Hydra- 
Matic available on Jets as optional 
equipment. Rumor has it that Nash 
will do the same when it brings 
out its newly-designed Ramblers 

for 1953. 

With those and other innovations 
still under wraps, lightweight-car 
manufacturers hope to drive for 
additional market penetration this 
year. 

But, temporarily at least, it would 
seem that the real sales appeal that 
the lightweight cars offer will con- 
tinue to be an economy of opera- 
tion that hasn’t been matched to 
date by other low-priced offerings. 





Auto-Lite Service Tabs 

TOLEDO. — New service - record 
stickers which can be attached to 
car door jambs or under hoods are 
being offered by Electric Auto-Lite 
Co. Serving as check lists for 
ignition service, the stickers have 
sections for the distributor, genera- 
tor, starter, ignition coil, spark 
plugs, regulator and battery. 


WHICH WOULD YOU SAY 
IS THE BETTER WAY— 
TO LOAD YOUR TRUCKS 





A demonstration will show you why LIFT GATES are used in over 
123 industries to make more deliveries per day with less equip- 
ment and manpower. There is no obligation. 
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Utica Dealers Add 
Support to N.Y. 
Roads Campaign 


UTICA, N. Y.—The Utica Auto- 
mobile Dealers Assn. gave its sup- 
port to two community projects in 
resolutions passed at its annual 
meeting here recently. 


The dealers went on record as 
favoring the New York State Good 
Roads Assn. and its projects which 
“will contribute to fewer accidents 
and greater traveling enjoyment 
for the general public.” 


Members also voted to entertain 
graduate apprentice machinists 
from the local Industrial Training 
School and also the sales managers 
of member firms at a dinner meet- 
ing. 

The association elected the 
following officers: Theodore Harrer, 
of Dahl Motors, president; Willard 
Hagadorn, of H. L. Johnson 
Motors, first vice-president; Fred J. 
McRorie, of McRorie & Sauter, 
second vice-president; George M. 
Benas, of Hughes French, treasur- 
er, and Milton D. Nelson, local at- 
torney, executive secretary. 

Directors chosen were Mell A. 
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New Leaders of Utica Association— 


Officers chosen at the annual meeting of the Utica (N. Y.) Automobile Dealers Assn.| contain some two million square 
include (from left) Theodore Harrer, president; David Geffen, director; Milton D. Nelson, | feet of floor space. 


secretary and general counsel, and Willard 

* * * @ 
Gooch, Joseph Carbone, Anthony 
Nelson, John Wolonocki, Irving J. 
Cole, David Geffen and Edward A. 
Cater. 

Harrer succeeds Edwin B. Welch, 
of Welch Motor Car Co., who was 
commended formally for his leader- 
ship during the past two years. 


give me a HED 
BODY and HOIST 
every time! 


They'te: 


Mes 


TOPS for: 


BIGGER PAY LOADS 


Hauling dead weight cuts profit. With Heil Bodies, you haul pay 
load, because every unnecessary pound is eliminated. Yet there’s 
no sacrifice of structural strength! Correct design and no-sag con- 
struction assure long years of profitable service life. 


FEWER REPAIRS 


Heil’s simplified Hydraulic Hoist design eliminates unnecessary 
troublesome parts. The arm assembly, for example, is made of 
structural steel welded to extra-heavy reinforced tubing. This 
application of the simple toggle principle means fewer repairs. 
Rugged construction keeps you out of the shop, on the job. 


A. Hagadorn, first vice-president. 


Inventories Climb Sharply .. . 





Chrysler Delivers 
First Jet Discs 
From New Plant 


UTICA, Mich.— Delivery of jet 
turbine discs 14 months after 
ground was broken for the new 
Navy -owned, Chrysler- built jet 
engine plant near here was dis- 
closed last week by Chrysler Corp. 

The first units in production are 
precision compressor turbine discs 
for builders of J-47 jet engines. 


John E. Brennan, general man-| 


ager of the jet engine plant, ex- 
plained that this disc is the heart 
of the engine’s compressor. Fitted 
with blades, the disc compresses air 
and delivers it to the combustion 
chamber. 

When completed, the plant will 


The plant originally was designed 


‘a2 Car Tire Output 
Third Highest Ever 


NEW YORK. — Manufacturers’ 
shipments of passenger-car casings 
during 1952 totaled 70,369,134 units, 
an increase of 10.09 percent over 
the 61,678,037 units shipped during 
1951, according to the Rubber 
Manufacturers Assn. 

Last year was the third-highest 
on record—topped only by 1950, 

when “scare buying” forced 
shipments to an alltime high of 
84,422,966 units, and 1947, when 
end-of-war demand required 
shipments of 74,109,453 casings. 

Production was up 13.57 percent 
to 74,441,064 units from the 65,545,- 
941 casings produced a year earlier. 
Inventories increased to 11,244,594 
casings, compared with 6,973,419 
units on hand at the end of 1951. 
Lifting of Government restrictions 
on the number of lines and the 
production of white sidewall tires 
accounted for part of this increase. 

Shipments of truck and _ bus 
casings amounted to 15,037,848, 10.30 
percent below the 1951 shipments 
of 16,763,684 casings. Production 
was down 9.96 percent to 16,081,322, 
against the 1951 production of 17,- 
859,036 casings. Inventories in- 
creased to 2,848,767 from 1,791,367 
casings on hand a year ago. 

Shipments of inner tubes were 
down 3.19 percent to 63,417,760 from 
the 1951 shipments of 65,506,500 
tubes. Production in 1952 declined 
3.29 percent to 65,039,263 tubes from 


x * * 


67,248,885 tubes manufactured a 
year earlier. Inventories were up 
to 11,743,881 tubes from the previous 
year’s stocks of 10,094,458. 


During last December, 
shipments of passenger-car 
casings totaled 4,976,037 units, 6.72 
percent above November’s 
shipments of 4,662,660 casings. 
Production of 6,519,572 casings 
was 7.39 percent above the previ- 
ous month’s total of 6,070,301, 
while inventories increased 16.98 
percent to 11,244,594 casings from 
the 9,612,240 casings on hand in 
November. 


Shipments of truck and _ bus 
casings in December increased 1.71 
percent to 1,250,293 from 1,229,266 
casings in the previous month. 
Production was up 8.55 percent to 
1,425,419 casings from the 1,313,199 
casings the month before. Inven- 
tories totaled 2,848,767 casings, an 
increase of 7.12 percent from the 
end of the previous month, when 
2,659,464 casings were in stock. 


Shipments of inner tubes for the 
month increased to 4,868,545, 5.46 
percent above November, when 4,- 
616,678 tubes were shipped. Pro- 
duction increased 10.30 percent to 
5,643,807, compared with 5,116,681 
tubes the month before. Inventories 
were up 7.64 percent to 11,743,881 
tubes from 10,909,946 tubes on hand 
the month before. 


* * * 


Tire, Tube Production 
1952-1951 


~ -% Of Change 


PASSENGER CASINGS 
SHIPMENTS 
Original Equipment 
Replacement 
a a aE Sa 

TOTAL 

Production 

Inventory End of Month 

TRUCK AND BUS CAS- 
INGS SHIPMENTS 


| 2,446,008 
2,447,462 
82,567) 
4,976,037, + 6.72| 4,662,660|70,369,134|61,678,037 
6,519,572|+ 7.39) 6,070,801|74,441,064|65,545,941 
aoe +16.98| 9,612,240|11,244,594| 6,973,419 


1952 


From 


Preceeding 
| December Month November 


Year 
| | 


| 

| 2,187,777|24,102,298/26,728,553 
2,432,817 |45,525,185/34,226,242 

723,242 


42,066, 741,651 


with facilities for the complete 
manufacture, assembly and tests of 
J-48 engines. Because of changes in 
| military requirements, this contract 
was canceled last July, and the 
facilities became available for the 
production of aircraft component 
parts and other defense as- 
signments. 


The back pages of every issue of AUTO- 
MOTIVE NEWS contain the WANT AD 
Section. Others are profiting from AUTO 
MOTIVE NEWS WANT ADS! Are you? 





A COMBINATION REAR 
BUMPER — STEP and 
TRAILER HITCH 


The sturdy, one-piece Mobile 
Bumper—engineered for maxi- 
mum strength—provides all- 
around protection for truck 
and rear fenders of 4%, %4 and 
1 ton pick-up trucks. It is cus- 
tom designed for each make and 
style of truck and fits bumper 
holes provided by the manu- 
facturer . . . there are no chassis 
holes to drill. The Mobile 
Bumper can be easily installed 
in 45 minutes . . . for the low 
cost of $49.85 for 4% ton 
pick-up trucks—larger trucks 
slightly higher. 


Agents and Sales Representatives 
who call on automotive dealers. 
Write immediately for full details 
on exclusive territories. 


960 N. PENNSYLVANIA ST. 
INDIANAPOLIS 4, INDIANA 


Write for the name of 


the nearest dealer. 


Fast dumping action and trouble-free operation save time on the 
job. Low mounting height makes hand-loading faster and easier. 

There’s a Heil distributor near you to explain every Heil Body 
and Hoist advantage for your specific job, and supply you with 
prompt, dependable service and parts. Call him today. 


THe HEIL co. 


DEPT. 5933, 3059 WEST MONTANA STREET, MILWAUKEE 1, WISCONSIN 
Factories: Milwaukee, Wis. — Hillside, N. J. 
District Offices: Hillside, Washington, D. C., Atlanta, Cleveland, Milwaukee, Detroit, 
Chicago, Kansas City, Denver, Dallas, Los Angeles, Seattle 


Mi. 


Heil Platform 
Conversion Hoist 


Original Equipment ..... 
Replacement 
Export 
TOTAL 
Production . 
Inventory End of Month . 
TOTAL AUTOMOTIVE 
CASINGS SHIPMENTS 
Original Equipment 
Replacement 
Export 


470,231 477,690) 5,381,315) 5,424,030 
725,243 707,627| 8,877,100) 10,385,636 
54,819) 43,949) 779,433) 954,018 

1,250,293|+ 1.71) 1,229,266/15,037,848| 16,763,684 

1,425,419|+ 8.55) 1,313,199/16,081,322/17,859,036 

2,848,767|/+ 7.12| 2,659,464) 2,848,767) 1,791,367 


CAR 
DIAPERS 


protect your 
expensive rugs and 
show room floors 


2,916,239 
| 3,172,705 
137,386 


2,665,467 |29,483,613|32,152,583 
3,140,444/54,402,285| 44,611,878 
86,015) 1,521,084) 1,677,260 
6,226,330|+ 5.68) 5,891,926|85,406,982|78,441,721 
7,944,991/+ 7.60) 7,384,000/90,522,386|83,404,977 
Inventory End of Month .|14,093,361|+14.84/12,271,704/14,093,361| 8,764,786 
ow INCL. Tie tightly under chassis. Catches oil 
ee an and grease drip. Does not show. Made 
TUBES ae are | from heavy 8-oz. treated duck. Size 
Ort cout ‘ 144-in. long x 36-in. wide $7 95 
ginal Equipmen F.O.B. St. Louis. Each... ° 


Replacement 
ORDER DIRECT FROM 


for COMFORT 


Specialty Company 
200 So. 7th St. Louis 2, Mo. 


2,910,428 2,666,839)29,471,383/32,151,424 
1,900,773 1,898,169|32,931,303/32,283,823 

57,344 51,670) 1,015,069) 1,071,253 
4,868,545|+ 5.46) 4,616,678/63,417,760/65,506,500 
5,643,807|+10.30| 5,116,681|65,039,263|/67,248,885 
Inventory End of Month |11,743,881|+ 7.64|10,909,946)11,743,831) 10,094,458 


NOTE: Cumulative data on this report includes adjustments made in prior months. 





Colecto-Pak 














Fort Wayne Event Attracts 53,000... 


AUTOMOTIVE NEWS, MARCH 2, 1953 





Auto Shows Continue 


To Draw Throngs 


By Sam Sampson 
Staff Writer 


— auto shows continued 


to mark up high attendance | 


figures last week as final reports 
from three shows were 
nounced. 

A crowd of 53,000 persons at- 
tended the Northeastern Indiana 
Auto Show at Fort Wayne, ac- | 
cording to Robert A. Adams, 
show manager. The final day 
(Feb. 22) saw a crowd of more | 
than 17,000 crowd into the War 
Memorial Coliseum to see Bob 
Hope and Miss America of 1953, 
Neva Jane Langley, appear in a 
program at the arena, 

Nearly a half-million dollars in 
new cars was on display, Adams 
said, including a foreign car dis- 
play made possible by S. H. Arnolt, 
foreign car dealer in Chicago. 


A special exhibit of old cars was 
set up, including a 1934 Duesenburg 
owned by J. W. Gore. State police, 
city police and the safety council 
of the Chamber of Commerce 
sponsored a _ booth showing a 
drunkometer machine and offering 
a driver perception test. 

* * * 


oe appearance of Miss America 
at the show was sponsored by 
the Fort Wayne Auto Trade Assn. 
and Huntress-Nash Motors, Inc. 
She was present at the show for 
three days. 

During the show, a_ daily 
certificate worth $500 toward the 
purchase of any new car on show 


SAE to Discuss 
Air Conditioning 


At Detroit Parley 


DETROIT.—An entire _ session 
will be devoted to developments in 
automobile air conditioning at the 
national passenger-car, body and 
materials meeting of the Society of 
Automotive Engineers, scheduled 
here March 3-5 in the Sheraton | 
Cadillac Hotel. 

Engineers will also consider 
safety factors of tires and brakes, 
preservation of brightwork and 
body lustres, selection of upholstery 
fabrics and valving problems. 


John A. C. Warner, SAE general 
manager, said the session on air 
conditioning would cover design, 
installation, servicing and technical 
complications created by human 
differences of opinion as to what 
comprises car comfort. 

He said the session on tires will 
be concerned with problems arising 
from higher speeds. 





an- | 


|A 


| Was given away to a registered 
| visitor, Each night, additional 
| awards of seat covers, portable 
radios, trouble lights and golf 
balls were given away, 

Following the show, officials of 


| the auto trade association said they | 
| hoped to make the affair an annual | 
event, and were already consider- | 
ing plans for next year’s show. It | 


was the first auto show held in 


Fort Wayne in 18 years. 
os oe * 


FINAL report from the Balti- 
more Auto Show showed that 
more than 80,000 persons visited 
the one-week exposition. 

Joseph Rochlitz, president of the 
special company set up to stage the 
show, said that the figure was more 
than the most optimistic dealer had 
predicted. 

The show was held this year at 
Baltimore’s Fifth Regiment Ar- 
mory, and officials said that it is 
hoped to continue the show as an 
annual event. 

Other shows to close last week 
were the National Capital Area 
show at Washington (Mar. 1); a 
show at Binghampton, N. Y. 
(Feb. 28); and the Anderson 
Automobile Dealers Show at 
Anderson, S. C. (Feb. 28). 

A show still in progress is at 
Johnstown, Pa. The Schenectady 
Automobile Dealers Assn. is open- 
ing a show in that city today 
(Mar. 2.) 

* * a 
REPORT last week from Ed- 
ward L. Cleary, show manager 
for the Chicago Auto Show, Mar. 
14-22, said that display space in the 
International Amphitheater there 
has been sold out. 

Cleary said that advance de- 
mand for space had never been 
so great, and predicted that at- 
tendance would reach the half- 
million mark this year. Last 
year’s attendance was 474,000. 
“Stars of Motordom,” a _ stage 
revue to be presented in the central 
arena, goes into rehearsal this 
week, Cleary announced. Commu- 
nity and suburban newspapers are 





Auto Stocks 


Feb. Feb. 1952-53 
25 18 High Low 
Chrysler 89 90% 98 681% 
GM 66% 64% 69% 50 
Hudson 16% 15% 17% 12% 
K-F 4% 4% 7 3% 
Nash 2534 244% 25% 171% 
Packard 6% 6% 6% 4% 
Stude. 42 10% 43% 31% 
Willys 18% 12% 18% 8% 


Average 32.89 32.30 
Compiled from reports of trading on the 
N. Y. Curb and N. Y. Stock Exchange. 











Hope-La at Auto Show in Fort 


Wayne— 





| now engaged in chosing queens for 
{each area. 
* * * 

AIDED by clear weather and 
“% temperatures well above normal, 
the 24th annual national Capital 
Area Auto Show at press time 
Thursday appeared definitely 
headed toward attendance records. 

About 66,000 persons crowded the 
National Guard Armory during the 
first three days of the show, ex- 
amining the new models at close 
range. Monday, being Washington’s 
Birthday, saw thousands of Govern- 
ment workers, free on the holiday, 
at the show. 

Dealers unanimously expressed 
gratification with the show and 
reported that 1953 sales prospects 
are excellent on the basis of pub- 
lic queries and interest in new 


cars. Most everyone paused to 
ogle the flashy experimental 
models, 


Attendance was about 5,000 last 
Tuesday, climbing slightly Wednes- 
day. Officials were exceedingly con- 
fident that the 133,000 total at the 
1952 show would be surpassed by 
15,000 to 20,000. 

* 





N. H. Dealer Group 


Holds Open House 


MANCHESTER, N. H.—Hundreds 
of visitors were reported to have 
flocked to an open house program 
sponsored by the Manchester Auto- 
mobile Dealers Assn. on Washing- 
ton’s birthday (Feb. 23 because of 
holiday on Sunday). 

Attendance prizes were awarded 
by the 16 participating dealers, and 
the dealerships themselves com- 
peted for the New Hampshire Fi- 
nance Corp. trophy awarded each 
year to the dealership with the 
best display. 

The open house day was heralded 
by a special edition of the Man- 
chester Union-Leader. 


Obituaries 


H. D. Zeder, 72, Brother 
Of Chrysler Official 

BAY CITY, Mich. — Henry D. 
Zeder, 72, president of Zeder Motor 


Sales, died Feb. 23. 
He was a brother of James C. 


Zeder, engineering vice-president of | 





ASHINGTON.—A freer supply 

of copper for the auto industry 
loomed as highly probable last 
week as OPS lifted its ceiling price 
on this long-scarce metal. 

The agency also revoked price 
controls on aluminum and some 
steel products. 

With the recent elimination of 
price ceilings on copper scrap and 
last week’s action in dropping con- 
trols on copper itself, consumers 
can expect greater supplies in the 
near future, officials here said. 

+ * * 


Ss following the OPS ac- 
4tion came announcements of 
vrice increases by both Kennecott 
Copper Corp. and Phelps Dodge, 
the two largest copper companies. 
Kennecott instituted a three-cent 
boost while Phelps Dodge imposed 
four cents more. 

The general ceiling OPS regu- 
lation fixed the domestic covper 
price at 24% cents a pound on 
Jan. 26, 1951. The present Chilean 
price is 35% cents, and the Euro- 
pean price, 33% cents. 

Aluminum Corp. of America said 
there would be no immediate 
change in the price of either alumi- 
num or aluminum products. A hike 

is believed likely at a later date, 
however. 





+ * * 


PA’S Motor Vehicle Division, in 

another development last week, 
reported having no success in its 
efforts to recover the large amounts 
of steel, copper, aluminum and 
other controlled materials which 
had been granted to the auto in- 
dustry, but swiftly retracted by the 
Office of Defense Mobilization. 

However, it was learned that 


More Copper Is Expected 
As OPS Drops Curbs 


the auto industry is getting 600,- 
000 more pounds of stainless steel 
for use in the second quarter. 
This is being done, it was ex- 
plained, because of the industry’s 
lack of success in placing stain- 
less steel tickets for this pound- 
age under the Controlled Materi- 
als Plan in the first quarter. 

Officials here said the industry, 
though producing at top rates, is 
not having too much difficulty in 
finding the necessary materials. 
Now that CMP has been open- 
ended, they added, auto makers’ 
ability to acquire materials has 
improved considerably. 

On Capitol Hill, a battle is devel- 
oping on the adoption of standby 
controls on wages, prices and rents. 
Senator Homer E. Capehart, Indi- 
ana Republican, and his Banking 
Committee favor giving the White 
House the power to freeze wages, 
prices and rents for 90 davs in case 
of war or other emergency while 
permanent legislation is prepared. 


Output | 


(Continued from Page 1) 


trucks in March. Those goals 
should be gained easily, and are 
likely to be exceeded. 

Reaching the March goal would 
result in U. S. plants counting up 
a first-quarter production of 1,- 
518,000 cars and 342,000 trucks— 





a total of 1,860,000 vehicles, 

In the first quarter of 1950, a 
year that wound un as the. in- 
dustry’s best productive period in 
history, U. S. plants built only 1,- 
346,000 cars and 298,000 trucks—a 
total of 1,644,000 vehicles. 

—Bernie THOMAS 





Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 














Week Week Jan.1 Jan. 1 
Chrysler Corp. Ended Same Ended Total “to to 
* = Feb. 28, Week, Feb. 21, Feb., Marchi, Feb. 28, 
Carl J. Smith 1953 1952 1953* 1953 1952* 1953* 
DALLAS.—Carl J. Smith, 63, used-car| CHRYSLER 28,345 18,310 28,175 110,079 152,888 217,662 
manager of Sewell Motor Co., died Feb. 16.| Ohrysler 4,084 2,597 4,112 16,377 21,355 33,061 
* # | ” . 9 ~ , ~~ mw Awe 
, : | DeSoto 2,366 1,708 2,815 10,568 16,088 20,360 
Dean A. Walters ’ ’ y . 
TOLEDO.—Dean A. Walters, 64, former| Dodge . 7,881 4,808 7,862 30,267 42,672 «61,530 
| ee seayine mange Ser ye | Plymouth 13,514 9,197 13,386 52,867 72,773 + =102,711 
—— oe on. h Miami. e joined) FORD 23,992 22,912 23,068 95,148 98,914 198,610 
Willys in 1909 test driver. Last s 
he was named special assistant to the gen.| Ford .... 18,633 18,555 19,096 76,008 76,097 155,058 
eral parts and service manager. | Lineoln 353 753 99 731 3,422 4,614 
> i Mercury 5,006 3,604 3,873 18,409 19,395 38,938 
CHICAGO es Minter secre. | GENERAL MOTORS .. 60,532 33,688 58,966 220,923 279,163 427,732 
tary of Stewart-Warner Corp., died’ follow- Buick 10,332 6,311 10,817 + =39,319 50,496 77,510 
ing a heart attack last week at his office | Cadillac . 2,988 1,715 2,121 9,779 13,008 19,090 
here. Mr. —— had been with the com-| Chevrolet 31,801 16,593 30,344 113,591 137,812 214,927 
en Oldsmobile 7,329 4,339 7,413 27,092 35,456 54,384 
| Charles M. Carson Pontiac .. 8,082 4,730 8,271 31,142 42,391 61,821 
DETROIT.—Charles M. Carson, 82, for- | KAISER-FRAZER 1,260 1,347 1,332 3,972 9,379 7,011 
mer Cadillac official, died o ne pa CROSLEY ae 68 ; 492 , 
Cars los ss t enry M. Le- r 
ind dine the aw ane of the automo- | HUDSON 2,144 1,630 2,136 8,604 13,829 14,907 
bile, came to Detroit in 1904 and took an| NASH. ..... 4,738 2,487 4,687 18,666 10,840 34,967 
active part in the early dovelapenent of |PACKARD 2,712 1,455 2,714 9,884 9,450 20,768 
[oomnae giseevaseny Gaanaliied ead bia te. (ee 3,130 2,732 3,191 11,091 33,616 16,531 
7 ls isory cé cities 1 his “ phe ~y ’ ’ 9 
tirements ee mau ™S'T&° | WILLYS-OVERLAND. 886 1,587. «1,281 = s4,33838.—Ss«7,290~—=—«:10,284 
John L. Jenkins Total Cars, U.S. _....127,739 86,216 125,550 482,700 615,861 948,472 
CHICAGO.—John L. Jenkins, 62, writer | ——__ Baa hee eetaoensidline canadian ae 
and former automobile editor of the Chi- | *Revised. 
cago Tribune and Chicago Daily News, died | 
last week in an Evanston =) — 
H had suff d coronary thrombosis a 
A ae ere COMMERCIAL CARS 
sm : (U. S. PRODUCTION ONLY) 

; W. O. MeNatt ae Week Week Jan.1 = Jan. 1 
GREENVILLE, Tex. — Funeral services | Ended Same Ended‘ Total to to 
were held here for W. O. McNatt, 70, used- Feb. 28, Week, Feb. 21,  Feb., March 1, Feb. 28, 

a ale tt eee yous | 1953 1952 1953* 1953 1952* ' 1953* 
Mrs. Nancy Whitlock CHEVROLET 9,301 6,336 9,582 36,405 53,231 71,759 
DALLAS.—Mrs. Nancy Whitlock, execu- |\ CROSLEY 7 7 56 ieee 
tive secretary of the Texas independent DIAMOND T 202 184 212 752 1,340 1,443 

b s Assn., died eb. . = ‘ 
Saas anspeaned with the group since | DIVCO ' 60 60 . 60 240 - one e 491 
its inception. | DODGE 2,781 3,264 2,763 10,907 28,225 21,892 
—— — | FEDERAL 30 418 31 17 vane an 
’ | FORD 5,337 4,835 2,685 8,5 J 2 

FTC Price Pact GMC ... oe 2,959 2,304 3,136 11,612 18,830 24,062 
° M4 INTERNATIONAL 3,024 3,439 2,922 11,616 30,261 22,579 
Signed by Trico ‘MACK .... 243 251 289 959 2,135 2,041 
‘ | REO 348 343 336 1,396 3,112 2,913 
WASHINGTON.—Trico Products | enppEBAKER 1450 1,207 «1,475 «5,858 = «:10,814 «12,133 
Corp., Buffalo, has signed a consent WHITE 305 297 288 1,197 2.552 2 362 
settlement under which it pledges) wip yys-OVERLAND. 1,602 2,204 2,634 «8,943 18,052 19,969 
not to enter into any agreements Or | wigoeELANEOUS . 342 301 342 ~—-:1,368 2,717.2, 768 
understandings to fix or maintain 2 x oe decease ae 
resale prices of vacuum-operated| gota Trucks, U.S. 28484 25,080 26,755 99,904 207,249 211,988 


windshield wiper motors, arms, 
linkages, blades and other auto- 
motive safety devices, the Federal 


Although comedian Bob Hope seems properly attired for a winter drive in the| Trade Commission announced last 
antique car, Neva Jane Langley, Miss America of 1953, could catch a cold from her} week. 
recent appearance at the Northeastern Indiana Automobile Show at Fort Wayne. More ree 
thon 17,000 persons saw the final day’s festivities on Feb. 22 to mark up a 53,000|/refrained from admitting or deny- 
total attendance for the three-day event. Seated in the back seat of the tonneau are 
(from left) Oscar Yost, general chairman of the auto show; Bernard Swanson jr., presi- 


dent of the Fort Wayne Auto Trade Assn 
Mcchine Works. 


., and Fred Zoliner, president of Zoliner 


In signing the agreement, Trico 


ing that it had engaged in any acts 
or practices stated in a complaint 
to be in violation of Section 5 of 
the FTC act. 


Total Cars, Trucks — 
oe -.. 





156,223 111,296 152,305 582,604 823,110 1,160,410 





Total Cars, Trucks 
Canada 

Grand Total 

Cars and Trucks 
U. S. and Canada . 


9,840 


166,063 


6,491 9,927 


117,787 


38,544 53,744 73,699 


162,232 621,148 876,854 1,234,109 





*Revised. Miscellaneous includes Autocar, Corbitt, Marmon H., Brockway, Four-Wheel 


Drive, Sterling, Nash, etc. 
N.B.: 


All U. S. totals include cars and trucks for military orders, 
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Fruehauf Heads 
. 

Detroit NDTA 

DETROIT.—The revived Detroit 
chapter of the National Defense 
Transportation Assn. got under way 
last week as Roy Fruehauf, presi- 
dent of the Fruehauf Trailer Co., 
was elected president of the chap- 
ter. 

Norbert J. Brennan, director of 
traffic at Chrysler Corp., was 
named vice-president, and Homes 
Bannard, freight traffic manager of 
Pennsylvania Railroad Co., was ap- 
pointed secretary. A Detroit banker 
has been asked to accept the post 
of treasurer. 


Charles W. Bishop was named 
general counsel. 


Md. Used-Car Manager 


Guilty in Car Theft Case 


BALTIMORE.—R. B. Lacy, used- 
car manager of Essex, Md., was 
convicted by a Federal Court jury 
of transporting stolen automobiles 
in interstate commerce in connec- 
tion with an alleged car-theft ring 





that operated here and in the south. 


MANY RIMM 


Kindly Acknowledge 


tet el*l aula ae: Oe: 


AUTOMOTIVE NEWS 





HELP WANTED 





SALESMEN WANTED 


Young men with ambition and 
ability to sell automobiles in 
large ‘‘Big 3°° volume opera- 
tion. Can advance to sales 
manager and manager. Our 
wash-out plan can earn from 
$1,000 to $2,000 per month 
if willing to work. Dealerships 
located in the southeastern part 
of the United States. 


Box 2285 
c o Automotive News 


Detroit 26 





REPRESENTATIVE WANTED 
our line of 
and continuous register forms on a side- 
line basis. Our forms are used by every 
authorized dealers’ service department. 
If you are interested 
business, we are prepared to offer an 
excellent proposition. Greater New York, 
New England, Long Island, northern 
New Jersey territory. Box 2326, c/o 
Automotive News, Detroit 26. 


to 





USED CAR MANAGER. Young aggressive 
person with knowledge of the value of 
used cars and ability to handle sales per- 


sonnel and who wishes to advance to 
sales manager or manager for large 
“‘Big 3°' volume operation with dealer- 


ships located in southeastern part of the 
United States. Box 2282, c/o Automotive 
News, Detroit 26. 


SALES MANAGER 
$12,000 to $15,000 
Per Year 


Experience as used car man- 
ager and desire to become 
manager. Large ‘‘Big 3'’ vol- 
ume operation with dealership 
located in southeastern part of 
the United States. Please at- 
tach complete resume with 
photo. 


Applicants under 40 preferred. 


Box 2287 
c/o Automotive News 
Detroit 26 





carry 
printed garage repair order 


in extending your 


AUTOMOTIVE NEWS, MARCH 


te A 


California. Low Rates: 
Wanted Ads accepted 
readers. Count initials 


WANT AD DEPT., 


HELP WANTED 








MANAGER 
$20,000 to $25,000 
PER YEAR 


Must be young aggressive 
ability to spark a complete 
tion. 


and with 
organiza- 
Previous experience as sales 
used cars 
under 40 
years of age. Large volume operation, 
one of the ‘Big 3", dealerships lo- 
cated of the 
United States. Applications held confi- 
dential. Please attach complete resume 


with photo. 


manager with knowledge of 


necessary. Prefer applicants 


in southeastern part 


Box 2286 
c/o Automotive News 
Detroit 26 





SALESMEN, Wonderful Opportunity for 
ambitious men selling ‘‘Precision Fit’’ 
seat covers tO new car dealers. Beauti- 
ful, attractive line for 1953, Fabric seat 
covers offer very liberal commissions, 
steady income. Following territories now 
open: Indiana, Maine, Massachusetts, 
Ohio and Virginia. Write for informa- 
tion, stating qualifications, and following, 
if any. Fabric Mfg. Co., Ine., 205 
Thomas St., Newark, N. J. 





WANTED 
AUTO AUCTION OPERATOR 


We have a beautiful $250,000 building in 
best Ohio area in which to hold auctions. 
We have ample steady supply of cars to 
make a successful auction. 

We need NOW the best qualified auto 
auction operators to run same on profit 
sharing basis. No investment required. 
Please send us complete details, experi- 
ence and qualifications. 


All replies held confidential. 
Box 2307, c/o Automotive News, Detroit 26. 


ue 
SALESMEN and WAGON JOBBERS, sell- 
ing to alignment. shops, increase your 
income selling only patented idler arm 
adjusting 1949-1953 Chevrolets on market 


today. Very Kberal commission direct 
from manufacturer. Write or call. B. & 
H. Parts Co., Baltimore 4976, 410 Tru- 
man Rd., Kansas City, Mo. 





Service Manager 


General Motors experience preferred. Must 
ability 
increase volume. If interested in moving 
to Colorado and being associated with 
a Pontiac distributor, 


experience and, in turn, we can wire you 


be a manager and possess to 


mail us your 


for a personal interview. 


W. K. HURD PONTIAC CoO. 


Box 816 Pueblo, Colorado 





AUTO SALESMEN WANTED. We seek 
several experienced new and used car 
salesmen anxious to join a large volume 





address at regular rates, but if signed ‘Box No. ... 


| 
} 
| 
| 


WANTED. Service manager for Chevrolet, 











| 





Ford dealership in Philadelphia that is 
slated to be the largest volume dealer- 
ship in the east. A liberal draw and 
commission plan assures you of top| 
earnings. Only experienced men need 
apply. Box 2310, c/o Automotive News, 
Detroit 26 

TOP NOTCH CONTROLLER for large 


“Big 3’' volume automobile with opera- 
tions located in the southeastern part of 
the United States. Can earn from $10,- 
000 to $12,000 per year. CPA preferred. 
Box 2281, c/o Automotive News, De- 
troit 26. 





SALESMEN 
New Car Dealer Following 


Now is your opportunity to become associ- 
ated with one of the larger automotive dis- 
tributors of body hardware and parts. We 
have openings in North Carolina, Eastern 
Texas, Oklahoma and Ohio. Applicants must 
have first name acquaintance with parts 
buyers. Our men are in the $10,000 a year 
bracket due to our aggressive sales program. 
Liberal commission, bonus and car allowance. 


National Automotive Parts, Inc. 
310 W. Cumberland St. Philadelphia 33, Pa. 








GENERAL MANAGER. Twenty-five years’ | 


USED CAR MANAGER fot automobiie 


CHEVROLET PARTS MANAGER. Sales- 


SALES MANAGER—new and used cars. 


GENERAL MANAGER, experienced in all 


FORMER DEALER and general manager 


CLASSIFIED WANT AD DEPARTMENT 


Reaching an estimated 156,000 readers engaged in all branches of the automotive industry from Maine to 
TWENTY CENTS 
hl hele bee Met) tel: 


(20c) PER WORD for each 


and groups of numbers as one word. Ads may be signed with your full name and 
. in care of Automotive News, Detroit 26, Mich.’ add 
One Dollar ($1). per insertion for address and extra service as replies are forwarded, unopened, the 
same day received. Display Ads: $11.20 per inch, per insertion. ° 
AUTOMOTIVE NEWS, 2666 PENOBSCOT BUILDING, DETROIT 26, MICH. 





iT ELP WANTED 


Buick dealership in north central Indiana. 
Thirty-one years in business. Opportunity 
for advancement with liberal salary and 


annual bonus. Labor sales. potential 
$10,000 monthly. Box 2256, c/o Automo- 
tive News, Detroit 26. 


| WANTED. Competent paint and body shop 


foreman. Must handle insurance esti- 
Mates and supervisé workmen. Libéfal 
salary plus bonis. Bxeelleht working 


conditions. Delightful! yéar-round climate 
Write P.@, Box 748, Grand Junction, 
Colo 


POSITION WANTED 


th 


tT 


Ourage 


Pa ita 


eT 
RTE) 





Philadelphia area. Write Box 2303, ¢/o 
Automotive News, Detroit 26. | 


experience with General Motors dealets, 
ten years as general a Forty-five 
hree 


peng, Od, vo johildren,, Three oattigns | of 1952. Sold $000,000 in used and new 
busines#: patts, service, personnel  busi- Nashs in four months. Books = 
ness Management and sales. Excellent| ‘é'rific profit. Reason for selling, have 
record. Prefer west, far west or south- very large deal in ve) _ large = 
west. Box 2267, c/o Automotive News Positively the best. deal in America. 
Detroit 26. ; , $15,000 will handle. Write at dnéé. Must 





manufacturer—regional to hnatidnail ievel 
—or large dealership. Handled 300 units 


2, 1953 | 


insertion. Cash 
classification for the benefit of our employing 


| TRUCK SALESMAN, 43 years of age, | 





in advance. Position 


POSITION WANTED 
ences | 


married, with 17 years successful truck 
selling background 4s sélésmanager, 
wholesale m&h ahd retail sales. Fully 
acquainted with dealér op@ratiotis. Prefer | 
heavy duty line gas or diesél. Will 
tfavel of move to ahy lotation whefe 
I ¢anh make $10,000 a yéar. Write M. 
G. Dermody, 1820 Nassau Blvd., Char- 











lotte, N. C. 

POSITION WANTED. General or sales 
manager—in New York city or | 
Jersey. Proven ability, familiar with all 
phases of dealer operation. Have set | 
sales records, knowledge of Hull Dobbs 
and other sales plans, Experienced in 
multiple car and truék 6peration. Box 


DEALERSHIP 


SOUTHWEST ARBA 





WANTED. 


2316, ¢/6 Automotive News, Detroit 26. 





AUTO LEASE MANAGER. Experienced in 
sales, organization and maintenance of 
volume car and truck leasing. Handling 
national and local accounts. Residence | 
Los Angeles. Box 2290, c/o Automotive 
News, Detroit 26, 


GENBRAL MANAGER, expeticheed ail 











DEALERSHIPS AVAILABLE 





AVAILABLE, handlir 
Dodge-Plymouth 375 units. A fir 
business in southern Minnesota, sing 


dealer city. 
at inventory 
value today. 
interest or 
Write Box 
Detroit 26 


No real estate to buy. Part 

equipment at appraise 
Might consider selling ha 
more to qualified manage 
2325, c/o Automotive New 


2529 


AGENCY 


FOR 
central 


SALE, handling Stude 
part of Texas, sellir 


new and used car 


baker, in 
approximately 200 
per year. Will sell or lease property 
reasonable figure, Box 2318, c/o Aute 
motive News, Detroit 26 


DEALERSHIP WANTED 


QM DEAL—1i00 
150 éafs Factory approval Assure: 
Complete or partial buyout optional. Ca 





be in your area during April-May. A 
replies strictly confidential and answer 
guaranteed. Imperative that I chang 
climate. Let’s talk it over. Box 232 
c/o Automotive News, Detroit 28 
ATTENTION 


FORD of GM DEALERS 
who wish te sell. 


| Have ample cash to buy and factory ap 
| proval 
or 
| Replies held in strict confidence. 
c/o Automotive News, 


Want dealership with 400 
No objection to location 
Box 2280 


assured. 
more units. 


Detroit 26. 





Active interest in new car 
dealership. Can invest $10,000 to $12,000 
Family man, 44 years old, good reputa 
tion and habits. Twenty years’ selling 
experience in Buffalo. N. Y., with Chev 


rolet. One year own used car business 
Box 2293, c/o Automotive News, De- 
troit 26. 





WANTED AUTO AGENCIES 








phases. 37; How mahaging small ‘‘big . . 
i : cm 411 | We have qualified buyers for all size auto 

AMBITIOUS AUTOMOBILE SALESMAN, | ‘hreé’. Pfeter upper Mew York: to, | agencies throughout the United States. All 

age 32, experiented Des6td-Pivimouth motive News, Detroit 26. _ replies held in strictest confidence. 

and used card, desires Affiliation with ——— a DAVID JARET co 

100-300 eat Chryslé#¥, DeSoto, Ford or| PARTS SALES MANAGER, MoPar whole- , : 

Chevrolet ffanchised dealership any-|  saler, experienced in annual million dol- Established Over 29 Years 

where in USA. Compensation annually | lar volume. Presently employed. Refer- | j59 Montague St. Brooklyn 2, N.Y. 

must be five figure potential. Married, | ences exchanged. Box 2288, c/o Auto- ULster 2-5600 

or children. Would consider partner- | motive News, Detroit 26. ; oa ties iiinataaiiaiaeamaaen 

ship, no capital to invest. Only sales <a Maa ae ahh Ah - ioe 

experience, ambition and honesty my | USED CAR aa able té furnish larBe| 1... 100-150 GM ‘dual with Cadillac 

assets. Write Box 2312, c/o Automotive | uantity of sHarp late model cars, espe-| “i North Carolina, Florida or Virginia 

News, Detroit 26. Seen eee Buick ie te ee Experienced, approval assured. Abeo- 
Sa EERE EDI | onderfu uying connec I ; Sd d a 
ACCOUNTANT-OFFICE MANAGER,| Box 2322, c/o Automotive News, Detroit | aie — aan c/o BUS 

thoroughly qualified through fourteen | 26. Se ee a cand 

years’ automotive experience handling | —— ane ceca . 

large GM or Chrysler ‘caaebimnaiann — |USED CAR MANAGER, experienced in|GM DEAL, 100 to 150 cars. Factory ap- 

celling in personnel training and de- all phases of used cars. Sober, hard proval should present no difficulty 

partmental coordination with simplified | working, age 30, willing to wig as ae oe oe ie at 

y , , | where, Box 2321, ¢/o Automotive News, with opportunity to out. 317, 

yet comprehensive systems and ideas. Detroit 26. c/o Atitomotive News, Detroit 26. 








DEALERSHIPS AVAILABLE __ 

AGENCY FOR SALE, handling Nash, in 
Reno. Gut sold all dealers in zoné and | 
received all first prizes in last quarter 


qualify with fa€tory. Mr. Joe Newell, 


777 Virginia St., Reno, Nev. ; : ft: 
HOUSTON, TEXAS is 32 miles from best 








monthly, Sucéeéssful i yw oC " E 
and somal” Wecnema mites —— baker. 1952 gross $710,000. Sold 565 new 
conditioning, appraising, advertising and used cars in 1952. Volume market. | 
regular 30 day turnover. Excellent Perfect living conditions. Volume sales 
morals, age 38, married, presently em- area. Can be had for $15,000. Present 
ployed. State top proposition first letter owner purchased larger Studebaker | 
for personal interview. Box 2315, c/o franchise in Texas, Contact Ray March- 
Automotive News, Detroit 26. Eo banks Motors, Inc., 2811 Avenue H., 


manager of P & A departments of GM 
dealerships, all sizes up to 600-800 cars. 
Very broad experience, 12 years Chevro- 
let, 8 Oldsmobile, 4 in Buick, 4 Cadillac. 
Record club member five yeat's and fitst 


place zone winner. College education. 
Box 2304, c/o Automotive News, De- 
troit 26. | 


Eighteen years’ 
all phases. Ten 
salesman, eight 


automobile experience, 
years’ automobile 
years sales manager. 
Age 43, married, good appearance, ex- 
cellent health. Prefer connection with 
dealership handling one of ‘‘Big Three’’, 
would consider others. Very best of | 
references. Location desired vicinity 
Boston, Mass. Write Post Office Box 81, 
Newtonville, Mass. 


Phases of dealer management. Produe- 
tion to the end of repeat business, in- 
creased volume and customer satisfaction. 
Interested in ‘‘spark-plugging’’ volume 
operation in New York or Long Island 
area. Age 34. Available 30 days. Box 
2266, c/o Automotive News, Detroit 26. 





GENERAL MANAGER or sales manager. 


Well qualified young man with ten 
years’ experience as business manager, 
sales manager and general manager in 
Chevrolet-Buick dealerships desires con- 


nection with GM _ dealer in western 
states. Write Box 2311, c/o Automotive 
News, Detroit 26. 





AGGRESSIVE, CONSCIENTIOUS Chevrolet 


be willing to invest capital or buy rental 


Would prefer state of Florida. If you 
want to let down, I can do the job. Box 
2291, c/o Automoiive News, Detroit 26. 


parts manager, now in Chicago, desires | 
to relocate southern or central Wisconsin. 
Experienced in all phases of parts man- 
aging and sales. Box 2314, c/o Auto- 
motive News, Detroit 26. 





dealership on Gulf coast, handling Stude- 


Rosenberg, Texas. = 


ESTABLISHED OPERATING DEALER- | 
SHIP, handling Chrysler-Plymouth. | 
Growing west TeXas oil town—Monahans, 
Texas. Sales potential 100 cats. Will séll | 
oF lease building and lots. No biue sky. | 
Absentee management reason for selling. 
Can be handled for nominal amount of 
money. Sullivan Motor Co., Box 1130, 

Pecos, Texas. 


WELL ESTABLISHED, very a | 
dealership for sale, handling one of the 
largest independents, in Aurora, Ill. $40,- | 
000 will handle, subject to factory ap- 
proval, Zepelak Motor Sales. Phone 4274. 














WHEN BUYING or SELLING 
an 
AUTOMOBILE DEALERSHIP 


Consult a Specialist 


LEO J. KLEM 
909 Fisher Bidg. Detroit 2, Mich. 





HANDLING DODGE-PLYMOUTH, 500 car 
potential, in large Missouri city. In busi- 
ness 30 years. Owner retiring account 
health. Will give lease on building with 
option to buy. Replies confidential. Box 
2295, c/o Automotive News, Detroit 26. 


DEALERSHIP, handling Dodge-Plymouth, 
northeast Texas. Leased building. Used 





desires position as sales manager, gen- car lot. Inventory approximately $28,000. 

eral manager or will invest in one of Depreciation to be deducted. Details to 

‘Big 3°’ dealerships. Prefer southern qualified buyers. Box 2278, c/o Auto- 

Florida. Will consider other locations. motive News, Detroit 26. 

Wee seneness. Ans 66: Bisbtoens yours | ...?}>:.:.C0C 0 "— 

experience. Box 2300, c/o Automotive DEALERSHIP, | handling Ford. 25,000 

News, Detroit 26. population. Excellent wane a Ra a 
Tr > a , : midwest on two main U. S. ighways. 
YOUNG MARRIED MAN. eight years New, modern buildings; 300-500 units. 

experience in dealership sales and Sell at inventory. Excellent equipment. 

management. Also 2 years’ experience Lease or sell real estate. Write Box 2319, 

with car rental and lease. Prefer re- , Jew 

; : 4 c/o Automotive News, 
locating to Florida or southwest. Would 


FOR SALE. Dealership handling Chrysler- 





| 
Detroit 26. 
} 
| 


operation. Reply Box 2313, c/o Auto- Plymouth, Central Nebraska. 7,000 pop- 

be News a oe 26. — ulation town. No real estate. No blue 
ene nnnenntiaiesiataieetaatitadieeianaticaatimaniaetiemmeaemirdnitimesstees ive News, 
GENERAL MANAGER. Thoroughly sea-| SX¥._ Box, 2309, c/o Automotive 

soned man of middle age available to r 

handle dealership in all its phases. Auto- 

mobile experience is complete in every 

department—both wholesale and retail. MERCEDES-BENZ 


Box 


1831 E. 79th St. 


DEALER SERVICES| 





INVENTORY SERVICE 
Parts and Accessories Depts. 


Full-time experts. No pickup, part-time help; 
confidential afd unbiased. Ce 

Also special [ 
organization — in business since 1939. 
booklet on Parts Department opération sent 
on request. Call or write for service details. 


ttified reports. 
Experienced 


buy - sell service. 
~~ Free 








Automotive Inventory Service Co. 
10040 Freeland Detroit 27, Mich. WE 3-6449 
MODERN 
SALES MANAGEMENT 
A new method designed for automobile 
dealers exclusively. Simple—Direct—Inexpen- 
sive. Used by thousands of dealers in the 

U. S. A. Write for free brochure. 


CHISHOLM SYSTEMS 


1352 Palo Alto, Calif. 





INVENTORY SERVICE. Parts and acces- 


personnel, organized 
records. Model 


sories. Top 
procedures, up-to-date 
year breakdown for Ford, Chevrolet 
L-M and MoPar dealers. Fast service 
eastern half U.S.A. Talbot's Inventory 
Service, 124 S. Woodward, Birmingham, 
Mich. Midwest 4-5355 or 4-8460. 


type 


INVENTORY SERVICE 


Complete parts and accessories inventories 
for all dealers by qualified full time em- 
ployes. Final report discussed with dealer or 
his appointed representative only. Operating 
in Southeastern States. 


The Geo. E. Kinney Inventory Service Co. 
1731 Candler Bidg. 


Atlanta 3, Ga. 
Alpine 1140 








INVENTORY SERVICE 


Parts Accessories 
large and Small Dealerships 


Inventories taken, price extended and sum 
marized within 24 hours. 
do all 
confidential. 
accountants and by the government. 


Expert partsmer 
Accurate, unbiased and 
accepted by al! 


the work. 
Inventories 


ALLIED INVENTORY CO., INC. 
Chicago, Illinois 





~ BUSINESS OPPORTUNITIES 








Franchise Available 


The AUTOMO CORPORATION, manufacturer: 
of the new Automo Automatic Starter Switch 
will 
individuals 
TRIBUTORS in the states not already under 
franchise. 
capital 
accounts. 


application of reliabl« 
exclusive DIS 


entertain the 
to become our 


sufficient 
jobber 


im 


Applicants must have 
inventory and to carry 
Organizational experience 


for 


Dealerships available west coast except south- portant. 


tomers to your showroom with this attraction. 


Contact 
RIVIERA MOTORS, INC. 
160 Sansome Street San Francisco, Calif. 


ern California. American dealers bring | 
| 
| 





Write, Wire or Phone 
AUTOMO CORPORATION 
Saginaw, Michigan 








1s 











BUSINESS OPPORTUNITIES | CARS FOR SALE : 
| 
| 





} ANDLING DODGE-PLYMOUTH — South 
central Texas town of 15,000. Ideally 
located on Main U. S. highway. Un- 
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PARTS FOR SALE SHOP EQUIPMENT FOR SALE | MISCELLANEOUS 

TO SETTLE ESTATE. Complete engine | COMPLETE INTER - COMMUNICATION 

rebuilding equipment including Lempco system. Includes ten. station master 

RB U | i. K P A 4 T S | crankshaft grinder and all accessory units and five sub-station units. All in 

| items. Coney’s, Morrisville, Pa. A-1 working order. Price $175. Benger 


limited trade area. Approximately $30,- 
000 for actual inventory parts and 
equipment. No real estate to buy. Long 
term lease on modern building. Body 
shop and used car lot. Other business, 
reason for selling. Reply: Box 2306, c/o 
Automotive News, Detroit 26. | 


AUCTION 





00D USED CAR BUSINESS, northern 


e 
Ohio, doing $210,000 in 1952. Inside | 4305 Euclid Avenue 
showroom with 3,000 square feet of floor | 
space. Five apartments attached and | Cleveland, oO. 
grocery store doing $25,000 business | 
yearly. New steam furnace. Business EVERY 
and buildings for sale for $55,000. Earl | 
H. Sayre, Amsden, Ohio. 


Cans FOR SALE 


—AUTO— | 


Tuesday Noon 





For Reserved Numbers 


Phone Endicott 1-5757 


A U i T | O N |} INSIDE SALE RAIN OR SHINE 
| Auctioneers 
saci HAROLD STRAIT 
RAY AUSTIN 


HORSEHEADS, NEW YORK 


EVERY FRIDAY 





BUYING or SELLING 


Your Greatest Dollar Valve's at 


DANVILLE, PENNA. CARL E. MARKER'S 

EVERY WEDNESDAY FORT WAYNE 

| AUTO AUCTION 
Indiana's Oldest Auction 
One of America's Best 

Sale Every Tuesday — 11:30 A. M. 
Open All Night Monday 

Phone E-1254 Phone E-5209 


—AT—— 





You will always find real action at 
both these auctions. 


R. D. WEST, PROP. 


Tex Rickard 





Jos. E. Johnson 


Auctioneers 








We Guarantee All Checks 


1950 PONTIAC 8 streamliner coupe, 27,000 
; a ‘4 “ Dealers Only 


miles. Good condition except needs body 
and fender work on right side. $500 
takes it. Shermorry Motor Co., Williston, 
a. 


ATTENTION DEALERS!! 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Excellent Bodies - Good Motors - Heaters 
Upholstery Like New 


BUY NOW AT LOW PRICES 
1950 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 
54TH & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 SHERWOOD 7-1700 





AUTO AUCTION 
TIM ANSPACH 


"Midway", Stop 20 
Albany-Schenectady Road 


ALBANY, N. Y. 
(For Dealers Only) 


EVERY MONDAY ...12 NOON 
Member of N.U.C.D.A and N.A.A.P.A. 


WHOLESALE 
USED CAR BUYERS 


and models. 


WE 
SELL WHOLESALE 


WE 
SELL EVERYWHERE 


Over Three Hundred Cars 
“New and Used" 
And Trucks on Hand 
At All Times 


Wire or Phone Us Your Needs 
All Makes and Models 


See Mark Boyer, Used Car Mgr. 


“Baltimore's Oldest Ford Dealer" 
814 Light Street 


WE WHOLESALE 
Fine Selection of Used Cars 
Herb Kessler 


PHIL BLOOMGARDEN, INC. 
Authorized DeSoto-Plymouth Dealer 


9669 Grand River 
Webster 3-7845 


Trucks - Trailers 


BEN FISHEL 
AUTO CO. 


2114 Sycamore Street, Cairo, Ill. 
Phones 652 — 653 — 654 


Cars - 


CARS WANTED 


PORTLAND, OREGON 


your 30 day cars. Phone or Write 
Frank Livingston 
ANCHOR MOTORS 

1413 N. E. Sandy Bivd. 
Reference—U. S. National Bank 





KEN SCHAEFER'S 


The Only Indiana 


AUTO AUCTION 
In Continuous Operation Since 1943 
EVERY THURSDAY 
Dealers Meet at the Cross-Roads of America 
INDIANAPOLIS, INDIANA 
Art Grandi, Auctioneer 
CORNER CAPITAL AND MORRIS STS. ESQUIRE AUTO SALES 
Market 8541 — Belmont 015! | 397 Central Ave. East Orange, N. J. 
IN THE HEART OF INDIANAPOLIS Orange 5-6000 


FORD, PLYMOUTH, CHEVROLET 
TOP PRICES 
(No Taxis) 








WE WILL PURCHASE ENTIRE 
AUTOMOBILE INVENTORIES 
Anywhere in the U. S. A. 
SERVICING NEW AND USED CAR DEALERS 


Phone—Wire—Write 
Send List of Inventory 


AUTO LIQUIDATORS CO. 


7800 Euclid Avenue Express 1-6220 
Cleveland 3, Ohio 





O. K. AUTO} 








324 West Main Street Fort Wayne, Indiana 








A large selection of clean Fords, Chevro- 
lets, Plymouths and other makes. All years 


GRIEBEL MOTORS, INC. 


Baltimore 24, Maryland 


Detroit 4, Mich. 








Dealer wants cars immediately. Will buy one 
or 100 late models. No commercials. Unload 


Rolf Nixon 


Filmore 939! 








WANTED 
METAL STATION WAGONS 

















Wholesalers 
“WORLD'S LARGEST DEALER 
OF GENUINE BUICK PARTS" 
Quantity Shippers—All GM Parts 
Shipped Same Day 
WRITE—WIRE—PHONE 
All Shipments C.O.D. 


GORDON BUICK 


Formerly 
ROBERTSON BUICK 
“EDGE OF THE LOOP" 
1000 S. Wabash Avenue 
CHICAGO 5, ILL. 
WaAbash 2-1030 








PRECISION REBUILT 


HYDRA-MATIC 
TRANSMISSIONS 


DYNAMOMETER TESTED 


Performance guaranteed equivalent to a 
new unit. 
Complete stock Hydre-Matics for all cars 
OLDS and PONTIAC 1940-1948 — $99.50 
exchange. Catalog sent on request. 

SHIPPED ANYWHERE — SAME DAY 

Write—Phone—Wire 

Ace Automotive Products 

5416 N. Broadway Chicago 40, Illinois 
Phone: Longbeach 1-1773 
Open Accounts to Rated Concerns 








Genuine Oldsmobile Parts 


Largest Olds parts wholesalers in the middle 
west. Shipments made promptly. 


GREBE OLDS 
3400 S. Kingshighway 
Flanders 0800 St. Louis 9, Mo. 


GM PARTS 


Shipped Anywhere 
Same Day 


GMC PARTS 


Phone—Wire—Write 


FRANKLIN-WEBER PONTIAC 


6101-25 N. Clark St. Chicago 26 
Direct Phone—AM 2-7117 













NASH PARTS 
Write - Wire - Phone 
COMPLETE INVENTORY 
FROM 1937 TO DATE 


Same day shipment 


DOWNTOWN NASH 


1200 W. Madison Street 
Chicago 7, Illinois 
Monroe 6-1370 








1949 to 1952 
CHEVROLET TRANSMISSIONS 
$25.00 
Fully guaranteed 


H. KAUFMAN AUTO PARTS 
P.O. BOX 233 MONTROSE, N. Y. 








PARTS WANTED 
PARTS WANTED. Austin 48-51 motor, 
also wrecked MG, Austin, Morris, Hill- 
man, Jaguar for parts. Waco Motors, 
1779 W. Flagler St., Miami, Fla. 





BUSES WANTED 
WANTED—tThree new or late model school 
buses, 46-passenger or larger. Must be 
good buy for cash. Box 2328, c/o Auto- 
motive News, Detroit 26. 


WANTED—Two (2) late model 
buses. Fox Motor Company, 
Fox, Owner, Lake City, Tenn. 








school 





NEW LINES AVAILABLE 





LICENSEE OF MARKET TESTED 
PAINT RESTORER 
SEEKS 
National sales organization to handle non- 
competitive product in auto supply or house- 
ware fields. AAA manufacturer with over 
70 years in paint business. Reply to Box 2327, 
c/o Automotive News, Detroit 26. 





AUTOMOTIVE NEWS 
WANT ADS GET RESULTS 


% 





Eugene | 











Motor Co., 110-114 S. Water St., Owosso, 
Mich. 


MISCELLANEOUS 





ENGINE REBUILDING — Crankshaft 
grinding and metalizing. John P. Hughes 
Motor Co., Inc., 800 Commerce S&t., 
Lynchburg, Virginia. 


Improved 1953 


Wider Spreading Rear "V" 
With Full Floating WRIST ACTION Ride 
and Tow on all type roads 


Automatic Braking 


WITH BRAKE HOOK-UP 


ONLY .. .$5145 


8 out of 10 
DEALERS PREFER 


THE 1953 MODEL 


MOTO-MATIC 
TOWe GUIDE 


4 Contour Grip Couplers. 
Extra Wide V-Spread. 
Oscillating Stabilizer. 

Shock Absorbing Action. 


NO ADAPTORS NECESSARY 
Meets 1.C.C. Strength Requirements 


Less 
GUIDE 
CABLES 


Meets 1.C.C. Strength Requirements 


COMPLETE with 
Guide Cables and $61 45 
BRAKE HOOK-UP.......... 

Meets ALL 1.C.C. Requirements! 


$19.50 
TRI-KI - P “ 
ate wai = $42.50 


(Folding "V" Type) 


$ 85 Federal Tox 
Included 


LIBERAL QUANTITY DISCOUNTS 
TO AUTOMOTIVE JOBBERS 
AND DISTRIBUTORS 


Factory Sales Division 


PILOT DISTRIBUTING CO. 
BATTLE CREEK 9, MICH. 


FACTORY 
NET PRICE 


QUICK-TOW, Bumper- 
to-Bumper Tow Bar 


—SPECIAL— 
Protecto Covers (Tailor Made).... $6.95 
Carrying Bags 
SAFETY CHAINS, set of 2, only .... $2.50 
All Prices Include 8% Fed. Excise Tax 


TOW BAR SALES CO. 


Convertible Supplies Headquarters 
World’s Most Complete Line 
Convertible tops: 2-ply at $16.50; 3-ply at 
$20.50; scotch plaid tops available. Plastic 
toppers, $12.85; front wood bows, $11.90; top 
boots, $11.95; plastic rear curtain with zipper, 
$6.45. Headliners, $12.50; plastic seat covers, 


$11.65. (We are automobile tailors—fabric 
—— Free samples — Catalogues on Exclusive Factory Distributors 
request. 


Boston Big Buck Products Co. 
278 Cambridge St. Boston 14, Mass. 


QUICK CHANGE dealers license plate 
holders. Guaranteed. $1 per set of four 
postpaid. Jobbers wanted. C. Howard, 
1498 Overlook Drive, Akron 7, Ohio. 


FOR SALE 


In Cleveland, Ohio, area call WINTON 1-7660. We offer 
for sale 250 Plymouths, Fords and Chevrolets 2 and 4 
door sedans. All cars in excellent mechanical condition 
and a large variety of colors are available for your 
selection. 


This group of cars, in custody of Mr. W. A. Wright, on 
display at 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 MO 4-4485 
40 So. Clinton St., Chicago 6, Ill. 











13315 Brookpark Road 
Cleveland 11, Ohio 


In Philadelphia, Pa., area call EVERGREEN 2-0400. A simi- 
lar group of above cars numbering 200 in all, in custody 
of Mr. Arthur Schear, are dispayed at 


4038 Chestnut Street 
Philadelphia 4, Pennsylvania 


Local and long distance shipping facilities 
available at both locations. 


Will sell you one car or all cars! 





New Subscription Order 


Send Automotive News to Address Below 
for One Year $8 [_] or Two Years $14 [] 
for which check is attached [[] or send bill [] 





Tee eee rr eer ar re ee ee eee ee pg ere 
IRR Pe Pr TCE eRe EES ATT SOME. iscsag cancun ee 
TRADE CONNECTION: 

Car Dealer (1) Truck Dealer [) Manufacturer [] 
Jobber [] Insurance (] Financial ([) Supplier 1 
PO ER: bg oa ria ebhaee bene OL eae ORs tkineé cee eensaseanee 

3-2-53 





Left: New International R-190 Series. GVW ratings from 21,000 to 35,000 Ibs. Choice of gasoline or LP gas. Diesel power optional in models rated 22,000 
Ibs. or over. Wheelbases from 133 to 211 inches. Right: New light-duty models include 1/2, 3/4, and 1-ton sizes. GVW ratings from 4,200 to 9,000 Ibs. 





NEW INTERNATIONAL TRUCK 


BUILT as only WA con build them 


The 168 basic New International models embody 
the engineering principles, used in International's 
continuing program of truck research and develop- 
ment, that have resulted in hundreds of exclusive 
International features that have meant greater 
profits for truck buyers. 


PROVED os only WA con prove them 


The 307 features in the New International Truck 
line have been proved in the world’s most advanced 
Truck Engineering Laboratory; proved again at In- 
ternational Harvester’s 4000-acre desert Proving 
Ground at Phoenix, Arizona. 


VALUE only WA con give you 


The New International Trucks offer an unmatched 
combination of values—the right truck for the job, 


unequalled performance, lowest maintenance and 
operating costs, maximum driver comfort. 


Now —the features buyers want— 
in America’s most complete truck line 


New International styling identified by the IH emblem 
... Exactly the right power for every job. First truck 
builder to offer choice of gasoline or LP gas with Under- 
writers’ Laboratories listing in 144-ton sizes and other 
models... Designed by drivers for drivers. Comfo-Vision 
cab with one-piece Sweepsight windshield. New com- 
fort and interior styling . . . Steel-flex frames proved best 
in the field . . . Transmissions to meet any operating re- 
quirement . .. 296 Wheelbases ranging from 102 inches 
up... Easy starting and greater fuel economy . .. Wide 
range of axle ratios for all models .. . Real steering com- 
fort and control . . . Sizes from 14-ton to 90,000 lbs. GVW 
rating. 


An International Truck dealer franchise is an excel- 
lent profit opportunity. Write for information to Interna- 
tional Harvester Co., 180 N. Michigan Ave., Chicago 1, IIl. 












International Harvester Builds McCormick Farm Equipment and Farmall Tractors...Motor Trucks... Industrial Power...Refrigerators and Freezers 





Better roads mean a better America 


INTERNATIONAL TRUCKS 


“Standard of the Highway” | 





